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HOW YOU SELL 


can help win the war 


Here are three suggestions: 


Sell conservation. Scarcities will become 
more of a problem with every passing 
month. By showing your customers how 
to use wisely what they buy, you gain 
their good will and you save materials 


needed to win the war. 


Sell your customers the importance of 
salvage. For example, every typewriter 
ribbon spool you collect is saving 
metals needed to build tanks, guns, 
planes, and ships. In addition, it is 
assuring a steady supply of ribbons for 


all your customers. 


Sell quality. Quality products give 
greater satisfaction. They wear longer, 
give better service, and help to speed 


production. 

















To Conserve Carbon Paper | 


1. Don’t throw away carbon sheets until they are 


thoroughly worn out. 


2. Wherever possible, use a heavy weight carbon 


paper. It will last longer. 

3. Handle your carbon paper carefully. Always 
lay the sheets evenly upon each other, face 
down. 

4. Keep all carbon paper away from direct or 

I pa} | 


excessive heat. 


1 


. Always insert the carbon and copy papers in 
the typewriter evenly to avoid wrinkling or 


treeing of the carbon papers. 
c 


To Conserve Typewriter Ribbons 


1. Turn the ribbon after a week’s usage. It will 
wear evenly and last longer. 

2. Use the heaviest degree of inking consistent 
with legible impressions. 

3. Be sure the ribbon feed mechanism is in 
proper adjustment. This insures even distribu- 


tion of wear. 


4. Keep your machine in good repair and clean 
the erasure dust daily. 


_F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations. in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in 
directly connected with the 
industry the journal repre 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of ‘Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- . 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender, 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Ciass 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D.C. 
{COPYRIGHT. Contents 
covered by Copyright, 1942, 
by the Office Appliance 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 

A 
Acme Safe Co. 143 
Acme Visible Records, Inc. 63 
Aigner, G. J., Co 129 
Allen & Co 125 


Allied Carbon & Ribbon Corp...14i 


136 


Machine C« 


Amer. Number. 


American Passbook Co. 144 


American Photo Laboratories..135 


Amer. Writing Mach. Stores Div. 72 


Ames Supply Co 64 
Anderson-Hickey Co., Ine 118 
Art Metal Construction Co. 89 
Art Steel Sales Corp. 100, 101 
Automatic File & Index Co.....116 
B 
Bankers Box Co. 90 
Barkley, C. L., & Co 102 
Bentson Mfg. Co. 140 
Blaisdell Pencil Co 136 
Bolens Products Co 88 
Bright Chair Co 138 
Bristow, Stanley R 145 
British Staty. Exporter 146 
Browne-Morse Co. 143 
Business Efficiency Aids 147 
( 
Clarotype Co., The 146 
Codo Mfg. Corp. 139 
Cole Steel Equipment Corp 115 
Collier-Keyworth Co. 145 
Columbia Rib. & Car. Mfg. Co. 68 
Columbia Steel Equip. Co 95 
Commercial Furniture Co 104 
Continental Ink Co 144 
Cook, The H. C., Co 130 
Corona Typewriter 9 
Corry-Jamestown Mfg. Corp 77 
Cotterman, I. D. 144 
Cramer Posture Chair Co 147 
Cushman & Denison Mfg. Co...121 
D 
Daco Card & Index Co 144 
Darnell Corp., Ltd 146 
Dawn Mfg. Corp., The 140 
Dayton Stencil Works 144 
Dennison Mfg. Co. 117 
Downey, C. L., Co. 122 
E 


Ehrlich Upholstery Works 133 


Esterbrook Pen Co., The 139 
F 

Fair Furniture Co 85 

Fox, George E., & Co 135 














through the journal. 


G 


General Exhibits & Displays, 


Inc. 
General Fireproofing Co., The 
64, 
Globe-Wernicke Co., The _67, 
Goldsmith Bros 
Graff, Geo. B., Co. 


Guide System & Supply Co 
Gulbransen Co. 


Gunlocke, The W. H., Chair Co 


H 


Hano, Philip, Co. 


Hanson Scale Co. 


Harding, Milo, Co. 


Harter Corporation, The 


Heyer Corporation, The 
Inc. 


Higgins Ink Co., 


Sales Co 


Hotchkiss 


I 
Imperial Desk Co. 
Imperial Mfg. Co. 
Imperial Methods Co. 
Indiana Desk Co 
Ink Specialties Co., Inc 

J 
Jasper Chair Co. 
Jasper Desk Co. 
Jasper Office Furn. Co 
Jasper Seating Co. 

K 
Kerr, W. K., Pen Co 
Kilian Mfg. Corp 

L 


Leopold Co. 


Linton Pencil Co. 


M 


Manifold Supplies Co 


14 Markilo Co 145 
Markwell Manufacturing Co 84 
6 Meilicke Systems, Inc 14 
111 Melind, Louis, Co 76 
14 Metal Specialties Mfg. Co 147 
125 Metalstand Co. 146 
109 Meyer & Wenthe, Inc. 143 
144 Michigan Desk Co. 9 
12 Mittag & Volger, Inc 127 
Monroe Calculating Machine 
106 Co 10 
143 Mosler Safe Co., The 124 
141 Mutschler Bros. Co. 128 
119 N 
= National Blank Book Co 145 
“ Nat'l Brief Case Mfg. Co 34 
_ National Desk Co., Inc. 9 
New Indiana Chair Co 12 
. Newport News Forms Co., Inc. 1 
sist Niemann, Inc. 13 
l 
128 Oo 
114 Oakville Co. Div. Scovill Mfg 
Co 147 
, Old Town Ribbon & Carbon 
: Co 71 
i : 
‘ Oxford Filing Supply Co 147 
14 P 
Pacific Cb. & Ribbon Mfg. Co..11 
147 Parker Pen Co., The 9 
140 Peerless Key-Imperial Mfg 
Co 10 
148 Peerless Steel Equip. Co 12 
78 Phillips Process Co., Ine. 13 
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(THE SERV 


of its various 
practically every mem 
personal letters all ing 
the field, it furnishes 
office equipment, supp 
any article wanted, pt 
pares advertising 
agents and dealers in 
eign dealers in securin 


Subscribers in every la 
good use of this burea 
tion of the field have 
Subscribers’ requests f¢ 


copy, 


of Office Appliances is maintained for the exclusive ‘ 
use of subscribers and advertisers. 
commissions 


In the execution 
this bureau calls upon 
ber of the staff. It answers by 
uiries upon matters germane to 
special reports upon articles of 
lies names of manufacturers of 
its man and job together, pre- 
furnishes list of desirable 
nearly every country, aids for- 
g U. S. A. lines, and in many 


other ways performs useful service, all without charge. 


nd have made, and are making, 
u; manufacturers in every sec- 
evidence of its proved value. 
yr catalogues to bring their files 


up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


turers, 


TICE BUREAU 








They do, however, offer their services in resolving any disagreements which result from relations established 


Polar Mfg. Company 70 
Pronto File Corp. 115, 120 
Q 
Quality Park Envelope Co. 94 
R 
Rand McNally & Co. 83 
tite-Rite Mfg. Co. 144 
Rivet-O Mfg. Co. 145 
Roberts Numbering Mach. Co..141 
Rockwell-Barnes Co. 73 
Royal Typewriter Co. 61 
Ss 
St. Johns Table Co 139 
Schwab Safe Co., The 136 

Sengbusch Self-Cl. Inkstand 
Co. 110 
Service Industries, Inc. 147 
Shaw-Walker Co. 134 
Sheaffer, W. A., Pen Co. 91 
Sheppard, C. E., Co. 143 
Sherwin Plastic Products Co...122 
Shipman-Ward Mfg. Co. 116 


Smith, L. C., & Corona Type- 


writer, Inc. 59 
Speed Key Mfg. Co. 144 
Speed-O-Print Corp. 131, 132 
Speed Products Co. 74 
Stark Calendars, Inc. 133 
Stationers Loose Leaf Co. 120 
Storms, H. M., Co. 148 
Sturgis Posture Chair Co. 145 

- 
Technygraph Co., The 139 
Toledo Metal Furniture Co. 103 
Triner Scale & Mfg. Co. 136 
U 
U. S. Defense Bonds Stamps_ 150 
U. S. Typewriter Ribbon Mfg. 
Co 137 
Vv 
Vail Mfg. Co. 87 
Van Dyke Industries 129 
Veit Mfg. Co. 146 


Victor Safe & Equipment Co... 85 


Vogel-Peterson Co. 138 
Ww 

Wabash Cabinet Co., The 105 

Warshaw Mfg. Co 140 

Webster, F. S., Co. 4 

Weis Mfg. Co. 79, 80, 81, 82 

Wilson Jones Co. 75 
y 

Yawman and Erbe Mfg. Co 98 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 


Amer. Writing Mach. Stores Div 72 
Ames Supply Co 69 
Shipman-Ward Mfg. ( 1lt 
Adding Machine Rolls & Paper 
Rockwell-Barnes Ct 
Adding Machines 
Amer. Writing Mach. Stores Div. 72 
Monroe Cale. Machine C¢ 7 
Smith, L C., & Corona Type 
writers 


Adding Machines, Rebuilt and Used 


Shipman-Ward Mfg. Co 1lé 
Adhesives 
(See Inks, Adhesives, et 


Arch and Clip Board Files 





Cushman & Denison Mfg. Co 121 
Globe-Wernicke Co., The 67, 111 
Rockwell-Barnes Co 7 
Service Industries, Inc 147 
Shaw-Walker Co 134 
Yawman and Erbe Mfg. C« OS 
Atlases 
Rand MeNally & (C« 83 
Autographic Registers 
Hano, Philip, Co Lie 
Ball Bearings for Drawer Slides, ete 
Kilian Mfg. Corp 140 
Bankers Note Cases 
Art Steel Sales Corp 100, 10 
Cole Steel Equipment Corp 11 
General Fireproofing Co The....64, 65 
Globe-Wernicke Co The 67, 111 
Victor Safe & Equip. ( Nt 
Binders, Catalogue and Periodical 
Aigner, G. J., Co 129 
National Blank Book Co 14 
Sheppard, The C. E Co 143 
Binders, Permanent Storage 
tankers Box Co 10 
Sheppard, The C. E., Co 14 
Binders, String 
Bankers Box Co 0 
Blank Books 
National Blank Book Co 14 
Rockwell-Barnes Co 7 
Wilson-Jones Co 
Blue Print and Pian File Cabinets 
Anderson-Hickey Co. 118 
Art Metal Construction Co Rg 
Art Steel Sales Corp 100, 1f 
Browne-Morse Co 14 
Cole Steel Equipment Cory 1] 
Columbia Steel Equip. (« 95 
Corry-Jamestown Mfg. Cory 77 
General Fireproofing Co The... 64, 
Globe-Wernicke Co., The 67, 11 
Peerless Steel Equip. Co 12 
Pronto File Corp l 120 
Shaw-Walker ¢ 4 
Yawman and Erbe Mfg. Co 8 
Bond Boxes 
Art Steel Sales 00 
General Fireproc Co r 64, ¢ 
Globe-Wernicke The 67 
Book Cases 
Art Metal Construct ( RY 
Browne-Morse Co j 
Corry-Jamestown Mfg. Corp 77 
General Fireproofing Co., The 64 
Globe-Wernicke C¢ The 67, 111 
Michigan Desk Co 12 
Peerless Steel Equip. Co 12 
Shaw-Walker C¢ 134 
Wabash Cabinet C« Inc 105 
We Mfg. Co 79, 80, 81, 82 
Yawman and Erbe Mfg. Ce 8 
Box Letter Files 


Art Steel Sales Cory 100 
Cole Equipment Co 
Globe-Wernicke C¢ TI 
Rockwell-Barnes Co 

Weis Mfg c% 1, 8 81, 82 


Brief and 
National 


Stationers Loose 


Steel 


Zipper Cases 
Brief ¢ Mfg. ¢ 
f «se 


Lea 


Calculating Devices 
Meilicke 


Sh 


Systems Ine 


Ward Mfg. ¢ 


ipmar 
Calculating Machines 
Monroe Machine ¢ 


Calculating Machines, Used 
Ward Mfez ( 


Cale 


Shipmar 
if al 


Carbon Papers 


See Ribbons and Carbons 
Card Index Boxes and Trays 
Art Metal Construction Co a9 
Art Steel Sales Corp 100, 101 
Bent Mfg. 140 
Cole Steel Equipment Corp 115 
Columbia Steel Equip. Co 95 
Corry-Jamestown Mfg. Corp 77 
General Fireproofing Co., The..64, 65 
Globe-Wernicke Co., The 67, 111 
Guide System and Supply Co 109 
Imperial Methods Co 137 
Peerless Steel Equip. Co 123 
Pronto File Corp 115, 120 
Shaw-Walker Co 134 
Warshaw Mfg. Co 140 
Weis Mfg. Co 79, 80, 81, 82 
Yawman and Erbe Mfg. Co 98 
Cash Boxes 
Art Steel Sales Corp 100, 101 
Cole Steel Equipment Corp 115 
General Fireproofing Co., The ..64, 65 
Casters, Caster Bearings, Slides 
Darnell Corp 146 
Kilian Mfg. Corp 140 


Celluloid Envelopes 
Celluloid 


See Envelopes 


Chair trons 








B Products Co R& 
Collier-Keyworth Co 145 
Chair Mats 
Polar Mfg. Co 70 
Service Industries, In¢ 147 
Chairs, Office 
Bright Chair Co 138 
Cramer Posture Chair Co 147 
Ehrlich Upholstery Works 133 
General Fireproofing Co., The ..64, 65 
Gunlocke, The W. H., Chair Co 127 
Harter Corp 119 
Jasper Chair Co 112 
Seatir Co. 142 
gan Desk Co 92, 93 
¥ Indiana Chair Co 128 
nant Inc 135 
Walker Co 134 
Posture Chair Co. 145 
Toledo Metal Furn. Co 103 
Chairs (Posture) 
Bright Chair (C¢ 138 
Cramer Posture Chair Co 147 
General Fireproofing Co., The....64, 65 
Gunlocke, The W. H. Chair Co 127 
Harter Corp 119 
Jasper Chair Co 112 
Jasper Seating Co 142 
Shaw-Walker Co. 134 
Sturgis Posture Chair Co 145 
Toledo Metal Furn. Co 16 
Chairs, Tablet Arm 
Jasper Chair Co 112 
Jasper Seating Ce 142 
New Indiana Chair Co 12 
Check Covers & Passbooks 
American Passbook Co 144 
Checks, Stamped Metal 
Dayton Stencil Works 144 
Meyer & Wenthe In 143 
Clip Boards 


soard Files 


See Arch and Clip 


Coin Bags, Trays and Wrappers 


100, 101 








Art Ste Sales Corp 

Downey, C. L., Co 122 
Copyholders 

Dawn Mfg. Corp The 140 
Costumers 

Fair Fu ire Ce bs 

Glot W cke { The 67, 111 

Peerless Steel Equip. Co 123 

s v-Walker Co 134 

Vogel-Peterson Co 138 
Cushions and Pads, Chair 

Fair Furniture Co 85 

Fox George } x Ce 

I Mfg. Co 70 

S in-Ward Mfg. Co 1] 
Cuspidor Mats 

Polar Mfg. Ce 70 
Dating Stamps 

Amer Number. Mact Co. 136 

Melind, Louis, Co 76 

Meyer & Wenthe Ine 143 

Rivet-O Mfg. Co 145 


Desk Bumpers 
Fox, George E., & (« 135 
Polar Mfg. Co. 70 
Desk Calendar Pads & Stands 
Fox, George FE & Co 135 
Stark Calendars, Inc 13 
Desk Drawer Staty. Racks 
Commercial Furniture Co 104 
Desk Lamps 
Dawn Mfg. Corp 140 
Van Dyke Industries 129 
Desk Pads & Tops 
Aigner, G. J Co 129 
Fair Furniture Ce 85 
Fox, George E., & Co 135 
Polar Mfg. Co 0 
Desk Pen & Ink Sets 
Kerr, W. K Pen Co 147 
Sengbusch Self Cl. Inkstand Co. 110 
Sheaffer, W \ Pen Co 91 
Desk Trays 
Aigner, G. J or 129 
Art Metal Construction Co go 
Art Steel Sales Corp 100, 101 
Automatic File & Index Co 116 
Cole Steel Equipment Corp 115 
Corry-Jamestown Mfg Corp 77 
Fox, George E & Co 135 
General Fireproofing Co., The....64, 6 
Globe-Wernicke Co The 67, 111 
Imperial Methods Co 137 
Peerless Steel Equip. Co 123 
Shaw-Walker 134 
Weis Mfg Co 79, 80, 1, 82 
Yawman and Erbe Mfg. Co Ys 
Desk Typewr. Platforms 
Commercial Furniture Co 104 
Desk Work Distributors 
Art Steel Sales Corp 100, 101 
sristow Stanley R 145 
Cole Steel Equipment Corp 115 
Fox, George E & Co 135 
Globe-Wernicke Ce The 67, 111 
Polar Mfg. Co 70 
Victor Safe & Equip. Co S6 
Desks 
Art Metal Construction Co go 
Art Steel Sales Corp 100, 101 
Automatic File & Index Co 116 
tentson Mfg. Co 140 
srowne-Morse Co 143 
Columbia Steel Equipment Co 9 
Commercial Furniture Co 104 
Corry-Jamestown Mf Corp 77 
General Fireproofing Co The....64, 65 
Globe-Wernicke Co The 67, 111 
Imperial Desk Co 96 
Indiana Desk Co 128 
Jasper Desk ¢ 124 
Jasper Office Furr Co 130 
Leopold Co 148 
Michigan Desk Co 92, 93 
National Desk Co Inc 99 
Peerless Steel Equip. Co 123 
Shaw-Walker Co 134 
Victor Safe & Equip. Co Rf 
Yawman ar Erbe Mfg. Co 98 
Dictating Machines, Used 
Shipman-Ward Mfg. Ce lf 
Display Hooks 
Oakville ¢ Div. Seovill 147 
Duplicating Machines & Supplies 
Amer. Writing Mach. Stores Div 72 
Columbia Rib. & Carb. Mfg. Co 68 
Harding, Milo, Co 141 
Heyer Corporatior The 149 
Ink Specialties Co 114 
Manifold Supplies Co 7 
Mittag & Volger Ine 127 
Shipman-Ward Mfg. (C« 116 
Smith, L. ¢ & Corona Tws 59 
Speed-O-Print Corp 131, 132 
Technygrapt T 139 
Victor Safe & Equipment Co Rt 
Envelopes 
Globe-Wernicke Co., The 67, 111 
Quality Park Envelope Co 94 
Envelopes, Celluloid 
Markilo Co 14 
Veit Mfg. ( 14¢ 
Envelope Openers 
Oakville Co. D Seovill 147 
Eradicators, Ink 
Heyer Corp The 149 


Erasers, Rubber 
Blaisdell Pencil Co. 136 
Eyelets & Eyelet Fasteners 
Oakville Co. Div. Seovill 147 
Rivet-O Mfg. Co. 145 
Fanfold Continuous Forms 
Hano, Philip, Co 106 
File Boxes, Collapsibie Corrugated 
Bankers Box Co. 90 
Barkley, C. L, & Co 102 
Globe-Wernicke Co., The 67, 111 
Guide System & Supply co 109 
Oxford Filing Supply Co. 147 
Pronto File Corp 115, 120 
Weis Mfg. Co 79, 80, 81, 82 
File Boxes, Metal 
Art Metal Construction Co RY 
Art Steel Sales Corp. 100, 101 
Cole Steel Equipment Co. 115 
Corry-Jamestown Mfg. Corp 77 
Globe-Wernicke Co., The 67, 111 
Peerless Steel Equip. Co. 123 
Pronto File Corp 115, 120 
Rockwell-Barnes Co. 73 
Shaw-Walker Co. 134 
Weis Mfg. Co. 79, 80, 81, 82 
Victor Safe & Equip. Co 86 


Filing Cabinet Ball & Roller Bearings 


Kilian Mfg. Corp 140 
Filing Cabinets, Insulated 
Mosler Safe Co., The 124 
Shaw-Walker Co 134 
Victor Safe & Equip. Ce 86 
Filing Cabinets, Metal 
Anderson-Hickey Co. 118 
Art Metal Construction Co gy 
Art Steel Sales Corp 100, 101 
Automatic File & Index Co 116 
Bentson Mfg, Co 140 
srowne-Morse Co. 143 
Cole Steel Equipment Corp 115 
Columbia Steel Equip. Co 95 
Corry-Jamestown Mfg. Corp 77 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 67, 111 
Peerless Steel Equip. Co 123 
Pronto File Corp 115, 120 
Shaw-Walker Co 134 
Victor Safe & Equip. Co 86 
Yawman and Erbe Mfg. Co 98 
Filing Cabinets, Wood 
Art Metal Construction Co &Y 
Art Steel Sales Corp 100, 101 
Business Efficiency Aids 147 
Columbia Steel Equipment Co. 95 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co., The 67, 111 
Imperial Methods Co 137 
Indiana Desk Co. 128 
Michigan Desk Co 92, 93 
Shaw-Walker Co. 134 
Victor Safe & Equip. Co 86 
Weis Mfg. Co. 79, 80, 81, 82 
Yawman and Erbe Mfg. Co 98 
Filing Supplies 
Aigner, G. J., Co 129 
Art Metal Construction Co 89 
Barkley, C. L., & Co. 102 
Browne-Morse Co 143 
Corry-Jamestown Mfg. Corp 77 
Daco Card & Index Co 144 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 67, 111 
Guide System & Supply Co 109 
Imperial Methods Co. 137 
Oxford Filing Supply Co. 147 
Pronto File Corp 115, 120 
Quality Park Envelope Co. 94 
Rockwell-Barnes Co 73 
Shaw-Walker Co 134 
Veit Mfg. Co 146 
Victor Safe & Equip. Co 86 
Wabash Cabinet Co., The 105 
Warshaw Mfg Co. 140 
Weis Mfg. Co 79, 80, 81, 82 
Yawman and Erbe Mfg. Co 98 
Filing Tables 
Toledo Metal Furniture Co 103 
Finger Pads 
Melind, Louis, Co 76 
Speed Products Co. 74 


Folders (See Filing Supplies) 


THE CLASSIFICATIONS 
(Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Fountain Pens 


Esterbrook Pen (¢ 139 
Kerr, W. K Pen Co 147 
Parker Pen Co., The 97 
Sheaffer, W A Pen Co 91 
Gummed Cloth Rings 
Dennison Mfg. Co 117 
Graff, Geo. B Co 125 
Warshaw Mfg Co. 140 


Gummed Tape 
Dennison Mfg Co 117 


Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 147 


Honor Rolls 
General Exhibits & Displays, Ine...142 


index Card Signals 


Cook, H. C Co 130 
Graff, Geo. B Co 125 
Victor Safe & Equip. Co 8H 
index Tabs 

Aigner, G. J., Co 129 
Barkley, C. L., & Co 102 
Globe-Wernicke Co The 67, 111 
Guide System & Supply Co 109 
Markilo Co 145 
Melind, Louis, Co 76 
Shaw-Walker Co 134 
Sheppard, The ©. E., Co 143 

74 


Speed Products Co 
Veit Mfg. Co 146 


Victor Safe & Equip. ( 86 
Inks, Adhesives, Ete 
Continental Ink Co 144 
Dennison Mfg. Co 117 
Higgins Ink Co Inc J23 
Ink Specialties Co 1i4 
Melind, Louis, Co 76 
Parker Pen Co The 97 
Kivet-O Mfg. Co 145 
Sheaffer, W \ Pen Co 91 
Inkstands 
Cushman & Denison Mfg. Co 121 


Sengbusch Self-Cl Inkstand Co...110 


Labels 
Dennison Mfg. Co 117 
Imperial Methods Co 137 
Oxford Filing Supply Co 147 
Warshaw Mfg Co 140 
Weis Mfg. Co 79, 80, 81, 82 


Ladders, Library, Store & Vault 


Cotterman, I. D 144 


Leads for Mechanical Pencils 


Rite-Rite Mf Co 144 
Sheaffer Ww \ Pen Co 91 
Leather Goods 
Nat'l Brief Case Mfg. Ce 134 
Leather Upholstered Furniture 
Bright Chair Co. 138 
Ehrlich Upholstery Works 133 
Gunalocke, The W. H Chair Co 127 
Jasper Chair Co 112 
New Indiana Chair Co 128 
Niemann, Inc 13 
Letter Trays (See Desk Trays 
Library Equipment 
Art Metal Construction Co go 
Art Steel Sales Corp 100, 101 
Corry-Jamestown Mfg. Corp 77 
General Fireproofing Co The. 64, 65 
Globe-Wernicke Co., The 67, 111 
Peerless Steel Equip. Co...” 123 
Shaw-Walker Co 134 
Yawman and Erbe Mfg. Co 98 
Lithographed Continuous Forms 
Hano, Philip, Co Inc 104 
Lockers and Storage Cabinets 
Anderson-Hickey Co 118 
Art Metal Construction Co 89 
Art Steel Sales Corp 100, 101 
Browne-Morse Co 143 
Corry-Jamestown Mfg Corp 77 
General Fireproofing Co The....64, 65 
Globe-Wernicke Co., The 67, 111 
Pronto File Corp 115, 120 
Shaw-Walker Co 134 
Yawman and Erbe Mfg. Co OR 
Loose Leaf Books & Systems 
Aigner, G. J., Co 129 
National Blank Book (C< 145 
Sheppard, The CC. E Co 143 
Stationers Looseleaf Co 120 
Wilson-Jones Co 7 
Loese Leaf Sheet Covers, Celluloid 
Markilo («¢ 145 


Loose Leaf Metals and Devices 
Sheppard, Tt c. a c 14 
Wilson-Jones Co 

Mail Distributors 


Bristow Stanley R 145 
Cole Steel Equipment Corp 115 


Globe-Wernicke Co 


Victor Safe & Equip 


Manifold Books & Business 


Hano, Philip, Co 


Newport News Form 


Map Tacks 
Graff, George B., 


Maps, Globes, Ete. 
Rand McNally & ¢ 


Matched Office Suites 
Art Metal Constructior 
General Fireproofing 


Globe-Wernicke Co 
Leopold Co 
Shaw-Walker Co 


Memorandum Books 


National Blank Book 


Rockwell-Barnes Co 
Wilson-Jones (C¢ 


Memorandum Devices 
Bristow, Stanley RK 


Mending Tape 
Dennison Mfg Co 
Warshaw Mfg Co 


Metal Badges, Checks, 
Dayton Stencil Works 


Meyer & Wenthe 


Moisteners 


Metal Specialties Mfg 


Rivet-O Mfg. Co 
Sengbusch Self Cl 


Numbering Machines 
Amer Numbering 
Melind, Louis, Co 
Roberts Numbering 


Office Partitions and Railings 


Globe-Wernicke Co 


Pads, Figuring 


National Blank Book 


Rockwell-Barnes Co. 
Wilson-Jones Co 


Paper 
Rockwell-Barnes Co 


Paper Clamps 


Cushman & Denison 


Esterbrook Pen Co 
Oakville Co. Div 


Paper Clips 
Cook H + Co 


Cushman & Denison 


Graff, Geo. B., Co 
Oakville Co. Div 
Vail Manufacturing 


Paper Fastening Machines 
Hotchkiss Sales Co 


Markwell Mfg. Co 
Speed Products Co 


Victor Safe & Equip 


Paste (See Inks, Adhesives 


Pencil Sharpeners 


Graff, Geo. B., Co 


Pencils, Mechanical 


Parker Pen Co., The 


Rite-Rite Mfg. Co. 


Sheaffer, W. A., Pen 


Pencils, Paper Wound 
Blaisdell Pencil Co 


Pencils, Wood Cased Lead 


Blaisdell Pencil Co 
Linton Pencil Co 


Penholders 
Esterbrook Pen Co 


Pens, Steel 
Esterbrook Pen Co 
Sengbusch Self Cl 


Pins and Pin Containers 


Oakville Co Div 
Vail Mfg Co 


Piatens, Typewriter 


Amer. Writing Mach 


Ames Supply Co 


Postal Seales 
Hanson Seale Co 


Triner Scale & Mfg 


Presentation Covers 


Oxford Filing Supply 


Publishers 
British Stationery 


Punches 
Globe-Wernicke Co 


Metal Specialties Mfg¢ 
National Blank Book 


Wilson-Jones Co 


Push Pins 
Oakville Co. Div 





Sherwin Plestic Products 


Stands for Office Machines 


Staples and Stapling Machines 


and Transfer Cases 
Metal Constructior 








Guide System & Supply Co 
Imperial Methods Co 

Peerless Steel Equip. Co 

Pronto File Corp 115, 
Rockwell-Barnes (<« 

Shaw-Walker (« 











Weis Mfg Co 79, 80, 81, 82 
Yawman and Erbe Mfg. Co 98 
Tablos 

Art Metal Construction (C« 89 
Browne-Morse Co 143 
Corry-Jamestown Mfg. Corp 77 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co The 67, 111 
Mutschler gros. Co 128 
Peerless Steel Equip. Co 23 
St. Johns Table Co 139 
Shaw-Walker Co 134 
Victor Safe & Equip. Co Sh 
Tags 

Dennison Mfg. Co 117 
Telephone Accessories 

Victor Safe & Equip. Co st 
Telephone Stands 

Art Metal Construction C¢ gy 
Art Steel Sales Corp 100, 101 
General Fireproofing Cx The. 64, 65 
Globe-Wernicke Co The 67, 111 
Peerless Steel Equip. Co 123 
Shaw-Walker Co 134 
Yawman and Erbe Mfg. Co 98 
Thumb Tacks 

Graff, George B., Co. 125 
Oakville Co. Div. Scovill 147 
Ticket Holders 

Oakville Co. Div. Scovill 147 
Vail Manufacturing Ce 87 
Trimming Boards 

Amer Photo Laboratories 135 
Type, Typewriter 

Amer. Writing Mach. Stores Div 72 
Ames Supply Co 69 
Shipman-Ward Mfg. Co 116 


Typewriter Cleaning Material 
Amer. Writing Mach. Stores Div 72 


Ames Supply Co 69 
(larotype Co 146 
Mittag & Volger, Inc 127 
Rivet-O-Mfg Co. 145 
Shipman-Ward Mfg. Co lit 


Webster, F. S8., Co 2 


Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div 72 


Ames Supply Co 69 
Peerless Key-Imperial Mfg. Co 108 
Shipman-Ward Mfg. Co 116 
Speed Key Mfg. Co 144 
Speed Products Co 74 


Typewriter Cushion Knobs and Bases 


Amer. Writing Mach. Stores Div. 72 


Ames Supply Co 69 
Fox, George E., & Co 135 
Peerless Key-Imperial Mfg. Co 108 
Shipman-Ward Mfg. Co 1l¢ 


Typewriter Parts and Tools 
Amer. Writing Mach. Stores Div. 72 


Ames Supply Co 69 

Shipman-Ward Mfg. Co llé 
Typewriter Tables 

See Stands for Offi. Mach.) 
Typewriters, Mfrs. of 

Royal Typewriter Co 61 

Smith, L. C., & Corona Typewrit 

ers 4 


Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div 2 
Shipman-Ward Mfzs Co 1ll¢ 


Visible Systems Equipment 


Acme Visible Records, Ine f 
Aigner, G es OO 129 
Art Metal Construction Co a9 
Automatic File & Index Co Ll¢ 
Globe-Wernicke Co The 67, 111 
National Blank Book Co 145 
Shaw-Walker Co 134 
Sheppard, ¢ E Co. 143 
Stationers Loose Leaf Co 20 
Victor Safe & Equip. Co 86 
Wilson Jones Co 7 
Yawman and Erbe Mfg. Co dS 
Wardrobe Racks 
Vogel-Peterson (er 138 
Waste Baskets 
Art Steel Sales Corp 100. 101 
Cole Steel Equipment Corp 11 
Corry-Jamestown Mfg. Corp 77 
Fox, George E & Co 135 





General Fireproofins , 65 
Globe-Wernicke Co., The... 67, 111 
Peerless Steel Equip. Co 12 
Shaw-Walker (C« 134 





Wood Work Mfg. Service 
Gulbransen Co 144 





WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 
MECHANIC Sales and Service, 18 years’ experience on all 
makes, reliable, best of references. Capable managing and 
buying—all around man. Address H-81, care Office Appliances, 
Chicago. 


SALESMEN WANTED 


OUR COMPANY is an outstanding company in our field. We 
are National advertisers and have a National selling organ- 
ization. We are doing defense work but we are also main- 
taining our selling organization. We have lost some of our 
good men for military work and we are interested in re- 
ceiving applications from capable men with families who are 
honest, reliable and who have a good record. Sales record 
can be either in a store or on the road as we train our men 
thoroughly. We are interested in younger men who want to 
improve their positions or in capable salesmen who have an 
excellent record but who have been curtailed because of war 
conditions. Send us complete information concerning your- 
self if you expect a reply Write W-203, care Office Appli- 
ances, Chicago. 


OPPORTUNITY. We have the job that spells it. Our opening 
is for a man experienced in opening dealerships (ours is an 
“exclusive” dealer plan) and delivering the specialty assist- 
ance that develops dealers. PRODUCT: A basic office supply 
specialtv. SUPPORT. National trade and local advertising 
the most complete in our industry COMPENSATION: Salary 
and expenses. Give us your business history and personal 
facts in detail. Send snapshot (not returnable). COMPANY 
RATING: AA plus Al. Address W-205, care Office Appliances, 
Chicago 


A REAL OPPORTUNITY for a high class mechanical specialty 


distributor or salesman for Baltimore or Richmond territory, 


industrial 


office, shipping room and 
Appli- 


experienced in selling c : 
Address W-207, care Office 


equipment. Write details 
ances, Chicago 


RETAIL BUSINESS FOR SALE 


ESTABLISHED GENERAL SUPPLY and appliance and gift 
store In small Minnesota city; includes a covering of four- 
teen neighboring towns Excellent opportunity for ag- 
gressive individual wanting his own business. Box W-201, 
care Office Appliances, Chicago 


CARBON PAPER FACTORY EXPERT WANTED 


CARBON—INK—RIBBON FACTORY desires experienced man 
operating carbon machine—follow formulas on inks and use 
grinding machines, able to take care of small plant near New 
York City Salary. bonus and contract Address W-202, care 
Office Appliances, Chicago 


MECHANICS WANTED 


COMPETENT TYPEWRITER MECHANIC whose experience 
includes Noiseless wanted by leading Ohio dealer An excel- 
lent opportunity in agreeable surroundings for the right man 


Send particulars to W-204, care Office Appliances, Chicago 


MECHANICS WANTED—One each, TYPEWRITER—ADDING 
MACHINE—CASH REGISTER Sales ability desirable. $35 
weekly salary plus commissions Muncie Typewriter Ex- 
change, Muncie, Indiana 


ADDING MACHINE MECHANIC also Typewriter, Addresso- 
graph, Multigraph Mechanic Good salary Pruitt Office 
Machines, 425 N. LaSalle, Chicago 


Must be good on all makes of Adding 
revenue on overhauls and repairs, 
Pfahl, 1100 Prospect Ave., 


MECHANIC WANTED 
Machines Can have all 
old established company E. R 
Cleveland, O 


EXPORTERS 
Venezuela seeking export agencies 


manufacturers. Can supply U. §S 
Gomez, P.O.B. 1692, Caracas, 


ESTABLISHED HOUSE in 
for responsible American 
references Francisco Lopez 
Venezuela, S.A 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built 
letters that pull sales You need them more than ever now 
Send me your data for new letters r unsuccessful letters for 
reshaping Particulars on request Address H. M. Goldth- 


wait, 1659 Broadway, Denver, Colo 


FOUNTAIN PEN REPAIRING 





ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—usually 
12 to 24 hour service. Standard prices. Welty Pen & Repair 
Co., 38 So. State St., Chicago. 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating 
Machine Parts available. Quotations furnished on specific 
pee upon request. I. A. Dehn, Jr., 1643 101st Ave., Oakland, 
Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Cal- 
culating Machines, Dictaphones, Ediphones, bought and sold. 
Chicago Office Appliance Co., 529 S. Wells St., Chicago. 





ELLIOTT-FISHER Machines, Adding Machines, Comptom- 
eters, Burroughs and Monroe Calculators, Typewriters and all 
office machines bought and sold. Teeter-Warsh Co., 849 N. 
3rd Street, Milwaukee, Tis, 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping 
Machines, Comptometers, all makes calculators bought and 
sold. Dorrell-Markel, 93 S. 11th, Minneapolis, Minn. 


BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Ma- 
chines : Kardex All types office machines bought and sold. 
Fort Pitt Typewriter Co., 644 Liberty Avenue, Pittsburgh, Pa. 


BURROUGHS, MOON HOPKINS, Elliott Fisher, Remington 
Accounting Machines and everything in the office machinery 
line. State model, serial number and we will quote highest 
eash prices International Office Appliances, Inc., 326 Broad- 
way, New York City. 





WANTED—2 Royal Typewriters, KHM or KH Models, 14” 
pica type. 1 Royal typewriter, KHM or KH Model 14” elite 
type. 1 Remington No. 17 typewriter, 14”, elite type. HAZEN’S, 
172 Court Street, Middletown, Connecticut. 

ELLIOTT-FISHER machines, calculating machines, adding 
machines—all office equipment, bought and sold. fae 2 
Crowley Company, 434 Caswell Bldg., Milwaukee, Wis. 


BURROUGHS, Moon Hopkins, Comptometers, Bookkeeping 
Machines, Bought and Sold. H. T. Carroll, 547 So. Dearborn 
St., Chicago. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, 
Sealers, Folders, Typewriters, Adding Machines. Write for 
FREE Money Making Circular. Pruitt Office Machines, 527 
Pruitt Bldg., Chicago. 


WANTED TO BUY. Business Machines. All makes. (Hand 
or electric). Cash registers, Adding Machines, Calculators, 
Cash registering machines (with adder & cash drawer com- 
bined). Send list and prices. Muncie Typewriter Exchange, 
Muncie, Indiana. 

DICTAPHONES—EDIPHONES—Foremost speeialists in re- 
building, sales and purchases of dictating equipment. Write 
for catalog. American Dictating Machine Co., 235 Fifth Ave., 
New York, N. Y. 

VISIBLE EQUIPMENT bought, sold and exchanged. We spe- 
cialize in rebuilt Kardex, Acme and International Visible 
Factograph cabinets, as well as other makes. We can supply 
new improved brass shift rods (that will not break), for Inter- 
national cabinets, also cards and card holders. Have available 
credit authorization equipment in one line tube panels, and 
5x1™% pocket panels, for reasonable prices. Write and tell us 
what Visible Equipment you need or have for sale. Special 
prices to Dealers ; Heineman, 4 North Eighth Street, St. 
Louis, Mo 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment 
of all types bought and sold We specialize in this field and 
offer full cooperation to dealers. Commercial Card System, 


135 Grand St., New York City 


GUARANTEED REBUILTS, KARDEX, other visible systems, 


refinished, thoroughly rebuilt for years of addi- 
moderately priced Used equipment also 
Universal Office Equipment Co., 561 


attractively 
tional service 
bought and exchanged 

Broadway, New York, N 


KARDEX, ACME, all makes used visible filing equipment. 
Thousands of reconditioned cabinets, panels, books, always 
yn hand Special service and prices to dealers for purchase 
or sale Get our quotations. Chas. S. Nathan, Inc., 548 
Broadway, New York. 


WANTED TO BUY—Friden Calculating Machines, G. L. 
Rogers, Inc., 407 South Dearborn Street, Chicago. 


WANTED TO BUY FOR CASH—International Payroll Ma- 


‘hines Address W-206, care Office Appliances, Chicago. 
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THE CHANGING FACE OF AMERICAN INDUSTRY 


In adjusting itself to the uncompromising economy of total war Amer 
ican industry has undergone many changes. It has still to undergo many 
more When in April Donald Nelson said the curtailment and limitation 
orders then being issued would “‘change the face of American industry, 
he was not making a prophecy; he was precisely stating a fact, and the 
fact is rapidly nearing accomplishment Most of the limitation order 
issued three months ago have now reached the cut off date and hu 
dreds of familiar manufactured products will soon disappear from the 
market 

We long since have given up the idea that war production could 
parallel to peacetime production—that we could have both. We know 
now that there is room only for war production, plus a minimum pro 
duction of civilian goods 

The people must be fed, clothed and transported to and from their 
work—if their work is essential. Health services must be maintained 
and, as far as possible our educational system must be kept going on 
as usual. But apart from providing these essentials all of our materials 
and all of our labor, both of hand and brain, must be for the produc 
tion of the supplies and instruments of war. We know, too, that we 
must make do with what we have in the way of manufacturing plants 
Neither materials nor labor are available for building new factories 

Hardly any industry, no matter how remote it may seem from war, 
remains unaffected. 

In considering the extent to which we are using our productive 
capacity for war work, it. must be remembered that many products 
essential to civilian life are needed also by soldiers and sailors. In 
addition to being supplied with guns and ammunition, soldiers and 
sailors have to be clothed and fed and shod. 

Not Much Conversion 

Strictly speaking, there is little ‘“‘conversion’’ in industries which 
supply these needs. Manufacturers of clothing and shoes and processors 
of food are more or less carrying on as usual. The main difference is 
that they have a new customer—the old gentleman with the high hat 
and the red and white striped pants 

These manufacturers have had, of course, to make many adjustments 

first to meet the special requirements of the armed forces and, 
second, to adapt their operations to the use of alternative or substitute 


be 


materials 

Because war production requires silk and our supplies are short, no 
more silk stockings are being made But hosiery manufacturers are 
still making stockings They are using other materials. sJecause our 
chief source of tin has been cut off, very much smaller quantities of 
food are being packed in metal cans. Food is being processed and 
packed—but in other forms and in other kinds of containers 

This kind of adaptation has been necessary in almost every industry 
supplying its normal product to meet either war or civilian needs 
or both--but it is not properly called conversion. 

Apart from food and clothing there are many other industries whose 
product is required by the armed forces For example, in the field 
of commercial laundry equipment the industry is fully occupied; sup 
plying its machinery to the army and the navy Orders in hand f 
laundry equipment will keep this industry going at full capacity for 
at least a year 

In many fields the normal products of an industry are required 
supply other war production plants A good example of this is the 
Compressor industry, which is entirely on war work and operating at 
better than three-hundred percent of normal capacity. Other industrie 
are working full time making tools and machines for war plants 
They are as essential in war production as-are the gun makers 

Conversion properly describes the change-over required in manufac 
turing plants which produced a product (a refrigerator for example) 
which is non-essential in our war economy and which, moreover, was 
produced largely by special-purpose machine tools. The plant was 
equipped with machinery suited to the mass production of a standard 
product; nothing else. If, instead of a refrigerator, the product was t 
be a machine gun, the plant actually had to be “‘converted’’—literalls 
pulled apart and put together again 

In still another category the change-over from the normal product 
to a war implement meant merely working with the same tools but 
to different blueprints. In most of these plants which made specialized 
machinery the tool equipment is of a general character, able to perform 
1 great variety of operations A lathe which turned a shaft for a 
pulp mill will turn one for a marine engine or a ship's propeller without 
any change. whatever 

These industries are of the greatest importance in war productior 
but the adaptation of their facilities has not presented a problem 
comparable to those confronted by industries which mass-produced a 
single product in very large numbers. In general it can be said that 
to produce a standard product in typical American fashion requires 


I 
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special tools while a ‘‘tailor-made’’ product is produced by general 
purpose tools. What we call complete conversion has been necessary 
only in the mass production industries As it happens, it was these 


industries which produced most of the products we can easily get along 
without. 
Many Productions Stopped 

In April, production was stopped in a dozen industries; household 
refrigerators, washing machines (May 15th), radio receivers, soft drink 
dispensers, vacuum cleaners, phonographs, weighing and vending ma 
chines, juke boxes and amusement machines, record makers and play 
ers. The Ist of May was the cut-off date for sixteen other categories 
of civilian goods, and the use of metal was prohibited in a_ further 
twenty-six. In many of the latter, this prohibition was tantamount 
to stoppage 

Fifteen or more additional products using metal were cut off at the 
end of June, so that today the use of steel and other metals is almost 
totally prohibited in all products not positively essential to war pr 
duction and the maintenance of civilian life. 

This all-embracing transformation of American industry provides a list 
of conversions and adaptations as long as the list of industries then 
selves. If we call the roll, it will be found that almost every industry 
has been able to find its useful place in America at war 

In many cases the change-over is already completed, the disloca 
of employment adjusted and the industry has settled down to war 
conditions and things are running smoothly. In other instances the 
change-over is still in progress and employers are having difficulty in 
keeping their workers engaged until the shop is ready to begin produc 
tion of the war items it is getting ready to make 

It is important to remember that it takes time—often several months 


tior 


for a specialized plant to make tools, jigs and fixtures and adap 
its machines to the production of a new product. The layman too often 
assumes that when a firm gets a war contract it can start making 
article next week 

That's the general picture. Let us take a few industries at randon 
and see how our war economy has affected them and the part they 


the 





OFFICE APPLIANCES 


play in war production. Look at any familiar article in sight; you 
may be certain that its production has been affected in one way or 
inother by the demands of war. 


ome radios Production of home receiving sets was stopped in 
April to save materials and make the productive capacity of the in- 
dustry available for war work The industry produced standard products 
in large numbers but its basic product, radio transmitters and receivers, 
i ised extensively by the armed services. There was no important 
mversion problem All the big manufacturers and many of the 


smaller ones are working to capacity producing radio, signaling and 
detector apparatus 
Some of the smaller manufacturers, and those who assembled re- 
ceivers from units manufactured by others, have not obtained war work 
ind there is at present a surplus of labor in this field An effort is 
being made to utilize these firms by placing in their hands work of 
the simpler kinds, now being done by the larger companies 
Shortage of Skilled Labor 

There appears to be a shortage of highly skilled labor for the pro- 
duction of transmitting apparatus. The people who made the wood 
cabinets for radio have found relatively little war work so far. Wash- 
ing machines (and other domestic laundry equipment). This industry 
was the first to organize as an industry to make a _ single product 
(gun mounts). The item was broken down and each manufacturer 
took the parts he was best equipped to make, and three of the number 
undertook the asse mbly job 

In addition to this group contract, individual plants are producing 
1 great variety of other items including land mines, shells, bomber 
turrets, and airplane engine starters. Except for one important company, 
whose war contract was cancelled owing to a change in the item, the 
industry is well settled down to war work and employment is normal 
or above normal. Vacuum cleaners: Production stopped at the end of 
April and the industry is producing, or preparing to produce, a dozen or 
more important war items such as range finders, gun mounts, per 
cussion caps, aircraft parts, incendiary bombs, motors, fuses, gas masks 
ind many others 

here is still soine dislocation in a few plants and a problem to hold 
workers together during the tooling-up period. Several plants are com- 
pletely converted and employing more workers than last year when they 


were producing vacuum cleaners. Pianos: Production was curtailed by 
half beginning on the first of March and will stop completely at the 
end of July This business had to be stopped to conserve supplies 


of metals. 








NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
materials recently released) 

The Ivan Allen-Marshall Company, Atlanta, Ga., has recently created a 
new and unusual piece of institutional advertising matter which is a three 
page folder of handy size given the designation of ‘‘My Month.’’ Contain 
ing the name of the company and pictures of its buildings on the cover. 
the folder also has a full year calendar. Inside are two lined pages 
wherein the user can write his appointments for each day of the month 
Another page, also lined, is headed ‘*Memorandum.,’’ 

The Browne-Morse Company, Muskegon, Mich., has issued a new catalogue 
ind price list of filing supplies under a title of ‘‘Text Book and Price 
Information.”” The book is listed as the No. 40 and became effective in 
July. Dressed in an attractive cover done in two colors, the book contains 
thirty-four pages, nearly all of which are illustrated with unusually large 
pictures to enable the reader to obtain a clear view of the details of 
construction and design of the many items shown. Copies of the new 
book are available on request to the company’s home offices. 

The Eaton Paper Corporation, Pittsfield, Mass., last month issued the 
second of a recently-announced series of educational booklets. Entitled 
“Are You Having Any Fun", the booklet presents a number of important 
points in the selling of fine stationery, and gives them in a manner 
which is interesting, readable and easy to remember, the entire text being 
written as a dialogue between a dealer and customer. Copies are available 
on request to the corporation 

The Quality Park Envelope Company, 564 West Monroe street, Chicago, 
has produced a new wall hanger which, in addition to being the firm’s 
salute to the Army nurse, contains a wealth of vital information for the 
citizen in these war times. Measuring nearly 20 by 40 inches, the wall 
hanger contains a picture of a nurse in color beneath which, in the same 
manner that months of the vear are embodied in a large calendar, are 
several secondary sheets, all offset, each of which gives important informa- 
tion, in text and picture of such vital matters as (1) civilian defense 
insignia, (2) what to do in case of an air raid, (3) chemical warfare agents 

the gas-tight room, (4) controlling incendiary bombs, (5) first aid 
elementary bandaging, (6) control of bleeding, (7) tourniquets and frac 
tures, (8) artificial respiration and shock and (9) identifying United Nations 
ind Axis war planes. Because these nine secondary pages are offset, the 
title of each is in full view at all times and can be referred to instantly 

~ ce 





Current Corporation Reports 


The Dennison Manufacturing Company reports that in response to its 
invitation of June 8 for tenders from debenture and prior preferred stock- 
holders for part or all of their holdings, tenders have been received and 
iccepted by the company for 1848 shares of debenture stock and 1302 
shares of prior preferred stock. This leaves outstanding 31,182 shares of 
8 per cent $100 par debenture stock, 17,491 shares of $6 prior preferred 
$50 par stock, 2,231 shares of $10 par 7 per cent class A_ stock, 279,240 
shares of $5 par class A common stock, and 34,550 shares of $5 par 
voting common stock. (New York Times, July &, 1942.) 

The Pitney-Bowes Postage Meters Company reported net profit for the 
vear ended March 31 of $588,400, or 65 cents a share, as compared with 


$562,041, equal to 62 cents a share, in 1941 and with $591,524 in 1940 
Operating profits were up 46 per cent while taxes jumped to $695,000, or 
77 cents a share, as compared with $320,000, or 35 cents a share, the pre 
eding year. The report to stockholders said that sales of postage 
neters and allied products reached a new high in units sold and dollar 
volume during the past year. The company is now engaged 100 per-cent 
in war work AK 

Underwood Elliott Fisher Company and Domestic Subsidiaries—June 
quarter Net profit after $1,129.8 provision for Federal income and 
excess profits taxes, $243,268 yual to 88 cents each on 734,300 common 
shares This compares with net profit of $898,582 after $38,166.38385 tax 
provision, or 54 cents a share in March quarter this year, and net 
fit ufter $552,148 provision for taxes, of $988,410, equal to $1.35 a 
share, in June quarter of 1941. Six months: Net profit after $4,296,166 
provision for Federal income and excess profits taxes, $636,845, equal 
to 87 cents a share, against $1,617,214, or $2.20 a share, last year, when 
tax provision was $949,928. (New York Times, July 11, 1942.) 
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Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 


money orders or certified check. Stamps and 
personal checks not accepted. 





2,286,318. Carriage Return Mechanism for Writing 
Machines. Oscar J. Sundstrand, Hartford, Conn., as- 
signor to Underwood Elliott Fisher Company, New 
York, N. ¥ a corporation of Delaware. Application 
December 30, 1938, Serial No. 248,553. Granted June 
16, 1942 

2,286,468 Posture Chair. Roy A. Cramer and 
Jesse F. Cramer, Kansas City, Mo Application May 
1, 1939, Serial No. 270,982. Granted June 16, 1942 

2,286,646 Ink Bottle. Kai Reinecke, Brooklyn 
N. Y. Application December 2, 1941, Serial No. 421 
268. Granted June 16, 1942 

2,286,878 Adjustable Eraser Holder. Ivan D 
Tefft and Marlin §S Baker, Janesville, Wis as 
signors to The Parker Pen Company, Janesville, Wis., 
a corporation of Wisconsin Application January 10, 
1941, Serial No. 373,914. Granted June 16, 1942 

2,286,960 Device for Separating Strip Material. 
Marchand B. Hall, Chicago, Ill, assignor to Acme 
Visible Records, Inc., Chicago, Ill., a corporation 
of Delaware Application November 27, 1941, Serial 
No. 420,693 Granted June 16, 1942 

2,287,100 Calculating Typing Machine with a 
Motor Drive. Arthur Hediger, Zurich, Switzerland 

Application March 17, 1938, Serial No. 196,577 
Granted June 23, 1942. 

151 Calculating Machine Joseph A. V 
Turek. “Wilmette, Ill., assignor to Felt & Tarrant Mfg 
Co., Chicago, Ill., a corporation of Illinois Applica 
tion September 21, 1940, Serial No. 357,678. Granted 
June 23, J42 

2,287,247. Sizer Construction for Pencil Sharpeners. 
Edward C. Hoffmana, University City, Mo., assignor 
to Triple “‘E Products Company, St. Louis, Mo., a 
corporation of Missouri. Application Octobe r 22, 1941 





Serial No. 416,039. Granted June 942 
287,364 Mechanical Pencil. Charles E. Wehr 
A) ameda, } ‘alif., assignor to Listo Pencil Corporation 
Alameda, Calif., a corporation of C alifornia Applica 
tion October 6, 1941, Serial No. 413 Granted 
June 23, 1942 
2,287,384. Peneil. 


Rene Martines, Cranston, R. I 
Application January 23, 1942, Serial No. 427,975 
Granted June 23, 1942 

2,287,475. Typewriting Machine. William F. Hel 
mond, West Hartford, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y a corpora 
tion of Delaware Application December 22, 1939 
Serial No. 310,547. Granted June 23, 1942 

2,287,703. Combination Pencil Clip and Sharpener 
Gustaf Ww Nyberg and Charles Johnson, Chicag¢ 


nee May ll, 1940 Serial No a4 180 
Granted June 23, 1942 
2,287,894 Mechanical Pencil John P. Lynr 


Chit ago, Ill., assignor to Dur-O-Lite Pencil Company 
Melrose Park, Ill., a corporation of Delaware Con 


tinuation of application Serial No. 213,754, June 1 
1938 This application October 10, 1941, Serial No 


414,398 Granted June 30, 1942 
2,288,149. Manifolding Method and Means. Robert 
Alonzo Williams, Chicago, Ill assignor to Ditto 


Incorporated 
Vv irginia 


Chicago Ill a orporation of West 
Application March 2 1940, Serial Ne 
,774. Granted June 30, 1942 
228.290 Sheet Clamping Means for Duplicating 
Machines. Alfred Marchev, La Grange, Ill., assignor 
to Ditto, Incorporated, Chicago, Ill a corporation 
of West Virginia Original application March 9 
1940, Serial No. 323,164. Divided and this applicat 
July lf 1941, Serial No. 402,570 Granted June 
30 1942 

2,288,407 


haven, N. ¥ 











Pencil Pointer. Edmund J. Lada, Wood 
Application July 2, 1941, Serial No 








100,743 Granted June 30, 1942 
2,288,419 Removable Eraser for Pencils Johr 
TD. Patrick Oceanport, N. J Application February 
4. 1941, Serial No. 3 9 Grante 1 June 30, 1942 
2,288,500 Stapling "Device. Kurt M Vogel 


Bridgeport Conn. 
Serial No. 357 


Application September 18, 1940 
Granted June 30, 1942 
2,32 Gaaatetion Machine. Arthur J. Fettig 
Detroit, Mich., assignor to Burroughs Adding 
Company, Detroit, Mich., a corporation of 
Application December 6, 1939, Serial No 
Granted July 7, 1942 

2.288.828 Tabulating Machine. John Mueller 
North Bergen N assignor to Remington Rand 
Ine Buffalo, N. ¥ a corporation of Delaware Ap 
plie ation March 9%, 1940, Serial No. 323,137. Granted 
July 7, 1942 

2 289.011 


2 288 797 





Sheet Feeding Apparatus Roy Frank 
Hall Kansas City Mo assignor of one-half to 
Benjamin A. Babb, Kansas City. Mo Applic ation 
May 20, 1940, Serial No. 336,230 Granted July 7 
1942 

2,289,103. File Unit for Card-Index Files. Thomas 
Heaton Cooper, Washington, D. ¢ Application Or 











tober 2 1940, Serial No. 363,053 Granted Jul 
7, 1942 
2.289.307. Stapling Machine. William Drypolcher 
Valley Stream, N. Y assignor to Lou Obstfeld 
iy Pe and Abraham Obstfeld, New York 
y Apnlication October 12, 1936, Serial No. 105 
136 Granted July 7 1942 
2.289.380. Card and the Like for Sequence Sorting 
Donald A hin Athens. Ohio. assignor to The 
McRee Company. Athens. Ohio, a corporation of Ohi 
Appliecatior Aug ust 30 1939, Serial No. 292,561 
Granted July 14 
2,289,403 pM Machine. Walter A. Ander 
son, Bridgeport, Conr assignor to Ur wd Elliott 
Fisher Company. New York N. ¥ oration of 
Delaware Oricinal application June 2 1938, Serial 
o. 216.461 Divided and this application November 
14 1940 Serial No 65,630 Granted July { 
142 
2.289.460. Return Mail Folder. Charles H. Sacks 
‘ N Y. Application January 22, 194 Se 
75,482 Granted July $1, 1942 
171 Folding Desk og Herman C. We 
dwin G Velter, Rochester ‘ a corporat 
York Applicatior Aug ist 12 1939, Ser 


ING S84 Granted July 

Typewriting and Like Machine Ru 
l Thompson, West Hartford, Conn assign 
Remington Rand Inc B iffal . Y a 
Delaware Applicatic August 29, 1939 erial Ne 


292, 4¢ Granted July 14, 194 
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2.289.577. Suspension Filing Folder and Index Tab 
Frank D. Jonas, East Williston, N. Y assignor to 
Oxford Filing Supply Co., Brooklyn, N. ¥ a partner 
ship Application November 8, 1941, Serial Ne 418 

5 Granted July 14, 1942 
Label Dispenser. Carl A. Flood, Fram 

assignor to Dennison Manufacturing 
corporatior of 


2,289,642 
ingham, Mass 
Company Framingham Mass a 
Massachus etts Application January 2, 1941, Serial 
No 72,862 Granted July 14, 1942 

2.939,665. Card Index Follower Block and Mount- 
ing Therefor. Forest L. W. Link, Silverton, Ohio 
assignor to The Globe-Wernicke Company, Norw i 
Ohio, a corporation of Ohio Application A ] 
441, Serial No. 391,149 Granted July 14, 1942 


Z 19. Loose Leaf Binder. Pollard \V Wisdom 
New York, N Application _. f 4 Serial 





2290 0 





No. 402,57 Granted July 14, 1942 

2,289,963 Fountain Pen. Benjamin W. Hanle 
Elizabeth, N. J., assignor to Eagle Pencil Company 
New York, N. ¥ a corporation of Delaware Ap 


plicatior October 24 1940, Serial No 62,48 
Granted July 14, 1942 


Jacque Salz, New York, N. Y 


2,289,998 Pen. 
Serial No. 439,220 


Application April 16, 1942, 
Granted July 14, 1942 

2,290,006 Desk Memorandum Pad. Martin E 
rollen, St. Paul, Minn., assignor to Brown & Bigelow, 
St. Paul, Minn., a corporation of Minnesota Ap- 
plication October 26 1940, Serial No. 362,997 
Granted July 14, 1942 


DESIGN PATENTS 


Design for a Mechanical Pencil. Trace 
Christenson, Jr Evanston, Ill, assignor to Auto 
point Company, Chicago, IIL, a corporation of Ili 
nois Application July 11, 1941, Serial No. 102,029 
Granted June 30, 1942 

2 Design for a Combination Desk Drawer and 
Safe. Irving Salomon, Michigan City, Ind. Applica- 
tion April 16, 1942. Serial No. 106,587. Granted 
July 7, 1942 

2,964 Design for a Desk. Irving Salomon, 
Michigan City Ind Application April 16, 1942, 
Serial No. 106590. Granted July 7, 1942. 


> a9 
132,920 


132,962 
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Officers and Directors of N.T.O.M.D.A. Elected at 
Pittsburgh, July 21, to Serve for One Year 


Seated: F. Ketcherside, Buckland Van Wald Co., Detroit, director; Nicholas H. Fucci, 
Business Machines Service Co., New York, director; Samuel Hutter, Checkwriter Co., Inc., 
New York, vice-president; W. R. Shilling, Fort Pitt Typewriter Co., Pittsburgh, director; 
Leo W. Adler, Cleveland Calculating Co., Cleveland, treasurer; Irwin Vincent, Western 
Typewriter Co., Topeka, Kans., president; Lamont H. Wood, Midwest Typewriter Co., 
Kansas City, Mo., chairman board of directors. 

Standing: L. M. Deans, L. M. Deans Co., Atlanta, Ga., director; Irvin R. Ritchie, Inter- 
national Office Appliances, New York, director; Fred Carpenter, United Typewriter & Ad- 
ding Machine Co., Washinaton, D. C., director; Harry Turner, Topeka, Kans., executive 
secretary; R. H. Preston, Preston Typewriter Co., Knoxville, Tenn., director; Albert W. 
Schlecht, Tvoewriter & Supply Co., Cleveland, director; Robert Randazzo, General Type- 
writer Co., Kansas City, Mo., director. 

A. H. Kellstedt, Peoria Typewriter Co.. Peoria, IIl., director; James J. Sheehan, The 
Office Appliance Co.. Providence, R. I., director; Dick Walsh, Walsh Brothers, Phoenix, 
Ariz., director, and H. Byron Gaar, Louisville Typewriter Co., Louisville, Ky., although in 
attendance at the convention, were unable to be present for the picture. O. D. Morrill, 
Ann Arbor, Mich., director, was unable to attend because of illness. 

Other directors not present included J. T. Boyce, S. L. Ewing Co., Dallas, Tex.; Stanley 
Stemp, Stemp Typewriter Co., Madison. Wis.; W. F. Clausing, International Typewriter Ex- 
change, Chicago; Robert C. Goldblatt, Star Typewriter Co., Chicago; J. Paul McWilliams, 
Capital Typewriter Co., Little Rock, Ark.; Ernest A. Raphael, Raphael Typewriter Co., Bos- 
ton; E. E. Thornton, California Typewriter Exchange, Los Angeles; Joe Rubin, National 
Typewriter Co., Montreal, Que.; Dorr B. Doane, Portland, Ore.; J. L. Lemmon, Lemmon & 
Co., Houston, Tex.; Lee Grundin, E. W. Hall Co., Seattle, Wash.; George Hammond, Ham- 
mond Typewriter Co., Sacramento, Calif. 
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Streamlined, Jwo-Day Assembly at Pittsburgh 
SEVENTEENTH ANNUAL CONVENTION 


FFICE machine dealers from 

nearly every section of the 
country gathered at the William 
Penn hotel, Pittsburgh, Pa., for a 
conference starting with  pre- 
convention sessions July 19 and 
full programs on the twentieth 
and twenty-first. With four gov- 
ernment men from Washington 
participating, it probably was the 
most important gathering in the 
association’s history. 

Uppermost in the minds of all 
who attended were questions as 
to how price ceilings on rentals 
and services will affect the dealers 
and what prospects dealers might 
have of disposing of older ma- 
chines. The former led to a 
lengthy and extremely interesting 
and helpful period of questions 
and answers on the application of 
OPA regulations to the many 
angles and problems of conduct- 
ing a rental and service business. 
While the speaker could give no 
order on the subject, the conven- 
tion was told that an order was 
in preparation permitting the re- 
lease of old models. When that 
information was revealed the au- 


Government Men §x- 

plain Rationing, Pur- 

chases, Apprenticeship, 

Etc.—Uincent Reelact - 
od. (President 
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The Typewriter Goes to War 


a | 


dience responded with hearty 
applause. 

A development as startling as 
it was unexpected was the govern- 
ment plan to acquire the number 
of standard machines considered 
essential to the smooth handling 
of our military effort. The gentle- 
man speaking on that subject told 
of plans to induce both dealers 
and users of office machines to 
sell certain quantities of those on 
hand to the government vol- 
untarily with the assurance that 
if a satisfactory volume were not 
obtained in that manner the gov- 
ernment would commandeer the 
machines necessary and pay ac- 
cording to a fixed schedule. An 
important point brought out in 
this connection is that under the 
voluntary plan machines sold 
need only to have been made since 
January 1, 1935. Under the alter- 
nate plan the government would 
select the newest and therefore 
the best that were on hand. 

Government men who partici- 
pated in the program included 
Harvey C. Mansfield, unit chief, 
Office Machines and Equipment, 
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ONE OF THE SESSIONS AT THE N. T. O. M. D. A. CONVENTION AT PITTSBURGH 


Office of Price Administration, 
and his associate, W. G. Tour 
Mr. Mansfield presented 
which 


quand 
a well prepared address 
appears elsewhere in this issue, 
following which he and Mr. Tour- 
quand answered questions liter 
ally for hours. William F. Patter 
ion, chief of apprentices, Federal 
Security Agency, an_ excellent 
platform man, outlined clearly the 
government's idea on how to train 
mechanics through the apprentice 
system. William M. Harris, chair- 
man, Office Machinery and Equip 
ment Procurement Policy Division 
of the War Production Board, in 
his address entitled “The Type 
writer Goes to War,” explaining 
the government's typewriter pro 
curement policy, furnished the 
biggest news of the convention 


Officials Present Reports 


Preliminary to the addresses of 
the government men reports were 
made by the president, secretary 
and treasurer, also by James P 
Ward of Reliable Typewriter & 
Adding Machine Company, now 
Procurement Specialist, Office Ma 
chinery and Equipment Procure 
ment Policy Division, and Fred 
Carpenter of the United Type- 
writer & Adding Machine Com 
pany, Washington. As members 
of the emergency committee ap 
pointed by President Irwin Vin 
cent at the time of the freeze 
order they spent much time in 
conference with government offi 
cials. Their report follows this 
convention story 

The wide interest in this con 


vention was indicated by the 


number of dealers from remote 
places. Among the cities observed 


on the registration list were Phoe- 
nix, Ariz.; West Palm Beach, Fla.:; 
Knoxville, Tenn Kansas City, 
Mo.; Omaha, Neb.; Columbia, 
S. C., and others. Topeka, Kans., 
being the home of both the presi- 
dent and secretary, naturally was 
well represented 

A welcome surprise to everyone 
was the presence of Lamont Wood 
of Kansas City, who served so well 
as president of the association for 
several years. Confined to his bed 
for more than two years, he was 
persuaded by his family to attend, 
which he did through the use of 
a wheel chair. The keenness of 
his mind, revealed in the various 
remarks he had to make during 
discussion periods, explained to 
some extent how from his home 
he is able to direct one of the 
most successful retail typewriter 
businesses in the United States 

The convention was called to 
order by W. R. Shilling, the un- 
usually efficient chairman of the 
convention committee, who wel- 
comed the visitors to Pittsburgh. 
He introduced Frank M. Roessing, 
director of Public Works, who wel- 
comed the members on behalf of 
the city of Pittsburgh. President 
Irwin Vincent responded 


Emergency Committee Report 


Because dealers were anxious to 
know more of the results of the 
emergency committee appointed 
by President Vincent at the time 
of the order freezing typewriter 
sales, Mr. Vincent called upon 
James P. Ward and Fred Car- 
penter to report for the commit 
tee, they being its most active 
Their combined report 


members 
appears on a following page. It 


merits the careful reading of all 
who are engaged in the office ma- 
chine business. 

Mr. Vincent then made his re- 
port as president of the associa- 
tion. He told of activities during 
the year including the selection of 
a professional secretary, the suc- 
cessful one-day sales meeting in 
Chicago (reported in the January 
issue of this publication), the sub- 
sequent meeting in New York (re- 
ported in April), and other mat- 
ters of emergency nature resulting 
from the unexpected news on 
March 6. He told of the financial 
assistance volunteered by local as- 
sociations which helped to meet 
the new situation. 

Mr. Turner followed, giving a 
brief report of his activities, which 
showed a_ substantial gain in 
membership over any previous 
figure. 

Leo Adler presented his report 
as treasurer. 

Before continuing with the reg- 
ular program Mr. Vincent told of 
the illness of several members, 
including O. D. Morrill of Ann 
Arbor, Mich., George Neuschafer 
of New York, Harry Russell of 
Des Moines, and Mrs. Dorothy 
Ames of New York. The conven- 
tion then stood in silent prayer 
for a moment for those in need 
of help. 

Lamont Wood raised a question 
about OPA Order 162. The ques- 
tion under discussion was whether 
the $15.00 added to the ceiling 
price for wide carriage machines 
should be collected in full by the 
wholesaler or be subject to the 
same trade discount as the base 
price of $40.00. After both sides 
being presented clearly by Mr. 
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Wood and Mr. Ward the answer 
was furnished by W. G. Turquand 
of the Office of Price Administra- 
tion. He stated that Mr. Wood’s 
contention was correct. The dis- 
count is figured on the total retail 
cost of the machine. 

Next in order was the able and 
thought-provoking paper pre- 
sented by Edward J. Toussaint of 
Central Duplicating & Typewrit- 
ing Company, Camden, N. J. His 
address is reprinted elsewhere. 

James Treanor of Peerless Key- 
Imperial Manufacturing Company, 
spoke briefly on the possibilities 
of average dealers handling large 
volume business in ribbons and 
carbons. He cited several instances 
to prove that the dealer is in a 
position to compete successfully 
with large concerns selling direct. 
Among the essentials he men- 
tioned genuine and prompt serv- 
ice and connection with manufac- 
turers capable of extending full 
cooperation. Comments on ribbon 
and carbon selling also were made 
by L. A. Kavich of All Makes 
Typewriter Exchange, Omaha; 
E. F. Mulligan of Palm Beach 
Typewriter Company, West Palm 
Beach, Fla., and Mr. Vincent. 


Monday Luncheon 


Mr. Shilling presided at the 
luncheon. A feature of that event 
was the presentation by James M. 
Hackney on behalf of Remington 
Rand Inc., of two shells of the 
type his company is manufactur- 
ing. The shells were rejects 
mounted attractively. They went 
to R. H. Preston of Preston Type- 
writer Company, Nashville, Tenn., 
and Paul Spiess of Consolidated 
Office Equipment Co., Cleveland. 
Two others were given the fol- 
lowing noon. Mr. Hackney told 
of Remington Rand having one 
big job today and until it is com- 
pletely finished, doing nothing 
else—the job of winning this war. 
He told something of the com- 
pany’s important part in the de- 
fense program. 

The entire afternoon was given 
over to the address of Mr. Mans- 
field and the discussion which fol- 
lowed. Questions were asked from 
the floor and answered by Mr. 
Mansfield and Mr. Turquand. Mr. 
Mansfield admitted the Order No. 
162 contained some mistakes, a 
few of which were merely typo- 
graphical. He said that the policy 
of the department was to co- 
operate as fully as possible and 
indicated that the order in its 
present form was not final. He 


did say that he thought that obso- 
lete models could be released 
shortly. Also that a new rationing 
order due shortly will release some 
portables. Many dealers have 
problems peculiar to their own 
localities or local conditions. In 
most cases answers were given; 
in others the dealers were re- 
quested to put their questions in 
writing and send them to the 
department. O. A. Olson of De- 
troit during the discussion re- 
marked that dealers had a lot of 
old junk lying around. The asso- 
ciation, he said, had just pledged 
itself to make a drive to recover 
from dealers a million pounds of 
metal. He felt that with the re- 
lease of obsolete models the trade 
could make a big contribution to 
that salvage program. 


Randazzo Speaks on Service 
Revenue 


The Tuesday morning session 
opened with Fred Carpenter pre- 
siding. He introduced Robert Ran- 
dazzo of General Typewriter Com- 
pany, Kansas City, who spoke on 
the subject “How We Have In- 
creased Our Service Revenue.” He 
explained that by developing a 
plan and following it his service 
business increased about seventy- 
five per cent. Instead of monthly 
inspection, he stated, “We have 
developed a plan whereby we take 
in a machine, completely over- 
haul it and then give a year’s 
free service. By doing this we 


feel that we can handle many 
more typewriters and also secure 
more volume and more revenue. 
It does not tie up our men in cer- 
tain plants where they will spend 
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two or three days out of the 
month. 


“But we have a number that 
insist on a monthly inspection. In 
these cases, before we take the con- 
tract, we insist that the company 
have its machines overhauled. 
Last week we had one order in- 
volving sixty-eight machines. The 
customer insisted on monthly in- 
spection. Out of the sixty-eight 
machines there were twenty-two 
that had to be overhauled. The 
balance were practically new ma- 
chines. They only needed clean- 
ing, which didn’t amount to much. 


“We have also increased our 
service on portables. In the past, 
like other dealers, we have only 
charged around $5.00 or $5.50 to 
overhaul these machines. Since 
the freeze we have completely 
overhauled them and increased 
our service on the _ portables, 
which in a month’s time amounts 
to a good many dollars. 


“We have lately had numerous 
calls bringing in old machines 
which people have found in the 
attics and on which we have been 
selling a complete rebuilding job. 
Last week I know of seven ma- 
chines on which we charged from 
$20.00 to $25.00 to completely re- 
build. In regard to prices on over- 
hauls that include a year’s service, 
we have one place where we took 
around fifty-five machines. We 
made a flat price of $12.50 on 
regular carriages and $14.75 on 
14-inch, $16.50 on an 18-inch car- 
riage. 


“As to the monthly inspection, 
if they insist on it, if they have 
over fifty machines we make a 


LADIES AND GENTLEMEN AT THE CONVENTION.—(Left) Seated: Gus Parks, Underwood 
Elliott Fisher Co.; Peggy Spiess. Consolidated Office Equipment Co., Cleveland; Stanley Winer, 
Fort Pitt Typewriter Co., Pittsburgh. Standing: Paul Spiess. Consolidated Office Equipment Co.; 
Harry Ayres. Speed-O-Print Corp.; W. R. Shilling, Fort Pitt Typewriter Co.; Fred Carpenter, 
United Typewriter & Adding Machine Co., Washington. D. C. (Top right) E. W. Staats, Ames 
Supply Co.; Mrs. Staats; R. E. Lorch. Remington Rand, Inc. (Lower right) A. E. Van Wagner, 
American Writing Machine Stores; Paul I. Gross. Mailers Service & Equipment Co., New York: 
Samuel Hutter, Check Writer Co. 











Resolutions 


Adopted at the Seventeenth Annual Convention of the National 
Typewriter & Office Machine Dealers Association 


RESOLVED, that the thanks of 
this convention be extended to all 
the officers and members of the 
Pittsburgh local association and all 
such other members of the National 
body and other affiliated organiza- 
tions that contributed to the success 
of this convention. 

RESOLVED, that the Office of 
Price Administration hereby is re- 
quested to amend the rationing or- 
der so that on typewriters which 
are the property of the individual 
owner, and are offered for sale, such 
sale be restricted to the U. S. Gov- 
ernment or a recognized typewriter 


dealer or manufacturer. 





RESOLVED, that the association 
request that a ceiling price on rent- 
als be placed at $5.00 per month, 
inasmuch as rental is primarily a 
service production and we wish to 
encourage the highest type of serv- 
ice possible. 


* 


RESOLVED, that this associa- 
tion recommends that in view of 
the present emergency all non- 
portable typewriters under seven 
years of age be held for rental for 
defense and war agencies only; that 
all non-portable typewriters manu- 
factured between 1928 and 1935 be 
reserved for rental and sale to the 


general public who can qualify; and 
that unrestricted sale be permitted 
on all non-portable' typewriters 
manufactured before 1928. 


* * * 


RESOLVED, that in view of the 
fact that at this time it is essential 
that the government secure the 
highest type of used and recondi- 
tioned non-portable typewriters, we 
feel that it would be consistent 
with sound purchasing policy that 
the twenty-five per cent discount on 
ceiling prices should be disregarded 
in order that the best non-portable 
typewriters might be available for 
government use. 








price of seventy-five cents per 
machine, that is, providing the 
machines are clean. In the case 
of which I spoke they had about 
fifteen or twenty machines that 
were only a year old but were 
very dirty, so we made them a 
price of $15.00. That is, we gave 
them a year’s monthly inspection 
and the cleaning. By doing that 
we feel they will get a better job 
and it will be better for us to 
bring them in before we put them 
on inspection service.” 

Following his talk, Mr. Randazzo 
answered a number of questions. 
One had to do with the time of 
an overhaul, which the speaker 
maintained in most cases required 
not more than half an hour in 
his shop. 

The next speaker was William 
F. Patterson of the Federal Secur- 
ity Agency whose excellent ad- 
dress is published as part of this 
report. In a brief discussion period 
which followed questions were 
asked about possibility of having 
mechanics deferred. Mr. Patter- 
son thought that dealers engaged 
completely in war work or servic- 
ing war work would have good 
cases for their local draft boards 
if men called were indispensable 
and irreplaceable for the time 
being. 

A. H. Kellstedt of Peoria Type- 
writer Company, Peoria, Il., fol- 
lowed Mr. Patterson with a brief 
talk on “How to Increase Service 
Because of 


on Office Machines.” 


the remarkable sales record Mr. 
Kellstedt has made over a long 
period of years, dealers were an- 
xious to hear him. His remarks 
appear on another page. 


Feature Address by W. M. Harris 


The convention worked up toa 
climax with the next speaker, Mr. 
Harris, of the Office Machinery 
and Equipment Procurement Pol- 
icy Division of the War Production 
Board. He stated that he came 
representing the industry’s largest 
customer—the United States Gov- 
ernment. He explained why used 
typewriters must go to war, 
what kinds of used typewriters 
are wanted and where they 
are to be obtained, the gov- 
ernment’s program for procuring 
them, the dealer’s part in this pro- 
curement and the government’s 
means of backing up the dealers 
doing the job. The government, 
he said, was interested only in 
machines made since January 1, 
1935. Dealers’ stocks, he said, were 
given first consideration, but they 
total only a small portion of the 
needs. The requirements from 
July 1, 1942 to June 30, 1944 are 
for 531,934 used standard ma- 
chines. The first attempt to ob- 
tain machines from users was dis- 
appointing. He stated that if 
American business men do not 
voluntarily offer twenty-five per 
cent of their typewriters for sale 
to the government as requested, 
the government will be obliged to 


requisition the required number. 
Then he explained the dealer’s 
part in this program which be- 
cause of its importance has been 
included in an editorial on page 
44 of this issue. Details will be 
found there and in the transcript 
of Mr. Harris’ address. Mr. Harris 
had with him a number of con- 
tract forms. Some dealers signed 
up to participate in the govern- 
ment’s purchase program as soon 
as the talk was completed. 


Mr. Harris’ address and the dis- 
cussion which followed constituted 
the major part of the second day’s 
program. It gave the dealers a 
look into the picture ahead of 
them and revealed a very fair 
plan of government codperation in 
order that they might function as 
government agents and be paid on 
a Satisfactory basis for their 
services. 


The resolutions and the election 
completed the program. Resolu- 
tions presented by I. R. Ritchie of 
New York were adopted unani- 
mously. 

The chairman of the nominat- 
ing committee was O. A. Olson of 
Typewriter Service Shop, Detroit. 
His committee’s recommendations 
were presented Monday morning 
but the vote was deferred in order 
that all might have a chance to 
consider the slate presented and 
make new nominations if they 
saw fit to do so. 


Irwin Vincent of Topeka was re- 
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elected president as an apprecia- 
tion of the good work he was 
doing. Samuel Hutter, of Check- 
writer Company, Inc., New York, 
was elected vice-president. The 
efficient treasurer, Leo W. Adler, 
of Cleveland Calculating Com- 
pany, was reelected, as was Harry 
Turner of Topeka, executive secre- 
tary, whose work in building up 
the membership of the association 
was highly commended. 

The following directors were 
elected: Irvin R. Ritchie, Inter- 
national Office Appliances, Inc., 
New York; John LaHiff, J. E. Al- 
bright Typewriter Co., New York; 
Nicholas H. Fucci, Business Ma- 
chines Service Co., New York; 
Robert Randazzo, General Type- 
writer Co., Kansas City, Mo.; La- 
mont H. Wood, Midwest Type- 
writer Co., Kansas City, Mo., 


chairman; W. R. Shilling, Fort 
Pitt Typewriter Co., Pittsburgh; 
J. T. Boyce, S. L. Ewing Co., Dallas, 
Tex.; F. Ketcherside, Buckland 
Van Wald Co., Detroit; Stanley 
Stemp, Stemp Typewriter Co., 
Madison, Wis.; Albert Schlecht, 
Typewriter & Supply Co., Cleve- 
land; Fred Carpenter, United 
Typewriter & Adding Machine Co., 
Washington, D. C.; W. F. Claus- 
ing, International Typewriter Ex- 
change, Chicago; Robert C. 
Goldblatt, Star Typewriter Co., 
Chicago; J. Paul McWilliams, Cap- 
ital Typewriter Co., Little Rock, 
Ark.; O. D. Morrill, Morrill Type- 
writer & Stationery, Ann Arbor, 
Mich.; R. H. Preston, Preston 
Typewriter Co., Knoxville, Tenn.; 
James J. Sheehan, The Office Ap- 
pliance Co., Providence, R. L; 
Ernest A. Raphael, Raphael Type- 


— 
Le a 


writer Co., Boston; E. E. Thornton, 
California Typewriter Exchange, 
Los Angeles; Joe Rubin, National 
Typewriter Co., Montreal; H. By- 
ron Gaar, Louisville Typewriter 
Co., Louisville, Ky.; Dorr B. Doane, 
Portland, Ore.; L. M. Deans, L. M. 
Deans Co., Atlanta; A. H. Kell- 
stedt, Peoria Typewriter Co., Pe- 
oria; Dick Walsh, Walsh Brothers, 
Phoenix, Ariz.; J. L. Lemmon, 
Lemmon & Co., Houston, Tex.; 
Lee Grundin, E. W. Hall Co., Se- 
attle, Wash.; George Hammond, 
Hammond Typewriter Co., Sacra- 
mento, Calif. 

The foregoing officers and di- 
rectors, and Ted Schafer, United 
Typewriter Company, New York, 
and John Loser, Noiseless Writing 
Machine Company, New York, 
both past-presidents, constitute 
the executive committee. 
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Industry Emergency Committee Report 


(FIRST HALF) 
By JAMES P. WARD 


Chicago, III. 
Chairman 


AST December 7 we had a meeting in Chicago, a sales meeting 

of the National association, and we were greatly shocked when 
we learned late in the afternoon that the Japs had bombed Pearl 
Harbor. But we never got a shock equal to the shock that we received 
on the night of March 5, over the radio, when we learned that we 
had a blackout in typewriters. It came out of a clear sky. Nobody 
knew what was coming, and we were notified that we had to call 
in all rentals, sell no typewriters—everything was frozen. 

On Friday night the Kansas City dealers got together with the 
officers of the association, and they decided to send some one to 
Washington to consult with the OPA and see if we couldn't get 
some relief. They decided that I was to be the goat. If you have 
had any experience in Washington you will know what it is to be 
a goat in a madhouse, like that town. They called me up Saturday 
morning and they wanted me to go to Washington right away. 

I was thinking about Chicago politicians, and how hard it is to 
handle them, and the hand-out, and other things, and it was with 
fear and trembling that I went to Washington. Fortunately I tele 
phoned ahead of time to one of the Washington dealers and asked 
him to get together the members of the Washington association for 
Monday morning, when I would arrive, as I wanted to find out from 
them the best way to approach the Office of Price Administration. I 
can tell you that if it were not for the help that was given us by 
the Washington dealers we wouldn't have gotten anywhere. As it 
was, several of them had been acquainted with the officials, had 
been out there, and had made it easy to get an interview. 

I want to tell you that I was really surprised when I went out to 
the Office of Price Administration to find how easy it was to talk to 
them and to realize that they were willing to listen to reason. They 
were men just like ourselves. You could sit down and lay your cards 
on the table. 

We told them that we came there in a spirit of cooperation, that 
we were not there to oppose them, that we were all good American 
citizens and would help out in the war, that we would make any 
sacrifice to help win the war. They told us that we were the first 
ones to come there who offered to cooperate. Everybody else wanted 
to fight them. We think that on account of this opening we really 
got better consideration than if we had gone there in a fighting mood. 
Now I should like to explain the set-up in Washington, because there 
seems to be some misunderstanding. 

The Office of Price Administration had nothing whatever to do 
with the freezing of typewriters. It was the WPB. The War Pro 
duction Board has the power--power almost equal with the Presi- 
dent—-and they are the ones who froze typewriters, both new and 
used, and they passed on to the OPA the power of rationing these 
typewriters. They retained the power over the new machines. The 
OPA has nothing to do with new typewriters. It is all used type 
writers and portables that have been turned over to the OPA. 


The Office of Procurement 


There is another division of the government that is called the 
Office of Procurement. The Office of Procurement is connected with 
the United States Treasury, and they procure anything that is used 
by the Army or the Navy or the government. The Office of Procure- 
ment does not buy anything but it locates machines and equipment 
and supplies for the government. 


Now, they have created inside of the Office of Procurement a com- 
mittee which specializes in office machinery. You have received 
requests asking you what typewriters you are willing to sell to the 
government. There have been requests go out to the public asking 
them to turn over to the government surplus typewriters. 

The Office of Procurement is independent of the OPA and the WPB. 
We don‘t have to deal with WPB any more because they turned all 
the typewriter business over to the OPA. 

As a result of that meeting we became very well acquainted with 
the officials there and they treated us very nicely, listened to our 
plea for any kind of relief, and on March 15 they issued an order 
allowing dealers to rent typewriters and portables to anyone, with- 
out any rationing order at all, and also stipulated that on April 13 
there would be an order issued rationing typewriters. 

The order of April 13 was not issued very promptly on account 
of the inventory they were trying to take throughout the country. 
In issuing that order they specified that typewriters were to be sold 
only to concerns engaged in seventy per cent or more defense work. 
That is the way it stands today. 

Later on we had a meeting in Washington composed of four whole- 
salers, four retail dealers, and four manufacturers. At that meeting 
we discussed the new order that was to be sent out by the OPA 
in regard to rental rates, selling prices, and leasing of typewriters. 
At that meeting we took each subject in turn. We first discussed 
rental rates. Some dealers complained that in the setting of the 
original order they were caught with the rental rate of three months 
for five dollars and couldn't raise it. Other dealers were getting 
four and five dollars a month rental, or twelve dollars for three 
months, and they were satisfied with it. 

The OPA called together the advisory committee to decide a satis- 
factory rental rate that would apply for the whole country. The 
ceiling would be the same for every one. Unfortunately there were 
hundreds of dealers throughout the country who had a low rental 
rate. The OPA, in order to be fair, made a survey of the whole 
country so as to get an average rental rate. 

As a result of that survey, it was discovered that in October the 
average rental rate for a commercial was $3.37 a month and $8.00 
for three months, and in March the average rate was $3.59 for a 
commercial and $8.65 for three months. There was only a slight 
difference in the rental rates of the dealers. But the manufacturer's 
rental rate in October was an average of $4.00 for one month and 
$9.00 for three months, and in March they had raised the rates to 
$5.00 for one month and $12.00 for three months. 

Now the OPA, in deciding on the ceiling for rental rates, wanted 
to be fair to every one and they put on a ceiling which corresponded 
to the ceiling in March. That is $3.50 for one month and $8.75 for 
three months. Now dealers were not satisfied with that rental rate. 
We cannot blame the OPA because there were too many dealers 
who were renting at low rates. And the very dealers who com- 
plained that they were caught with the three months for $5.00 rate, 
today, after they have had an opportunity to raise the rate, are 
still renting for $5.00 for three months. All over the country, in 
Chicago and elsewhere, they are doing it. I don’t know why they 
don't take advantage of the higher rate. We can not blame the 
OPA on account of this rate, although Mr. Carpenter will tell you 
about a petition we put in. 


Second Half of Report 


By FRED CARPENTER 
Washington, D. C. 
Vice-Chairman 


INCE some of our reports have not been as complete as we 

would like to have them, because some of the information we 
have had wasn’t ours to divulge, I will add just a few things that 
have been done and a few things that I think we should do. 

In the first place, as Mr. Ward said, our whole spirit in this has 
been one of cooperation, not one of antagonism or trying to bring 
heavy pressure to bear. We have felt that it was a wise course 


and I think events have proved it to be that way. That doesn’t mean 
that we have been, as a committee, or that your National officers 
have been in complete agreement with everything that has been 
done by the OPA. I think that the men from the Office of Price 


Administration will vouch for the fact that at times I have made a 
pest out of myself in passing on requests and complaints of the 
various dealers throughout the country. We have attempted to make 
this committee a mouthpiece. At no time have we tried to make it 
a mouthpiece for any one section of the country or any one group 
of dealers. We have been aware of the fact that under the present 
set-up a great many of the larger dealers have prospered. It has 
been true that in defense areas, with increased rentals, increased 
demands for wide carriage machines, up to the present time there 
has been little hardship on the larger dealers. The hardship has 
been chiefly on those who rely on portable sales and rentals to 
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private parties and consequently have not had the same opportunity 
to make money and to prosper during this particular time. 

Mr. Mansfield will probably cover what has been done by the 
OPA. Perhaps he will tell you what they are striving to do at 
the present time. I don’t wish to go into any of those things, but I 
would like to make a little report on what was done by your 
“Emergency Committee’’ and your National officers with reference 
to what Jim Ward calls a petition. 

As a matter of fact, that was not a petition, although it is easy 
for us to use that term. An association cannot petition either the 
Office of Price Administration or the War Production Board or any 
other government agency, officially, in regard to any hardships that 


NTOMDA CAMERA SHOTS HERE AND THERE.— 

1. At the pre-convention executive committee meeting. Seated: Irwin 
Vincent, Western Typewriter Co., Topeka, president; John Loser, 
Noiseless Writing Machine Co., New York, past-president; Lamont 
Wood, Midwest Typewriter Co., Kansas City, Mo., past-president 
and chairman board of directors; W. R. Shilling, Fort Pitt Type- 
writer Co., Pittsburgh, past-president and general convention chair- 


man. Standing: lson, Typewriter Service Shop. Detroit; 
I. R. Ritchie, International Office Appliances, New York, director; 
James J. Sheehan, The Office Appliance Co., Providence, director; 
Harry Turner, Topeka, Kans., executive secretary; James P. Ward, 
Reliable Typewriter & Adding Machine Co., Chicago, director; E. J. 
Eggleston, General Office Equipment Corp., Pittsburgh, member of 
the convention committee. 

2. John Loser, Noiseless Writing Machine Co.; F. E. Brown, Dawn 
Mig. Co. 

3. Bill Kelly, Office Equipment Co., Louisville; Gordon Laurence, Allen 
Calculators, Inc.; H. B. Gaar, Louisville Typewriter Co. 


4. Fred Carpenter, United Typewriter & Adding Machine Co., Wash- 
ington, with wrist watch presented to him as a token of apprecia- 
tion for excellent work performed on behalf of the association in 
contacting government officials as a member of a special com- 
mittee appointed by President Vincent. 

5. At the officers and local presidents breakfast. Seated: C. E. Bush, 
General Typewriter Co., president Washington association; O. A. 
Olson, Typewriter Service Shop, president Detroit association; Mrs. 

. C. Duerr, Lorenz Duerr & Co., St. Louis; W. R. Shilling, Fort 
Pitt Typewriter Co., president Pittsburgh association; Nick Fucci, 
Business Machines Service Co., president New York association; 
Moss Newmark, Marstan Typewriter Co., St. Louis. Standing: Dick 
Walsh, Walsh Brothers, Phoenix, Ariz.; Irwin Vincent, Topeka. 
president N.T.O.M.D.A.; R. H. Preston, Preston Typewriter Co., 
Knoxville, Tenn., director; L. K. Duerr, Lorenz Duerr & Co.; Robert 
Randazzo, General Typewriter Co., president Kansas City associa- 
tion; Harry Turner, Topeka. secretary N.T.O.M.D.A. 
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may have come to any of its members. What we can do is request 
consideration. We can ask for a hearing. We can raise points that 
we want them to consider. 

Consequently, we had a meeting in Kansas City some two or 
three weeks ago, at which Mr. Wood, Mr. Vincent, the president of 
the Kansas City association, Mr. Ward and myself were present. 
Before going to that meeting I talked to a number of dealers in 
New York to get some of their feelings in regard to the Maximum 
Price Regulation No. 162, which had just come out. There were 
some things on which every one agreed as to the need for modi- 
fication. There were other things that certain sections felt needed 
to be modified. However, in our letter which we sent in, addressed 
to Leon Henderson, realizing that it would go to the typewriter 
section, we only referred to those things that we felt definitely would 
be agreed upon by the entire country. We did this, as I say, in 
the form of a letter. We hoped that out of this would come the 
hearing which has not come at the present time. We hoped to be 
able to have that hearing prior to this meeting. We hoped that from 
the facts that we presented in the letter to Mr. Henderson petitions 
would come from the dealers that were suffering. 


Rental Rates Considered 


Among the things which we considered was the rental rate. In 
the first place, a rental is a service, and costs for services have 
gone up. We are paying our mechanics more money. Our transpor- 
tation is costing more money. In the maximum price regulation 
consideration was given to the transportation problem in terms of 
delivery but not in terms of service cost. Those of us who talked 
it over felt that having a separate delivery charge was a mistake, 
because of the fact that it wouldn't be well received by our par- 
ticular public, who had been used to having free delivery. It would 
be hard to arrive at a fair delivery rate. For instance, it wouldn't 
do for us to charge a dollar delivery and pick-up when we were 
delivering two blocks away to a hotel. At the same time, if we 
delivered a machine 25 or 30 miles out of town to a defense plant 
and charged a dollar we couldn't break even. 


However, I won't go into all of the background of that. I think 
that is something which should be taken up in committee and dis- 
cussed, and perhaps a resolution brought forward in regard to it. 


We felt that the price of wide carriage machines, both in rental 
and in sale, were not equitable in view of the difference in cost of 
reconditioning today. I am aware of the fact that I am leading with 
my chin here, because these people in the Office of Price Adminis- 
tration have studied this question thoroughly, they have excellent 
price analysts, they have had information trom all of the dealers, 
and they have a very sound case. Still we felt that we had a 
fairly sound case to ask for some consideration and to ask for better 
prices for wide carriage machines. 


In addition to that we had some other minor points on which we 
asked for consideration. We realized that we were not covering 
everything that every section in the country might want to cover. 


We asked in a second letter addressed to Mr. Henderson that we 
get a release on portable typewriters, since up to this time there 
had been no indication that the Army and Navy were going to need 
these particular machines. We attempted to find out by checking 
with other government departments. We checked the Procurement 
Division to see if they contemplated ordering any machines. They 
said under their present program they were not. Events may change 
that, but we have to go on information that we have at this time. 
We asked for a release of all portable machines in the hands of 
dealers. 

In addition to that we asked for the release of machines that date 
back before 1928, because we felt that that would give the dealers 
enough help to keep in business. Again I am speaking about the 
dealers who are not fortunate enough to be located in defense 
centers where they are doing more business than they did before. 

Every action that we have taken has taken inte consideraton not 
just a few dealers but all of the dealers. I think that those of you 
who are here should keep that in mind in any action taken in terms 
of business. Some of the dealers are located further away and 
couldn't get to this meeting, because they didn’t have the money 
to get here because they haven't sold any machines. But every one 
of you is representing at least another ten dealers who couldn't get 
here, and we should represent them in what we do by looking out 
for their interests as well as our own. We have tried to do that in 
what we requested. 

There has been no response to our request to the present time. I 
understand that response is being formulated and will be sent in. 
It may be based on the fact that such action is going to be taken 
by the Office of Price Administration, or perhaps by the Procure- 
ment Division, or perhaps there is some other good reason why they 
haven't responded and why we haven't had a hearing. 

I will say this, because I know some of the associations through- 
out the country have felt that the National hasn't done everything 
that they would like to have seen done for their particular section. 
If they will send in to the president suggestions that they have, if 
they will formulate their resolutions, if they are going to send 
resolutions or petitions or appeals to the OPA or the WPB or the 
Procurement Division, as it may be, if they will send copies of 
those to Mr. Vincent, he will see that your committee takes some 
action in regard to it. When I say ‘‘your committee,”’ it may be 
somebody else in the near future, but whoever it is I am sure they 
will be there representing the best interests of all of the dealers 
throughout the country. 

I want to touch on just one other thing. That is this government 
purchase of machines. I hope that the dealers have cooperated as 
much as they possibly could. Obviously the selling of machines 
under seven years of age at seventy-five per cent of the ceiling 
price, which is none too high, is not a particularly profitable thing 
for dealers who pay much higher prices for their machines than 





18 


trade-in allowance. At the same time we must remember that we 
are at war. There are problems that have come up in regard to 
the government with which we should help, even if it hurts us 
and we have been hurt less than a great many other retail businesses 
I hope that the dealers have returned their forms to the Procure 
ment Division, listing the machines which they will furnish, recon 
ditioned or rebuilt. I hope that when additional requests come out 

you may have had them by now—I have been out of Washington 


MR. VINCENT 





CERTAINLY want to thank Mr. Ward and Mr. Carpenter for the 

fine work they have done for the association in Washington. Mr. 
Ward, of course, took this on on just a second’s notice and he has 
certainly done a fine job. The whole Washington committee has 
helped us substantially. 

I have been asked to make a report to the association on the con- 
dition of the industry since my administration started just about a 
year ago. I can give you some report on our association, but to give 
you an absolute report on our industry at this time would be pretty 
hard. However, I hope before we leave the convention that we will 
have a clearer picture of not only what is happening but what 
will happen in the next few months. With Mr. Mansfield and Mr. 
Turquand from the OPA, Mr. Harris from the WPB, and with another 
program on labor conditions we should get a very clear picture of 
what our job will be for the next year. 

Immediately when the last group of officers was elected there was 
given to the new administration the job of changing the secretariat 
from a dealer to one who had some professional understanding of 
the duties of secretary, in fact, some one entirely disassociated from 
the typewriter industry. It certainly was a prophetic move, because 
I know of no typewriter dealer, unless he had entirely quit his 
business, who would have had the time and the energy and very 
few who would have had the knowledge to continue and develop 
the work that has been done during the past year. 


Turner Enters Picture 


When I returned home I sorely needed advice. I had a lot of 
advice before I left the convention, and I was told exactly what 
to do, but when I got home, all alone in the little town of Topeka, 
and was supposed to look out for some one to carry on the broad 
work of the association. I was in a quandary. I had a good friend 
Harry Turner, who had done much of that work, and I decided 
“Here is the man from whom I am going to get some advice and 
he will point out some one who might be a candidate for this job, 
which had a lot of responsibility, poor pay, demands on some of his 
time, and required a lot of talent.”” I was lucky to find Harry Turner 
out of town, because his secretary immediately said, ‘‘Oh, Mr. Turner 
wouldn't have time for that."’ You know, that is a challenge to any 
salesman, so when Harry did get back to town, before he got his 
feet on the ground he had agreed to help us a little bit, and a letter 
had gone out to the national, and by the time he realized what he 
was getting into it was too late for him to back out. 

We immediately started work on some kind of organization plans 
for the future, and out of this discussion came the idea of what the 
association should mean to all of the members, not only those who 
belong but those who we hope will belong to the association. We 
decided that ‘‘merchandising’’ was the slogan around which we 
would build everything. If we were going to have a bulletin it 
would be a merchandising bulletin. If we were going to have a 
dealers’ meeting it wouldn't be just a get-together to discuss some 
of the troubles of the association but a merchandising meeting. So 
when we attempted to plan for a monthly magazine it was planned 
with the idea of merchandising for the manufacturer at a profit to 
the dealer, merchandising on services for the dealer in repairs 
and rentals. 

We also knew we would have to have a monthly report to the 
membership. However, due to the condition of the printing industry, 
the condition of the paper mills, the condition of the manufacturers 
the fact that it seemed a poor time to solicit advertising to support 
a magazine that would cost perhaps seven or eight hundred dollars 
a month to put out, it proved too big a task for our association at 
that time. But we did bring out this merchandising bulletin, and I 
am sure you feel that Harry Turner has done a wonderful job with it 

We had accepted an invitation to Washington to have our conven 
tion. We accepted it in all good faith. But with the turn of events 
the advices from the federal government, and some of the things 
we could see ahead, the directors met on December 7 and decided 


that the war was too imminent for us to ignore the situation and try 
to hold our convention in Washington. 


We had no sooner made the 
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if you have any machines available you will send them in. We 
in turn, if you feel the prices are out of line, will try to get some 
consideration for the change in prices. 

We must remember that those men in Washington are not trying 
to hurt us. They are trying to help us as much as their particular 
job will enable them to do. It is for us to cooperate in the first place, 
and then to make a very firm stand, but friendly and cooperative 
stand, for those things we feel are right. 


The President's Report 


By IRWIN VINCENT 


Western Typewriter Company 


Topeka, Kans. 


decision than there came the newspapers with streamlined headlines 
announcing the attack on Pearl Harbor. It happened the very day 
we had our meeting in Chicago. We knew that we would have to 
plan a convention somewhere near Washington, because that is a 
center of population that would insure us maximum attendance at 
our association at this time. 


Plans Merchandising Meeting 


At the time we planned this board of directors’ meeting in Chicago, 
Harry Turner very nonchalantly said, ‘’Well, it will only cost us a 
dollar or so more to have a sales meeting at Chicago. Let’s have a 
one-day merchandising school. I think it would be worth a dollar 
or two to have that. We will have our directors there, and we will 
just have it in the family if that is all that come.’’ We got out some 
promotional material to the dealers of the neighborhood, and we 
were very much surprised to have about sixty-five dealers from as 
far away as Dallas, Texas. We had two or three from Washington. 
We had some people from two or three hundred miles around 
Chicago. I was very much surprised that we had one or two from 
the city of Chicago and sixty-five people from outside who felt it 
worth while to come to that merchandising meeting. 

This was the first meeting I know of that had been planned entirely 
for the dealers, by the dealers, and of the dealers. It was built on 
the proposition that I would tell how I did a certain thing, and 
the man on the floor was then supposed to get up and tell how he 
did the thing. Out of this discussion should come good inspiration, 
not only for the people making the talks but for the industry as a 
whole. We had a very profitable and successful meeting. 

A few months later it became evident that we needed a meeting 
in New York. We carried it out in just the same general way. We 
had a marvelous attendance there. At the same time we had several 
speakers from Washington, D. C.,—-Mr. Mansfield, Mr. Turquand, and 
Mr. Edelsburg. I know that those who were at thot meeting know 
we had a very fine meeting, promoted by the national association 
in conjunction with the strong local we have in New York. They 
held it in conjunction with their large dinner dance, and we cer- 
tainly had a crowd there. 

The situation that presented itself to us after December 7 wasn’t 
one to enable us to foresee a March 5. In fact, nobody at noon of 
March 5 could have said that at midnight we would have been 
faced with a freeze of all typewriters. As Jim Ward said, it hit us 
more directly, perhaps, even than the attack on Pearl Harbor. 

I will say for myself that the attack on Pearl Harbor didn’t disturb 
me inside. It sort of settled things for me. Here was a nation that 
was attempting to be pacifist in a time of stress all over the world. 
I knew that we couldn't be attacked, as we were at Pearl Harbor, 
without a unification of the resources of the nation. 


Dealers Rally to Cause 


The fact that this happened is certainly proved by the way the 
dealers took the situation on March 5. We had been told that there 
would be a freeze of the new big machines. At no time in history 
do I know of anything that ever happened like the freeze of the 
typewriter industry, where an industry was told they couldn't sell a 
single thing. It may have happened a thousand times but I don’t 
know of it. There is certainly no other commodity that has been 
handled like the typewriter. 

On March 6 I think we were probably all too shocked to know 
what to do. On March 7 I got a call from Kansas City. Lamont 
Wood, Randazzo, and some of the leaders down there said, ‘‘Come 
down and we'll work with you.’’ Harry Turner and I were glad to 
go down, but when we got there they sort of put us on the spot. 
How much money does the association have? What are we going 
to do? We were in the hands of the government and it is hard to 
do anything when you are a prisoner that way. But we did form 
a plan and we telephoned Jim Ward. Jim Ward was loved by the 
whole typewriter industry. He was the one man who immediately 
came to mind who could do something for the dealers, because he 
had the confidence of all the dealers. But we were putting him on 
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the spot. So it is with a great deal of pleasure that we can look 
back on the success of Mr. Ward's representing us in Washington, 
his fine acceptance at Washington, and the spirit of cooperation 
with which we and the government attempted to work out our 
problems. 

My second thrill, after the meeting in Kansas City, was when I 
got home from the Kansas meeting. I had long distance calls waiting 
me. Detroit, our strongest local association, telephoned, ‘‘What can 
we do? We are immediately raising funds and we are sending 
them. We know you need money to carry on this work."” We had 
another long distance call from Minneapolis. A group of dealers 
got together there. They may have a local association but as yet 
it has no president to report it to the national. They said, “We are 
sending you funds. We know you need money. You are not set up 
for this kind of organization."’ Kansas City had said, ‘We will back 
you a hundred per cent. We will raise the money necessary our- 
selves to send a delegation to Washington."’ The response from all 
over the nation was just electric to the demands of the association. 

We also were electrified by the type of response from the dealers. 
In no case did we have dealers who said, ‘'This is ruining my 
business and we are just not going to stand for it.’’ They said, “If 
it isn't necessary, we certainly don’t want to stand it, but we are 
willing to do whatever is necessary to win the war and do it the 
best way.” 

I had one letter that came in the following day, I believe, after 
the call from Minneapolis. ‘‘Count on me for anything I can do, but 
I have a son in the Army and nothing that I have has any value 
as compared to the value of my son's life and his mission in joining 
the Army.” 


Government Cooperative 


We have had experience with Mr. Mansfield’s attitude towards the 
needs of the typewriter dealers, from our meetings with him in 
Washington, from our contacts through our special representative in 
Washington. We know that he is sympathetic with all of our needs. 
He is going to give us all the benefit possible and his whole office 
will cooperate, I know. 

We have enjoyed during the past year a good many letters from 
dealers. You can’t imagine what that means to us to have letters 
of advice from dealers. Most of our letters gave counsel that was 
really constructive. At the same time we have had probably just as 
much, if not more, help from some of the critical letters we have 
had. I remember one letter I received after the convention, was from 
a man who had been a good friend of mine. I didn’t understand it 
quite at first, but I read it a second time and a third time. He said, 
“What the hell are you going to do? The association isn’t doing 
much for us. I’m not going to slap anybody on the back until they 
show me they can do somethfing.’’ In the third reading I thought I 
saw the reason for the criticism, so I wrote and told him I wasn’t 
expecting any slap on the back or anybody to tell me that I was 
doing a good job if I wasn't, but I would appreciate the help of 
every dealer to do a good job and I was counting on him for work. 


19 


He has done it. I would rather have a whole membership that is 
critical than one that says, “You are doing a fine job,"’ when you 
know you are not. They are insincere in what they say, although 
they are doing it with friendly feelings. 

We have a group of dealers, some of whom are very lackadaisical, 
self-centered; interested only in their bread and butter for today, 
and perhaps tomorrow. We have an industry that is important. We 
have services to give that are important. And the man who is satis- 
fied to give only what he can give in the narrowest meaning of the 
term really isn't a credit to any industry. 

This situation, of course, has done one thing. It has wakened up 
the dealers to the advantage of belonging to a group. It has 
developed a feeling of unity, a feeling that we all have problems 
that can be attacked from the standpoint of service. I really think 
that out of the throes we have gone through in the last three months 
will come a lot of good. 


Asks United Effort 


So I ask that from now on let our work be united, as a whole. 
Let us have a merger of all our plans and actions, because out of 
this type of work will we get a temperate program. We don’t want 
any radical program. We want a program that is helpful to us, 
helpful to our services to the nation. 

We are meeting here now to plan for a vigorous new year, 1942- 
1943. You are going to elect new officers. I am sure that the people 
you elect will work their utmost for the good of the country as a 
whole and for the good of the industry, and whoever these officers 
are I hope you will back them to the last of your strength. If you 
will back them as vigorously and in as fine a manner as you have 
backed me, I know that they will have a successful year. 

You will notice that this is a dealers’ meeting. We want you 
on the floor to take part in every phase of the work of the conven- 
tion. All of the talks on the program are based on how I do so- 
and-so, how I should do so-and-so, or how I had better do so-and-so. 
It is intended to be a challenge to you folks to say how you do 
your job. That is an easy thing to do. It is hard for you to say 
how it ought to be done. Say how you do it. Let's take part in 
this program. If you do, it will be the best meeting we have ever 
had. If you don’t it will probably be the worst flop we have ever 
had as a convention. 

Following along that line, if there are any questions that you want 
to ask me, that I can answer promptly and quickly, I shall be very 
glad to have you do it. Of course I don’t intend to try to answer 
all the questions in the world, but if any of you have any questions 
about the work of the officers, feel free now or at any time later 
to broach them to me. I have talked to a good many people here 
already. Many of them give me good advice on how to do this, 
that and the other. Their plans don’t always meet with my ideas, 
but we will certainly have more out of it if you will do that. I 
would like very much to talk with you about the good of the asso- 
ciation at any time, and I do bespeak your support for the new 
officers for the new year. 


The Treasurers's Report 
By LEO W. ADLER 


Cleveland Calculating Company 
Cleveland, Ohio 


HAVE to give you an incomplete report, due to the fact that my 

books were sent to Topeka for checking. When I left Cleveland 
Saturday noon they hadn’t come back, but I expect them by air mail 
this evening. 

We started the year with $442.62 on the first of August. We have 
taken in $6,029.52. So we have $6,474.14 to play with. We disbursed 
$5,321.79, leaving a balance of $1,152.35 in our check book at the 
time I came to the convention, although I have received since then 
$20 more, making it $1,172.35, but we have some unpaid bills. That 
does not represent the true figure, because we have $500 worth of 
accumulated bills which were turned over to me yesterday by Mr. 


Turner. Of that, $375 or $376 would be for a bonus we promised 
Mr. Turner, ten per cent of all we have taken in. 

If I can recall the figures from my books, we have taken in almost 
$4,000 in dues this past year. We took in about $800 profit on the 
Chicago convention, which was a very nice thing to have. Of course 
we have money coming in from the advertising. Part of the $500 
in unpaid bills is represented by $289 for printing the program book, 
badges and other incidentals from the convention. That will be offset 
by the money which comes from the program advertising, which 
amounts to almost $2,000. 

These are the incomplete figures, but the detailed report I will give 
you as soon as | can lay my hands on the books and balance them. 


The Secretary's Report 
By HARRY TURNER 


Topeka, Kans. 


WANT you to know that it is a genuine pleasure for me to meet 
{ some of the people with whom I have corresponded during the 
past year. It is a pleasure to know some of you in the flesh and 
see how you jibe with your correspondence. 

By way of report, I want to say first that I would very much prefer 
to criticize the work of the executive secretary. I think that would 
be a lot easier than to report on the work that the secretary's office 
has done. We have made a lot of mistakes, I am sure. They for 
the most part have been honest mistakes and the best was done that 


was known how to do. There have been many things that I had 
hoped would be done that have not been done. My criticism of the 
work of the secretary would probably be greater than any one 
else’s because I am not satisfied at all with the job that has been 
done from this office. 

It has been a lot of fun to work with you because I have been in 
almost daily contact with Irwin, on the telephone or at his office or 
at mine. It has been a lot of fun to go to Kansas City frequently, 
to be with Lamont Wood and to get some wonderful ideas and 
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inspiration for the benefit of the association. I get to Chicago fre- 
quently and have never been there without having a long talk with 
Jim Ward. Mail from Cleveland, from Leo Adler, has brought more 
ideas than you might imagine. It has been a real picnic to work 
with him and with all of the rest of 'you who have really supplied 
the spark and the fire that let us do what was done. 

I have one conviction in connection with this association, or any 
association. If we can't give value, more value than any member 
pays in dues, if we can’t give more value than any advertiser gets 
from his ad in the convention program, we don't have any right to 
ask for or to expect support from those quarters. I want you to know 
that we are trying hard to build a program of active and practical 
help and assistance, and that your ideas and your views and your 
criticisms—-because we are tough enough to take your criticisms——-are 
welcome. We do appreciate any constructive ideas that come from 
any quarter. They are very, very welcome. 

I am not going to make any report because you have received 
the report throughout the year. This happens to be a file of bulletins 
that have gone to members, of correspondence with non-members, 
of general letters to different groups of manufacturers and others, 
so that will stand as my report. 
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I do feel that there is one thing that you would be interested to 
know, and that has to do with the membership of the association. 
I believe you will be glad to learn that with the exception of four 
states, or perhaps five, the association now has members in all of 
the states. 

I believe you will be interested to know that the individual mem- 
bers, the people who paid ten dollars for their dues, increased since 
last August six and a half times. 

I believe you will be interested to know that the association mem- 
bers, those who paid five dollars as a part of their local association 
dues, have increased 2.8 times. 

We have made a nice start. We haven't begun to get all that we 
can from it. The membership is slightly less—-and this is a figure, 
I think, you have never had before-—than 500. That should be 
doubled. With a thousand members much good can come to every 
member, I believe, because it will give your association some funds 
with which to carry on an active program. 

In closing this report I want to thank you again for your consid- 
eration, for your kindness, for your help, and I want to promise you 
that we will do anything possible to help you and to build with you 
a bigger and better association. 


How We Promote the Sale of Duplicating Machines 
By EDWARD J. TOUSSAINT 


Central Duplicating & Typewriting Company 
Camden, N. J. 


MERICAN purchases of all types of duplicators and supplies 

total over twenty-five million dollars each year. Rotary or 
stencil duplicators and their supplies represent the largest percent 
age of this huge expenditure and more than six hundred thousand 
rotary sfencil duplicators are in actual commercial use today. 

We have made it our business to dig deeper and deeper into the 
vast group of potential users in the past several years and have 
developed it into a very profitable department of our business. Our 
volume of duplicator and supplies sales has doubled and tripled 
year after year. 

If you have not been getting your share of this lucrative business 
you have unestimable profit in store for you if you go after it in 
a planned and businesslike way, and, you should realize that the 
original sale of a duplicator marks only the beginning of a con 
tinuous chain of highly profitable sales of supplies and accessories 
to follow that provide you with a steady income from each dupli 
cator you sell as long as it is in use. 

There is no business too large or too small that is not a possible 
Duplicators play a constant role in the conduct of business 
adversely affected by the general business conditions 
It is equally essential in slack times as well as good. 
It is instantly 


user. 
that is not 
at any time. 

In times such as now this handy machine is a must. 
available for high speed production without the services of highly 
paid, hard-to-obtain types of specially trained operators. An idea 
may be born, dictated to a stenographer, typed on a stencil, and 
thousands of copies run on the duplicator by the girl or office boy 
and ready to mail in an hour or two, and all confidential information 
stays within the privacy of the office. Factory and office forms can 
be produced as easily and cheaply as letters. 

To be, successful the duplicating department should be operated 
under the guidance of a manager who is fully informed on the 
rotary stencil duplicating process and its many applications. The 
department will not develop to its full unless, like any other spe 
cialty, it is given the opportunity. 

The manager, whether he be the dealer or someone selected by 
him from his personnel as best qualified, should have a complete 
knowledge of the line. He should be able to operate the duplicator 
for any type of work. The Speed-O-Print, the duplicator we feature 
has few adjustments in its simple construction but the manager 
should have them at his finger tips so that he is able to solve any 
customer problems. 


Know Complete Line 


He should know the complete line of supply accessories, how and 
where they are used. Many dealers have allowed their department 
managers to receive such instruction in a short visit to the factory 
or the manufacturer's salesroom, and where possible this is recom- 
mended. 

When the manager has acquired this information, he should instruct 
the store personnel so that when called upon, any sales person will 
be able to demonstrate any part of the line. In many cases a store 
customer who is a good prospect for a duplicator is lost because a 
sales person is not familiar with the operation of the equipment 
and therefore turns down an opportunity to demonstrate it. If every 
sales person in the store is fully acquainted with the process, he is 
able to attempt a sale by learning whether his customer has use 
for a stencil duplicator in his particular business. 

If the department is entirely under the supervision of the man 
ager, he will also act in the capacity of salesman and it is his 
responsibility to keep an up-to-date mailing and contact card system 
of users and prospects. Where he is assisted by salesmen, he should 
oversee this record at all times so that it is current, or advertising 
and sales promotions will not reap their full benefit. 

An actual demonstration of the duplicator will overcome ninety 


per cent of any resistance that the prospect might have toward mak 


ing the purchase. It will show him how easy it is for him to produce 
multiple forms and that he needs no special talent. 

For this reason a duplicator should always be set up ready for 
use in the duplicating department (where it also serves as a display). 
The salesman should carry the machine in his car, ready for use, in 
his outside contacts. A carrying case is available for this purpose. 
It will hold the duplicator already inked and mounted with a stencil 
so that it can be demonstrated instantly. 

When the prospect has the opportunity to see the machine in use, 
he will be forced to discard any prejudices he might have formed 
regarding operation. 

A dealer who takes the time to demonstrate the duplicator to any 
and all customers who might merely show curiosity in the display 
and who have no direct intention of making a purchase, finds that 
the demonstration closes many unexpected sales. It suggests its appli- 
cation to the customer’s own requirements that may up to this 
time have lain dormant in his mind. 

The salesman, in his contacts, should find out what type of work 
his individual duplicator prospects have use for, cut a stencil for 
one of the forms and show the prospect how the duplicator can be 
applied to his needs. 

The demonstration also has a psychological advantage that comes 
to the fore after the duplicator has been purchased and is in the 
possession of the customer. He may find it difficult to follow the 
written instructions and perhaps may have forgotten those he received 
during the demonstration. If he is unable to operate the machine, 
he will then realize that it is due to his own inability rather than 
to a defect in the duplicator, since he has seen it in actual work- 
ing operation. Thus the confidence that the department manager or 
salesman has in his equipment is transferred to his customer and 
he merely needs further personal instruction, such as he can 
receive in your store. 


Lists Best Prospects 


In promoting the sale of duplicators we have found by experience 
that the best prospects are: 
1. Schools: public, private 
ness and professional schools and universities. 
office forms, absent and tardy slips, examination papers, treatises, 
maps, work sheets for primary grades, plans for manual training 
and vocational classes, Parent-Teachers Association, specifications 
for purchasing by school boards, programs, class papers, bulletins, 
letters. 
Churches: 
missionary purposes and 
notices, song sheets. 
Labor unions: If you are in an industrial city, as I am, you will 
find them one of your best prospects. I don’t think there is a union 
in Camden or within thirty miles to which we haven't sold a dupli- 
cator. They use them for meeting notices, strike notices, financial 
reports, house organs, bulletins, form letters, job notification slips. 
Social organizations, clubs, societies, and so forth, use them for 
meeting notices, financial reports, programs, form letters, postcard 
announcements. 

Air raid wardens: Where they have an air raid warden for every 
lock and have a blackout every week, those boys are surely buying 
the duplicator machines, because they are sending out plenty of 
notices 

Government departments 
Civilian Defense orders, bulletins 
agricultural department forms, letters, inter-department forms 
reports, legal forms, and so forth. 

Wholesalers and jobbers use them for daily or weekly price lists, 
market reports, special offers, shipping schedules, sales letters, con- 
tract forms, office forms. 


elementary and high, parochial, busi- 
They use them for 


campaigns for 
forms, reports, 


bulletins, 
Sunday 


programs, 
school 


They use them for 
charity 


federal, state and local, use them for 
unit magazines, supply lists, maps 
budget 
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CONVENTIONITES AT ODD MOMENTS.— 

1. In front: Stanley Winer, Fort Pitt Typewriter Co., checking advance 
convention registrations. Seated: Arthur Lyons, Reliable Typewriter 
& Adding Machine Co.; E. J. Eggleston, Louis S. Weiss, General 
Office Equipment Co., Pittsburgh. Standing: Sol Durand, Reliable 
Typewriter & Adding Machine Co.; Tom Riendl, Peerless Key- 
Imperial Mfg. Co.; James P. Ward, Reliable Typewriter & Adding 
Machine Co.; G. H. Parks, Underwood Elliott Fisher Co. 

2. F. Ketcherside, Buckland Van Wald Co., Detroit: L. D. Elmer, 
Economy Typewriter Service, New York; Leon Walling, Dearborn, 
Mich.; L. P. Naylor, Victor Adding Machine Co. 

3. Marjorie Vowell, Central Typewriter Exchange, Inc., Chicago; 
Florence Barry, Glenn Hamilton and Clinton Kissane, Royal Type- 
writer Co.; C. Van Wald, Buckland Van Wald Co., Detroit. 


4. Joe Galland, Liberty Typewriters Division, L. C. Smith & Corona 


Insurance companies, both home office and agencies, use them for 
weekly and monthly bulletins, sales talks for agents, form letters for 
prospects, change of address blanks, premium notices, questionnaires 
for prospects’ fill-in, cost statement forms, form postcards, sales ideas 
reproduced for branches and agents. 

Credit purchasing associations use them for bulletins, member 
reports, announcements, form letters, office forms, credit information 
blanks, collection letters. 

Railroad and trucking companies use them for schedules, rates, 
contract forms, routing, tariff lists, inspectors’ reports, sales letters, 
bulletins, inventory. Trucking companies have been among our very 
best prospects. They have so many forms they must make up and 
so many records they must keep under the government regulations. 


Even Auto Dealers 


Automobile dealers—-you may laugh when you hear this, but there 
are some automobile dealers doing a pretty good job on used 
machines, and they use them for lists of trade-ins, sales chart, form 
letters, service forms, job tickets, bargain sales on repair work, 
shop reports. 

Retail stores use them for shopping news, sales events, holiday 
events, store records, form letters, collection letters, hand bills. 

And of course every manufacturing concern is a prospect. 

Our salesmen make as many personal calls on these prospects as 
is possible, but we make sure of reaching everyone of these pros- 
pects at least once a month with a duplicated piece of direct mail 
advertising, which is a sample of the work produced on the Speed- 
O-Print duplicator which we sell. 

In fact we have developed more sales with our direct mail adver- 
tising than through any other form of selling or advertising and at 
the least expense. 

Lastly, every one of these duplicators must be “‘fed’’ to produce. 
It is ‘‘nourished”’ with highly profitable accessories that provide the 


Typewriters, Inc.; O. W. Schaeffer, sales agent. Knoxville, Tenn.; 
R. H. Preston, Preston Typewriter Co., Knoxville; W. A. A. Johnston, 
W. A. A. Johnston Co., Knoxville; Gus Bundy, Bundy Typewriter 
Co., Philadelphia. 

5. E. J. Knecht, Peter Paul Mechanical Service, Cleveland; Ed. F. 


Mulligan, Palm Beach Typewriter Co., Palm Beach, Fla.; Harry 
Ayres, Speed-O-Print Corp.; Frank S. Cooper, Codo Mig. Co. 


6. Seated: E. A. Glassman, City Typewriter, Rochester; Marcus Har- 


witz, Regal Typewriter Co.; Whitmer, Typewriter Exchange, 
Columbus, Ohio; Otto Kretchmer, Peerless Key-Imperial Mig. Co. 
Standing: Walter Kretchmer, Peerless Key-Imperial Mig. Co.; Joseph 
Heaton, Pawtucket Typewriter Exchange. Pawtucket, R. I.; O. A. 
Olson, Typewriter Service Shop. Detroit; Don MacDonald, Mac- 
Donald Typewriter Co., Washington, D. C.; Bill Purvin, Superior 
Typewriter Co., New York. 


dealer with a steady income. It means the sales of cabinets, sten- 
cils, ink, correction fluid, letter guides, paper, and so forth. Don’t 
forget the paper. There is good money in paper. 

To the dealer with a store, particularly one with good windows on 
a busy street-—-why not pull some of those typewriters out of the 
window? You can’t sell them, anyway. Put in an attractive display 
of duplicators, supplies and accessories. According to authoritative 
statistics, more people respond to an attractive window display than 
to most newspaper ads. The window can be used as a powerful 
weapon by duplicator dealers—a good display of duplicators and 
supplies will bring many new faces into your store—people you will 
be surprised to learn had not known you sold these supplies until 
you put them in the window. It is the old story—you have to “tell 
‘em to sell ‘em."’ And don’t forget that the bulk of this business is 
cash and carry, too. No tire wearing and gas consuming deliveries 
and no statements or collection letters to write. 

While you are dressing up the window don’t forget to display 
duplicator supplies within your store where the customer or shopper 
must see them when they come in. A few packages of four pound 
paper with a sign marked ‘Special, 500 sheets for 59 cents’ placed 
next to our cash register has sold hundreds of reams each month 
of paper at a profit of twenty-four cents on each package. 


Personal Calls Imperative 


But don’t expect the window, store display and advertising to do 
it all. Make personal calls on all the users of duplicators in your 
territory. 

The man who solicits this supply business should be familiar with 
the popular makes of duplicators and be able to make ordinary 
adjustments and also give the less experienced operators instruc- 
tions and useful tips on how to operate the machine efficiently. 

He should not be too fussy about his finger nails to change an 
ink pad or clean off a platen, for the man who will put on a new 
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ink pad for the prim young lady operator will have her everlasting 
gratitude and from then on he will have the future orders ‘in the 


bag,’ for the hand that turns the handle is the hand that gives 
out the orders. 
We have sold many standard books of illustrations to clubs, 


churches and sales departments. Show the factories and offices how 
they can save money in making up their factory and office forms 
instead of having them printed. 

Don't mail out a piece of advertising without enclosing a postage 
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paid return card to make it convenient for the prospect to mail an 
order to you. 

For the man who gets the business is the man who makes it easy 
for the customer to buy from him. 

I might add as an afterthought, for those who are contemplating 
selling duplicator supplies, that now is a good time to go into it, 
because all of the boards of education at this time of the year are 
buying their entire supplies or placing their orders for their entire 
supplies for the coming year. 


The Typewriter Industry Under Governmental Restrictions 
By HENRY C. MANSFIELD 


Associate Price Executive 
Consumers Durable Goods Price Branch 
Office of Price Administration 
Washington, D. C. 


URING the months since I last had the pleasure and privilege of 

meeting with your members in New York, the typewriter pro 
gram has broadened in a number of directions and the problems it 
involves have become much more difficult and complicated. We are 
today on the threshold of further important changes in that program. 
It is my purpose to take this occasion to review the outstanding 
events in your field since March and to try to interpret their meaning 
for your immediate future. 

I am to speak of typewriters, but we can not speak of them without 
bearing in mind the larger events that have conditioned the efforts 
of the Office of Price Administration. The war news of the past few 
weeks has been grim. There were many reasons during April and 
May and early June for knowing that the news must be grim, but 
optimism during that period tended to blind many of us to a full 
realization of how long this war is likely to last and how desperately 
we need to work harder towards winning it, if it is not to last 
indefinitely. 

These three months must have been grim too for most of you, and 
you must have wondered why this office was not able long since to 
give you some of the relief you have been asking us for, individually 
and collectively. The reasons for this are bound up in the progressive 
tightening of the belt in our civilian economy since March; I want to 
begin by recounting for you some of the steps in that development as 
they bear on the typewriter industry. 


The typewriter freeze, although it had been discussed for some 
weeks earlier, was not announced by the War Production Board 
until its Order L-54 of March 6, a full three months after Pearl 


Harbor. It was a necessary preliminary step toward the conversion 
of the typewriter manufacturing facilities to ordnance production. The 
beginnings of that conversion were formally ordered by the War 
Production Board in its Order L-54-a on March 17. We were then 
already laboring under a handicap of three and a half months of 
back work to make up after the war had broken out. 

You are no doubt all familiar with L-54-a. It was not and it did 
not pretend to be a final determination of the fate of typewriter 
production. It was rather a tentative step designed to accomplish 
what should be done immediately and to give time for further review 
and planning for the fuller conversion that lay ahead. Although it 
limited new non-portable typewriter production until June to 75% and 
the June production to 53% of the production during the same period 
in 1941, that 1941 base was itself the peak year of manufacture and 
sales in the history of the industry. In substance, what was accom 
plished was to drive the new manufacture back to the levels of 
peace time years. However, even this limitation forecast immediately 
a severe restriction on civilian access to new machines, since out of 
the quotas permitted by L-54-a there were to be filled very largely 
increased Army and Navy demands. Of the new manufacture per- 
mitted approximately one-half was allotted to the Army and one-fifth 
to the Navy; the destination of the remainder was left to future 
determination upon express authorizations from the War Production 
Board. 

Rationing Delegated to OPA 


At approximately the same time that this curtailment was ordered 
the War Production Board, by its Supplementary Directive 1-D, dele 
gated to the Office of Price Administration full authority to exercise 
rationing control ‘over the sale, transfer or other distribution of used 
typewriters to or by any person.’’ This was the legal basis upon 
which the Office of Price Administration undertook the program now 
embodied in our Revised Rationing Order No. 4, with its several 
amendments. Our basic purpose in this program has been to assure 
that, so far as the existing stocks permit, adequate typewriter 
facilities shall be available for the war effort where, when and as 
they are most needed. Within the limits of that basic purpose, it 
was also our purpose to avoid unnecessary damage to the civilian 
economy. Since typewriters are relatively indestructible on the one 
hand, and on the other, their use is much more readily controlled 
while they are the property of manufacturers or dealers, we sought 
to accomplish our primary aims by limiting the dissipation of stocks 
in the market through sales only to those whose connection with the 
prosecution of the war was most direct and whose need was most 
imperative; while permitting rentals to be made without restriction 
to anyone. 


Rationing is a hard word, with unpleasant connotations to many 


people. This is so, I suppose, because experience indicates that to 
operate effectively and fairly, without undue premiums to the minority 
who may be disposed to evade its requirements, or undue penalties 
upon those who loyally shoulder the war's burdens as these come, 
it must be administered by rules and with compulsory authority. 
If it is unfortunate that these restrictive aspects of rationing are 
unpleasant, it would be still more unfortunate if we had to find out 
how much more unpleasant the absence of restrictions would be to a 
nation trying to win a war. 

Rationing has two major purposes: the first, to assure that first 
needs are filled first, and the second, to assure that what is left is 
shared as equally as may be in the national interest and upon dif- 
ferent criteria than the simple principle of supply and demand that 
he gets the typewriter who ‘gets there fastest with the mostest’’ 
money. I have not indulged in this explanation with any hope of 
blinding your eyes to the sacrifices you have individually been 
called on to make; I do it rather to insist that rationing is a positive 
as well as a negative thing. It reduces the total burden to be borne, 
and it should give those who are burdened at least the satisfaction 
of knowing that their burdens contribute positively to the prosecu- 
tion of the war. 

Let me resume my narrative. Order L-54-a, I have said, was a 
tentative step. There was hardly time for a survey of its effects 
before it became clear that further and more drastic steps were 
needed. This conclusion followed from any attempt to put together 
the picture of future Army and Navy requirements for typewriters 
with the picture of material needs, especially rubber and steel, for 
other immediate war purposes. Not only were the facilities of type- 
writer manufacturers required for the production of ordnance; even 
if they had not been, materials for typewriter production could not 
be spared for that purpose. The result was that typewriter produc- 
tion had to be virtually stopped; and this conclusion was buttressed, 
also, by the fact that acute labor shortages existed in the cities where 
the principal factories were located. In anticipation of this, the 31% 
of new production through June which L-54-a had left for future 
allocation was in fact held for the Army, Navy and Maritime Com- 
mission exclusively. Furthermore, if typewriter production were 
stopped, more typewriters had to be found from other sources to 
equip the vastly expanding contingents of men being organized in 
the Army and Navy. If new typewriters could no longer be had, 


used typewriters must take their place to the extent needed; and 
this decision was agreed to by the undersecretaries of War and 
Navy in April. 

The broad outlines of this decision were easy to arrive at, since 


on any view of the various elements in the picture in perspective 
they were inescapable, but the decision was nevertheless a hard one 
to put on paper, since it meant the final disappointment of many 
hopes and since the data for formulating it in concise terms were 





ANOTHER GOVERNMENT REPRESENTATIVE.—Harvey C. Mansfield. 

unit chief, Office Machines and Equipment, Office of Price Adminis- 

tration, speaking, with President Irwin Vincent and Treasurer Leo 
Adler seated at speaker's table. 
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RATIONING RESTRICTIONS TO BE 
LIGHTENED 


Referring to sales of typewriters in his address, Mr. 
Mansfield said, “Now that the purchase program has 
crystalized and some conclusions as to military require- 
ments have been reached, it is possible to release from 
rationing limitations some of the lighter model portable 
machines, together with stocks of obsolete models of 
non-portables. An order to this effect has been drafted 
and will be announced within the next few days.” 





not readily at hand. The decision, nevertheless, was made and in 
broad terms it involves the acceptance by the armed forces of two 
used machines for each new one they are to get and the use of 
new typewriters primarily for equipping combat troops abroad. 
This in turn required the purchase of a very large number of used 
machines, in the neighborhood of half a million of them. This pur- 
chase program is a responsibility that has been assumed by the 
War Production Board, using the facilities of the Procurement Divi- 
sion of the Treasury. Since you are to hear at this convention from 
Mr. Harris of the War Production Board, who has the program im- 
mediately in charge, I will not trespass on his territory at this time, 
other than to remark that he has established an advisory committee, 
on which the Office of Price Administration is represented, in order 
that the program may be coordinated with the activities of other 
agencies; and to make one important point clear. 

It is apparent that so many serviceable typewriters are required 
that they must be sought from all sources. Because the stocks on 
hand of manufacturers and dealers are those most readily available, 
it does not follow that all of them should immediately be bought up 
by the government. Our rationing order defines classes of eligibles, 
who are not governmental agencies, but whose share in winning the 
war should be great and immediate. If the stocks in the market 
were completely wiped out, these eligibles, and in particular the 
defense contractors, would have no recourse for their typewriter 
needs other than to look to the government again for their supply, 
since they have no requisitioning power. I am sure you will all 
agree that this is not a responsibility the government should assume 
if it can be helped, and the Office of Price Administration has, there- 
fore, secured the agreement of those in charge of the purchase pro- 
gram that a number of typewriters, estimated to be enough to care 
for essential non-governmental hands, will be left in the market. 


Reason for ‘Freeze’ Order 


It was then, first, because we were fully aware of the necessity 
for this purchase program and second, because of the time required 
to formulate it in detail and to work out the administrative arrange- 
ments involved, that we have so far felt impelled to keep all stocks, 
portable and non-portable, frozen, except for the uses permitted 
under the rationing order. Until the extent of government purchases 
could be determined and the present stocks of machines could be 
known, any release for unrestricted sale involved the danger of dis- 
sipating inventories that once sold out might be difficult to recover. 
I appreciate that the force of this argument may not have been 
apparent to all of you during the past three months, while your 
rents and overhead have continued. I think it will be plain enough 
in the months that lie ahead of us. The American standard of living 
as typified in the use of handsome new typewriters is being forced 
downward. It will go down much further before it rises. We now 
have practically all the typewriters we are going to see until the war 
is over. Customary practices and habits of mind will have to be 
changed, and old machines made to do the work of newer ones. 

Typewriter dealers, as well as manufacturers, are in process of 
being converted to war work. Many of them have already gone out 
of the typewriter business—-some three thousand of those to whom 
we sent survey forms on June 30 have already notified us to that 
effect—and undoubtedly more will be doing the same. How many 
are being drawn into war industries we do not at present know, 
although the number must be sizeable. Fortunately the opportunities 
today are favorable for those who know how to work with type- 
writers to find something useful to do. It would do no good to 
pretend, however, that an industry can be kept intact which has 
been almost wholely deprived of one of its main previous sources of 
revenue, the sale of new machines. 

What the Office of Price Administration can do to alleviate this 
situation, it is prepared to do as promptly as safety permits and 
within the limits that govern all of us in bringing a speedy and 
satisfactory end to the war. Now that the purchase program has 
crystallized and some conclusions as to military requirements have 
been reached, it is possible to release from rationing limitations 
some of the lighter model portable machines, together with stocks of 
obsolete models of non-portables. An order to this effect has been 
drafted and will be announced within the next few days. It is a 


pleasure to me, as well as to you, that such a statement can be 
made at last. It will, I am sure, give some relief from the burden 
of carrying frozen inventories and it will open some useful oppor- 
tunities for trade in machines that may be a convenience to the 


public. I would not deceive you by trying to promise more than that 


The Orders on Special Typewriters and Sales to Government Groups 
and for Export 


Two other aspects of the rationing program have been unsettled 
until recently. These have to do with special typewriters and with 
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the requirements for state and local governments and for export 
purposes. These subjects were covered in our recent Amendments 
Nos. 2 and 3, together with some other minor modifications that I 
need not discuss here. At the time of the freeze on March 6, manu- 
facturers had in process a considerable number of new machines 
built to special order. They made application to the War Production 
Board for the release of these machines on the ground that while 
they had a very special and urgent value to the customers who had 
ordered them, they were not generally useful to others. After some 
consultation between War Production Board and ourselves, an 
arrangement was worked out by which some of these machines were 
turned over to the Office of Price Administration to be released to 
the individual purchaser, if the machines were in fact special, and 
the purchaser’s need immediate. About one-eighth of the machines 
for which such treatment was asked have been turned over to us, 
and a considerable proportion of these have finally been released. 
Before taking that action, however, this office has tried to satisfy 
itself in each case, that the general conditions laid down have been 
fulfilled; and a number of applications have been denied. The ma- 
chines covered by these latter applications may be sold on rationing 
certificates to any eligible purchaser under our order. 

In line with this move, a similar procedure was established in 
Amendment No. 2, which permits dealers owning used typewriters 
with similarly special features, features which had been specially 
built or rebuilt prior to March 6, to dispose of them to customers 
with special uses for such machines. Where the customer is not one 
who could qualify before a local board, he may make application 
on the grounds of the speciality of the machine, and of his special 
use for it, directly to our office in Washington. 

Typewriters for state and local governments and their subdivisions 
and for exports are covered in our Amendment No. 3. A solution 
for the demand from these quarters necessarily waited on the solu- 
tion for the more urgent needs of the armed forces; but the War 
Production Board made provision for the recognition of the more im- 
perative needs in these categories. Since the immediate responsi- 
bility for determining the equipment needs of state and local govern- 
ments has been placed with the Bureau of Governmental Require- 
ments of the War Production Board, and since exports fall within 
jurisdiction of the Board of Economic Warfare, we have worked out 
an arrangement by which applications for these purposes are proc- 
essed directly in the appropriate agency. Forms are being developed 
which will enable dealers to make sales for these purposes to pur- 
chasers who have satisfied the requirements of these agencies with- 
out further action by the Office of Price Administration on individual 
cases. In this way we hope we have minimized the paper work 
involved in such transactions. 


Price Control 


Let me turn now to the other Siamese twin of Office of Price Ad- 
ministration’s war program for typewriters, which is price control. 
Long before the freeze last March the peacetime characteristics of 
typewriter supply and demand were being distorted. Long before 
any governmental action was taken, it was plain enough to those 


who remembered the last war that if we became wholeheartedly 
engaged in this one, the ordinary production of machinery was 
likely to be interrupted. Foresighted individuals and concerns set 


about replacing their equipment and laying by stores of things they 
might need against the lean years ahead. While this seems to be 
only prudence on the part of individuals acting without a clear lead 
to national policy, it adds up collectively to trouble in our national 
economy. A marked stimulus in the sales of new typewriters was 
already apparent in 1940 and it continued in full swing until the 
time of the freeze. What is of equal significance is the fact that the 
usual flow of trade-ins against new sales dropped off just as sharply 
and by March had very nearly reached the zero point. 

With some lag in time, the same forces were felt in the used ma- 
chine market. Naturally they affected the wholesale market first, 
and by the fall of 1941 they brought about a sharp bidding up of 
wholesale prices on the more desirable models of used machines. 
By the time of the freeze in March some of these prics had approached 
the manufacturers’ prices to dealers on new machines. Unless this 
process was stopped, inflation was with us in the typewriter busi- 
ness. It would not only add to the rising costs of office work in all 
businesses, but it would also lead to even more hoarding and spec- 
ulative withholding of typewriters for higher prices still. 

Pricing itself may be a form of rationing, but uncontrolled pricing 
is an altogether too expensive form of it to be tolerated. The rationing 
order of the Office of Price Administration was therefore accompanied 
by a temporary sixty-day freeze of prices as they obtained when 
the order went into effect. This was our Temporary Maximum Price 
Regulation No. 9, designed to stave off further damage for the period 
ordinarily required to make the type of investigation on which 
an equitable permanent regulation could be based and to formulate 
that permanent regulation. Temporary Price Regulation No. 15 was 
issued shortly afterwards to cover new machines in dealers’ hands, 
mainly portables, when the rationing authority over such machines 
in the hands of independent dealers was delegated to the Office of 
Price Administration by the War Production Board. Because of the 
complexities that were involved in writing a permanent schedule, 
these temporary regulations were superseded by the General Max- 
imum Price Regulation, which had the same effect in this field, before 
our permanent Maximum Price Regulation No. 162 was drafted, 
issued, printed and distributed. That regulation became effective on 
July 1 and I am sure you are all familiar with its provisions. 

I want to take this occasion, if I may, to give you some of the 
reasoning that moved us to the conclusions it embodies. The first 
decision to be reached was on the question whether it was possible 
to spell out a single schedule in dollars and cents covering all makes 
and models, and applicable as a ceiling all over the country. Such 
an effort would probably be impossible, for example, in such cases as 
used furniture, which is made by thousands of manufacturers each 
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changing his models several times yearly and frequently selling 
under no well recognized brand names. Fortunately, difficulties of 
this kind did not seem insurmountable, although they clearly 


required extensive investigation of prices that were being and had 
been paid in order to determine what fair ceilings for particular 
machines should be. The advantage of the dollars and cents sched- 
ule are sufficiently obvious. Buyers and sellers are free to go below 
the ceilings, but the limits are fixed and definite at the top. They 
can be readily known to all; they require no calculations; they leave 
little room for argument. They can be posted and seen. They give 
the buyer assurance that he is being fairly treated on price wherever 
he goes. 
Prices Based on Averages 


A specific schedule of this sort necessarily rests on averages. The 
Office of Price Administration study took a sizeable sample of actual 
transactions in representative establishments in every major section 
of the country. The acquisition costs of the machines sold during a 
period in October and another period in late February and early 
March were recorded. Averages obtained from these sources were 
checked against wholesale price lists, and against the manufacturer's 
1941 trade-in allowance schedule. Similarly, figures on costs of 
handling, of reconditioning, and of rebuilding were collected from 
manufacturers, wholesalers and dealers; and average margins were 
established. Out of materials of this sort the schedule was written. 
October figures were chiefly relied on for the basic costs of ma- 
chines, but increasing labor and material costs between that time 
and March were given some recognition in determining figures for 
reconditioning and rebuilding, and consequently for the ceiling prices 
on reconditioned and rebuilt machines. 

The use of averages necessarily brings some figures down just as 
it raises others. The ceiling prices in Maximum Price Regulation 
No. 162, therefore, tend to iron out many of the distortions that had 
become prominent during the previous year. In particular the ceiling 
prices for the most desirable machines are lower and those of the 
least dsirable machines are higher than some dealers had been get- 
ting—and paying, too, for that matter—-during the past fall and 
winter. A dealer, therefore, who had bought only the most desirable 
typewriters he could find, and paid what he had to pay to get them 
might conceivably find himself squeezed today on his present in- 
ventory. If at the same time he accumulated an usually large in 
ventory beyond his customary sales volume in the hope of making a 
“killing,”” he may have gotten a ‘‘shallacking’’ instead. However, 
the schedule as a whole was drawn to cover the customary costs of 
buying, handling and selling the customary type of inventory in 
dealers’ hands. The information at our disposal indicates quite 
clearly that the preponderance of dealers’ stocks consists of older 
machines; only 36% of non-portables reported to us in the survey as 
of June 30 were manufactured since 1935. Most dealers, therefore, 
will find opportunity to make up on their older machines such short 
margins as exist on their higher cost purchases. This conclusion is 
strengthened by the prospect that the government's purchase pro- 
gram will draw off most machines less than seven years old. Beyond 
this, the establishment of wholesale ceilings at a level which permits 
a fifty per cent markup by the dealers provides an assurance that 
the dealer will not be squeezed on his purchases in the future. An 
other problem that confronted us had to do with determining the 
ceilings for comparable models of different makes. Here again, the 
use of averages and the prospective heavy government buying com- 
bined to support the conclusion that uniformity was the fairest 
answer. Individual dealers, whose operations are confined in the 
main to one locality and who may specialize somewhat in handling 
the models of a particular manufacturer, may generalize too easily 
from their own experience. Just as it is very fortunate for men that 
not all women fall in love with the same kind of men, so it was 
fortunate for us that not all customers’ preferences for typewriters 
fall in the direction of any one manufacturer. Geographical varia 
tions in this respect are quite distinguishable and there is no present 
manufacturer for whose models a locality can not be pointed out 
where they lead all others. Furthermore, the withdrawal from the 
market of machines made since 1935, as a result of the government's 
buying, will make most such preferences of the past meaningless 
In the circumstances, therefore, the fairest as well as the simplest 
conclusion was to make the ceilings the same for each manufacturer's 
products. 

Ceiling Prices on Rentals 


A third major problem had to do with rentals. The case of type 
writers is different from that of radios, refrigerators, and other appli- 
ances, in that renting was as common a practice as buying. Since 
the rationing program restricted sales so severely, it was all the more 
important that rentals continue. Here, indeed, we reached something 
of a dilemma between the objectives of price control and of rationing. 
In order to conserve existing supplies, sales had to be limited sharply. 
But rentals, if continued over a year or two or more, may well 
require the lessor to pay more ultimately than he would if he could 
purchase the machine; and in the end he still does not own it. Long 
continued rentals are, therefore, necessarily inflationary in their 
effect. Yet so long as the war lasts they are preferable to outright 
sales from the point of view of conservation. It is clear, also, that 
unless rental prices are controlled a ready means of evasion of the 
ceilings on purchase prices is left open. 

These considerations led to those provisions of Maximum Price 
Regulation No. 162, which fix ceilings on rental prices. Once more the 
use of averages presented some difficulties but led to a result which 
is uniform, easy to understand, and fair to the overwhelming major 
ity of those concerned. It is true that the rental ceilings are below 
the rates commonly charged by the branch offices of the manufac 
turers. These branches, however, have done only a small propor- 
tion of the rental business and have also made numerous gratuitous 
loans in anticipation of sales, which need not now be continued. 
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CONVENTION CAMERA CLICKS.— 

1. Seated: Ed Pfahl, Adding Machine Sales & Service, Cleveland: 
M. T. Snyder, Allen Calculators, Inc.; A. H. Kellstedt, Peoria Type- 
writer Co., Peoria. Standing: William Wirtshafter, Wirtshafter's, 
Cleveland; R. L. Manning, L. C. Smith & Corona Typewrniters, Inc. 

2. W. T. Winter, U. S. Machine Corp., Lebanon, Ind., who gave an 
inspirational sales talk at the Tuesday luncheon. 

3. Two gifts, the winners and the donor. R. H. Preston, Preston Type- 

writer Co., Knoxville (left) and M. P. Spiess, Consolidated Office 

Equipment Co., Cleveland, hold shells given by J. M. Hackney on 

behalf of Remington Rand Inc. Two were given at each of the 

luncheon meetings. Mr. Preston and Mr. Spiess winning theirs on 
the first day. The shells are rejects which are attractively mounted 
on bases and are highly prized by those who hold them. 

Roy Shoup, Royal Typewnter Co. 

Seated: Al Schlecht. Typewriter Service & Supply, Cleveland; Ernest 

Hancock, Remington Rand Inc.; Gus Bundy, Bundy Typewriter Co., 

Philadelphia; E. F. Currier, A. P. Little Co. Standing: C. I. Whit- 

mer, Typewriter Exchange, Columbus; Fred Gamrod, All Types 

Office Equipment Co., Chicago. 
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Their average return from all machines out on rental or loan need 
not suffer. 

Apart from this feature of reducing the manufacturers to the dealers 
ceiling, the most notable departure from previous practice is the 
elimination of the requirement of pickup and delivery as a part of the 
rental price. A dealer may make a reasonable charge for that serv- 
ice in addition to the rental price, if the customer desires the service 
to be rendered. This change was made, not only because the cost of 
pickup and delivery may vary so widely from one transaction to the 
next, but also because the increasing restrictions on delivery services 
ordered or encouraged by the Office of Defense Transportation made 
it seem unwise to impose any requirements in our order which might 
presently be legally or physically impossible to fulfill, and hence 
lead to controversy between the dealer and his customer over the 
maximum price to be charged. 

I should not want to leave you with the impression that the price 
regulation, as it stands, is unalterable. Our attention has already 
been drawn to some minor mistakes and inconsistencies in the regula- 
tion as it was mailed to each of you. Some of these are typographical 
variances from the official print in the Federal Register and others 
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are owing to omissions in the information at our disposal before the 
schedule was published. We are now engaged in correcting these 
matters, and it is our hope that after some experience has been 
developed and the regulation has been perfected a new printing, 
suitable for posting and readable to the naked eye, will be made. 

In closing let me return for a moment to my original theme. So 
far as typewriters are concerned, it will not be enough for our 
civilian population to ‘‘make do’ with what we have. Not only will 
there not be any new machines, but there will also be fewer used 
machines in the market. There will be no more manufacture of 
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typewriters, and there will be fewer dealers. The rationing orders 
and the price regulations, taken together, represent an effort to meet 
necessary requirements and spread around what is left on the fairest 
terms to all. So far as you have suggestions for changes that will 
promote that common policy, they will be most welcome at any time. 
So far as you have hardships that can be relieved without impairing 
that policy, we shall give them the most sympathetic consideration. 
We are all concerned to win the war as quickly as we can, and I 
am sure we can adjust our typewriter problems in accordance with 
the slogan, ‘We are fighting the Axis, not each other’. 


How to Train Mechanics Through the Apprentice System 
By WILLIAM F. PATTERSON 


Chief of Apprentices 
Federal Security Agency 
Washington, D. C. 


AM glad that this association, in its seventeenth annual conven- 

tion, is giving attention to the very important problem of labor 
supply and skilled workers to help keep our industry in a position 
to render maximum service to the war effort. 


The situation with regard to man power in this country is extremely 
critical, and it is going to be more critical as each month goes by. 
You have probably heard that by the end of this year, counting 
those in the armed forces, and those engaged directly in war produc- 
tion, there will be in this country a total of nineteen million people 
engaged. Coupled with that is the fact that a good many of our 
skilled workers and a good many of our people who could make a 
contribution in managerial positions are being drawn off to the armed 
services, either through selective service or through voluntary enlist- 
ment. In addition there is the fact that in our armed services, abroad 
and in the various stations, there is need for technically competent 
people, for instance, people who work on carburetors for airplane 
engines. They have to draft those people not for military service but 
to be with the forces in the outposts. 

The whole situation in regard to man power has become much 
tighter. There has been a tremendous upsurge in the number of 
people engaged in things that are vital to our war production, in the 
production of machine guns, in the production of tanks and aircraft 
guns, particularly in the production of ships and airplanes. 


For instance, in the airplane industry alone we see a good illus- 
tration of how the number of people engaged in an industry has 
skyrocketed in geometrical proportion. About three years ago the 
president appointed a committee to investigate the training of me- 
chanics for the aircraft industry. I happened to be fortunate enough 
to be a member of that committee. Upon it sat Admiral Fisher, 
Assistant Secretary of War Louis Johnson, the chairman of the Civil 
Aeronautics Authority. We found at that time that there were 38,000 
people engaged in manufacturing airplanes in this country. One of 
the members on that committee made the prediction at that time that 
within a few years we would have to have 400,000 people in that 
industry. All of us wondered if the fellow had been sun-struck or 
something, because that didn’t seem possible 
In the airplane manufacturing industry we 
That is going to go over a million very 


What are the figures? 
have today 995,000 people. 
shortly. 

You can see from the whole manpower picture that every employer 
of help is faced with a critical situation, and the situation is going to 
be much more critical. The only answer in a time like this is to make 
more of the resources we have. We can’t get more people. We must 
make more of the people we have. 


Organized Training Programs 


We can only make more of the people we have through giving 
programs, 


them very well organized training through making their 





PATTERSON SPEAKS.—William F. Patterson, Federal Security Agency, 

Washington, D. C., delivers address, as Fred Carpenter, United Type- 

writer & Adding Machine Company, Washington. acts as presiding 
officer of the session. 


work assignments such that we will get the maximum production out 
of them, and in every way through analyzing the whole labor supply 
problems so that we can get the most. 

That is really the reason the War Man Power Commission was set 
up—to put some order and system and logic and practicality into this 
whole problem of labor supply for the United States, in fighting this 
war. 


I am sorry to report to you that things in this country were not too 
good a couple of years ago in regard to our supply of skilled 
workers. When I visited Germany to study their apprenticeship 
program, six years ago this very day, I found in Germany that they 
had 850,000 regularly indentured apprentices in all of the manu- 
facturing and service trades. How many did we have? We had 
90,000, in a country then twice the population of Germany. We lagged 
woefully in the training and preparation of our skilled workers. 


What about Japan, another Axis nation we are fighting? It was 
only about five years ago that Japan sent a commission to this 
country to study what we were doing in preparing our skilled 
workers. I spent several days with that mission, and much tc my 
surprise, when I turned the tables on them and asked what they were 
doing in Japan, | found that Japan, a country not considered an 
industrial nation, had made much more progress in regard to training 
apprentices and skilled workers than had we in the United States. 


Our industries generally, our plants, were doing practically nothing 
in the way of training. We had been getting our skilled workers, just 
like gold nuggets on a platinum tray, from Europe for years, and we 
thought we didn’t have to do anything. Our plants had hit or miss 
training programs. A few plants had all round training programs. I 
think the same thing applied to all the service industries, such as 
yours. 

In this country we didn’t even have a good background of expe- 
rience in training that we could use when we came up against the 
industrially powerful nations. In spite of the fact that this is a 
mechanical war, that we need airplanes and ships as we never 
needed them before, that the man behind the man behind the gun is 
just as important as the man in the firing line, this country was not 
in too good a position. 


I think, however, that no matter how bad things are, with the 
resourcefulness, with the ingenuity, with the capacity for getting 
results in any field that the American business man has shown, we 
can get along on this. 


Apprenticeship Committee Formed in 1934 


Fortunately, the Government of the United States entered into this 
picture in 1934, eight years ago, and formed a federal committee on 
apprenticeship. They set up a program whereby we tried to develop 
a national system for apprenticeships that ultimately would be better 
than any other country in the world. This committee tries to give 
encouragement to apprentices, tries to remove obstacles, tries to show 
employees and unions and so forth how the job can best be done. 

This committee has been working and I am glad to report to you 
that although I said that when Germany had 850,000 apprentices we 
only had 90,000, the total number of apprentices in this country today 
is 185,000. A year ago today it was only 125,000. It means more than 
that, because within the last year 30,000 apprentices graduated into 
journeyman positions and are making real contributions in our war 
industries as supervisors, tool setters, and so forth. 

Added to that, I want to say that the plants in this country have 
tremendously streamlined their whole training program. In war time, 
when time is so much of the essence, we can’t waste a minute in 
training people. No matter how good we think our program of pre- 
paring our workers may be, we have to run that training program 
through the wringer and squeeze out all the waste and inefficiency in 
it and get down to getting these people up to a level of competency 
just as soon as possible. 

I was very much interested that your organization saw fit at this 
time to given consideration to this problem. I noted from the previous 
speaker that one of your real stocks in trade today is your ability to 
give service and maintenance and upkeep to the users of office ma- 
chines and equipment. I think that is a recognition that you are 
faced with a definite problem. Since you are no longer able to get 
new machines, the users of these machines are going to have to keep 
them in repair—in expert repair. I don’t know what this country 
would do without the supplier of office machines, particularly type- 
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writers, adding machines, calculators, that we have in this country, 
to figure up the average in production, to do all those jobs that 
enable us to get efficiency into this program. 

We must have more efficiency than we have now. When you visit 
the shipbuilding plants, aviation plants, with hundreds of thousands 
of workers, you can easily see so much inefficiency that it is almost 
criminal. That has to be ironed out and it can only be done by putting 
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in real scientific methods which involve the use of these machines. 
So these machines must be kept up. 

I believe a speaker to follow me, Mr. Harris, is going to tell you 
more of the effect of priorities on the whole business. It is my general 
impression from talking with Fred Carpenter and others that by 
December there will be practically a shutting off of the manufacture 


(Turn to page 87, please) 


How to Increase Service and Repair Business 
By A. H. KELLSTEDT 


Peoria Typewriter Company 
Peoria, Ill. 


HAVE been in Peoria for twenty-nine years, and have made a 

success selling typewriters but a poor success in service. My boy 
came in with me three years ago when he came out of school, and 
when he got to checking the different parts of my business, including 
the service, he said, ‘Dad, you must be incorporated. One person 
couldn't be that dumb.’’ We were charging one dollar for a service 
call for twenty-eight and half years. Now we have increased that 
and are really making money on our service calls, as we should. 

I think practically every typewriter dealer in the country has 
serviced typewriters too cheaply. They have given their service 
away, feeling that they had to give service in order to get the new 
business. I think that is a serious mistake and I believe we are 
going to profit by the emergency in which we are and build up our 
service departments so that we can make money from them. 


A man came in from Pekin, Ill., with an old jalopie of a typewriter 
and wanted it rebuilt. He wanted it put in first class shape. I said 
it would cost him $14.50. He said, “I only use this typewriter a 


couple of times a week. Fourteen dollars and a half for an overhaul 
job—-my gosh, I can't pay it! Can’t you fix that up and put it in 
first class shape for two and a half or three dollars?” 

It reminded me of the man who went to Mayo’s to be examined, 
and after the doctor had looked him over he said, “I’m sorry but 
you have cancer.’’ He advised the man that an operation would cost 


him $500. ‘Five hundred dollars! Gee, Doc, I don’t have $500. 
About $100 is all I have. Can't you give me a hundred dollar 
operation?’” The Doc said, ‘Sure, I'll give you a hundred dollar 
operation. I'll cut you open and clip off a little of the cancer and 


sew you up. But, brother, when I’m through you've still got cancer!’’ 
The fellow with the typewriter said, “Did you say that job was 
$14.50? Brother, give her the works!” 


In these times we can’t get typewriters or adding machines or 


whatever we handle. In our shop we put in a supply of air circu 
lators. Now the company that makes them is smart. They don't 
call them fans, they call them air circulators. The customer is edu 


cated to paying $10 for a fan, but a circulator is something different 
The difference is $30. They cost about $40. In thirty days time we 
have sold over a hundred of these circulators, and at forty per cent 
you can figure out what that has made us. 


Value of Advertising 


One other thing I would like to talk to you about is advertising 
Personally I think advertising is one of the most important things in 
the typewriter business. I have an advertising manager but I don’t 
pay him anything. He is in this room. He doesn’t know it. It is 
Lamont Wood. 

I have made it a hobby, when I travel, to go into the typewriter 
stores and to go back into their service departments from stem to 


stern. I learned more at Kansas City, at Lamont Wood's place, than 
I have learned in any store I have been in. I went to Kansas City 
a good many years ago and I found out that Lamont Wood hired a 
window display man to put in his windows. I tried that in Peoria, 
and I'll tell you it works. 

I subscribe to the Kansas City Star. I can’t afford to take it for the 
whole week, so I take it on Friday, which is the day Lamont’s ad 
is in. If an ad in the Kansas City Star, gotten up by Lamont Wood, 
sells more typewriters than any other dealer's in the United States, 
that is good enough for me. 

Where I think the average typewriter man or any business man 
makes a mistake is in advertising spasmodically. We have an ad 
in the most prominent space in both of the Peoria newspapers, on 
the page where it costs double. But I figure that ten people read the 
ad there where one will read it in the inside of the paper. Con- 
sistent advertising is like water dripping on a stone. Eventually it 
will wear a hole. It keeps your name before the public. 

We did one thing when this emergency came up that all the 
dealers should do—that is get together. We tried many a time to get 
together in Peoria, but we couldn't do it. When this emergency came 
I called a meeting of the three dealers in Peoria, myself included 
and I'm telling you gentlemen we really got together. We got the 
service down on a profitable basis. We got the rentals down on a 
profitable basis. When we get a bad customer we call each other up. 
I found out that my competitor is a regular fellow. He has a family, 
he has a right to live, and why call him names and why hate him 
because he happens to be in the typewriter business and your 
competitor? Why not play golf with him, bowl with him? You will 
find he is a regular fellow, just the same as you are. 

In my estimation your typewriter store and the success of your 
store is as good as the service man who goes out and contacts the 
people. If he goes out and doesn’t fix a typewriter you don’t get 
another chance. First thing you know your competitor has your 
machine business. If you have a service man who really knows how 
to fix a typewriter, I believe you are on the right track not only to 
get the service business but the machine business. 

When I started in Peoria I made my service man a partner in the 
business. I believe that was the smartest thing I could have done. 
Nobody has hired him away from me. I paid him more money than 
anybody could afford to pay him. Just the other day the manager 
of one of the leading companies in Chicago came down and hired 
one of my best men away from me. 

The last note I have on here is to tell you folks to write Lamont 
Wood a letter, but to my surprise, here he is. I think he is one of 


the greatest men in the typewriter business, and it has been worth 
while to come to Pittsburgh to see a man with the spirit he has, to 
come here and be with us at this convention. 





AS THE CAMERA SEES THEM.— 

1. Ronald Fucci; Mrs. Fucci; Charles Krause, attorney for New York 
association; Edith Meyer; Jim Lafferty. Underwood Elliott Fisher Co.; 
Ann Bogdanffy, Long Island Typewriter Co., Baldwin, L. I.; Pete 
Carroll, Globe Typewriter Exchange, New York; Nick Fucci, Busi- 
ness Machines Service Co., New York, president New York asso- 
ciation. 


2. Frank Cooper, Codo Mfg. Co.; Dick Walsh, Walsh Brothers, 
Phoenix, Ariz.; Edward J. Toussaint, Central Duplicating & Type- 
writing Co., Camden, N. J.; William A. Long, Jamestown, N. Y.; 
Gordon Laurence, Allen Calculators, Inc.; C. Van Wald, Buckland 
Van Wald Co., Detroit. 

3. L. S. Weiss and E. J. Eggleston. General Office Equipment Corp., 
Pittsburgh, examining prize won by the former. 
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The Typewriter Goes to War 
By WILLIAM M. HARRIS 


Office Machinery and Equipment Procurement Committee 
War Production Board 
Washington, D. C. 


EPRESENTING your largest customer-the United States Govern- 
ment—I come to talk to you about sending your typewriters to 
war. I do not have a carefully prepared speech; rather I’m going to 
talk to you from some notes I made on the plane coming down, on a 
man to man basis, and some of the things I’m going to say you may 
not like any more than you like to see your sons and brothers drafted. 
But war is a dead serious business and we have to draft both men 
and machines, if we want to continue to live like men in an American 
United States. My remarks will cover these points 
First—Why must used typewriters go to war? 


Second—What kind of used typewriters are wanted? 

Third—Whose used typewriters? 

Fourth—Our program for procuring them and the vital part your 
government wants you to play as war contractors to supply the 
Army and Navy with an indispensable tool of war. 

Fifth—-How we'll back you up. 





THREE-MAN INFORMAL SESSION.—William M. Harris (center), chair- 

man of Office Machinery and Equipment Procurement Policy Division, 

War Production Board, visiting before a session with Gus Bundy, 

Bundy Typewriter Co., Philadelphia, and George Button, Wholesale 
Typewriter Co. 





WPB-TREASURY PROCUREMENT - TYPEWRITER PURCHASE PROGRAM 





OFFICIAL U.S. 
TYPEWRITER 
PURCHASE DEPOT 


REDUCED REPRODUCTION OF SIGN PROVIDED DEALERS 
AUTHORIZED TO PARTICIPATE IN THE WPB—TREASURY TYPE- 
WRITER PROCUREMENT PROGRAM.—AIll dealers who are 
equipped to rebuild or recondition typewriters are urged to ap- 
ply for contracts to the Procurement Division of the U.S. Treasury. 
Seventh and D streets, S. W., Washington, D. C. 











As to point One, why used typewriters go to war, the industry 
itself is responsible. A certain group of dealers planted the idea in 
high places in Washington—-that used typewriters collectively were a 
great national resource—-that they should be utilized to fill war needs 
and the facilities of the typewriter manufacturers should immediately 
be converted to war production. These dealers proposed to supply the 
Army and Navy with used typewriters and through contacts with 
government officials, obtained agreements from both the War and 
Navy departments that the services would accept two used machines 
for every new one. These agreements were based on representations 
of this “Group” that they could and would supply 50,000 machines a 
month, for twenty months, providing the government did business with 
nobody else. But Uncle Sam is particular about the quality of his 
Army and Navy equipment—’‘slightly imperfects’ won't do in war 
ttme. Your work is either right or it’s “No go” under strict govern- 
ment standards. Profiteering in the tools of war isn’t very popular 
either with the people and this group proposal was rejected for many 
reasons. Of the original seventeen dealers who proposed to supply 
these machines only nine have offered any to the government up to 
this minute—-for a grand total of 1528 machines—but they were only 
seventeen of your total membership. 


Point Two-What kind of typewriters?—Standard machines made 
since Januory 1, 1935—-because these will need the least rebuilding 
and parts are available without chewing up additional materials. 
Some of the better grades of portables may be purchased, but most 
of the ones used by the Army and Navy have telegraphic keyboards 
for Signal Corps use and have already been procured. Portable 
production shuts down entirely on August first for the duration. Mr. 
Mansfield has told you what to expect as to the disposal of your 
sub-standard-stripped portables. 


Point Three--Whose used typewriters?—-Dealers’ stocks were, of 
course, our first thought-—-but in total they are but a small portion of 
the requirements. You will remember that the Treasury Procurement 
Division sent out requests for offers from dealers on June 15 to gauge 
the machines that could be conditioned for sale in one month. These 
‘quotation solicitations’’ were sent to about 400 dealers whom OPA 
believed had lots of machines and who had reported to WPB by wire 
in mid-April that they owned, collectively 40,000 machines less than 
seven years old. These dealers sold the Treasury Procurement Divi- 
sion about 7000 typewriters in the last thirty days but we must have 


50,000 every thirty days. Obviously we must go beyond dealers 
stocks for this quantity--to the general public. Which brings me to 
point four. 


Point Four—-The WPB-—Treasury Procurement, Typewriter Purchase 
Program. The WPB part—The procurement policy division determines 
policies, plans, procedures and methods which govern the func- 
tions of the various federal agencies in regard to purchasing, includ- 
ing purchase prices and contract terms, the preparation of schedules, 
specifications, methods of financing and selection of sources of supply. 
Having worked these out it was determined to do the actual buying 
through the U. S. Treasury Department Procurement Division, which is 
normally the official government buyer of office machinery require- 
ments. Since two-thirds of the Army’s typewriters are to be used 
machines, and they’ve had none so far, they have come to the end 
of the new machine rope. The unsatisfied requirements which must 
come from dealers and the public call for a total of 531,934 used 
machines between July 1, 1942 and June 30, 1944--two years only, 
beyond which few of us can see. 

By December 1943 the War Manpower Commission says we will 
have 9,000,000 under arms. To get the most, quickest we asked 
manufacturers to tell us the names of all the quantity buyers of 
typewriters and how many each had bought in each year since 1935. 
On July 6, Mr. Donald Nelson wrote the 25,000 largest users in the 
country, the following letter: 


“You and your company can make a direct contribution to the 
war effort by helving us solve a pressing problem. The Army and 
Navy need typewriters—-at least 500,000 of them—and we can 
depend upon the typewriter manufacturers for less than one-third 
of that quantity. We must obtain the balance from American 
Business 

“The typewriters will be used by the Army and Navy, not to 
increase the volume of paper work, but to carry on the essential 
services of our vastly expanded fighting forces. New typewriters 
available to the Army are now so few that they have been re- 
stricted to use only by combat units—-going overseas from Iceland 
to Australia, from Alaska to Africa—-where servicing is difficult. 
Every communication, order, report and purchase requisition must 
be typed for accuracy, readability and permanent record. A type- 
writer is an essential piece of equipment on every bomber. In 
the Navy every battleship normally carries fifty-nine typewriters: 


every aircraft carrier, fifty-five; every cruiser, thirty; every de- 
etroyer, seven. These complements have now been cut in half. 
Every message sent or received by all radio operators in the 


(Turn to page 55, please) 


Here Endeth the Detailed Report of the Seventeenth Convention of the National Typewriter 
& Adding Machine Dealers Association Held in Pittsburgh, Penna., July 20 and 21. 








Priouties Regulation. No. 10 
AN OPPORTUNITY FOR STATIONERS 
Onder Provides. Means to Prove Essontial Character of. Industry. 
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ment authorities, are 
such sales as may be 





nature of its pro- 
visions, Priorities Reg- 
ulation No. 10, which es- 
tablishes the “Allocation 
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TO 






made to individuals for 
home or personal con- 
sumption, or sales made 
to service organizations 








Classification System,” 
gives to commercial station- 
ers a genuine opportunity to 
assemble and present statistical 
evidence to support the oft-ex- 
pressed contention that this in- 
dustry is essential in the war 
economy. The accompanying 
chart graphically portrays the 
process by which end-use symbols 
and classification numbers are 
passed along from the original 
purchasers to the War Production 
Board, where raw materials are 
allocated in accordance with the 
figures received. The _ industry 
able to show a high proportion of 
defense or war business will, 
of course, be allotted a high pro- 
portion of the materials neces- 
sary to continue manufacture and 
distribution. Only to the degree 
that stationers provide whole- 
salers and manufacturers with 
orders carrying purchase symbols 
and classification numbers, or a 
percentage pattern of distribution, 
will material be allocated to pro- 
ducers in the commercial station- 
ery field. 

The text of the brief regulation 
as issued June 1 and amended 
June 26 is presented on the op- 
posite page. The attendant defini- 
tions and instructions are more 
extensive and complicated. The 
clearest and most inclusive ex- 
position that has come to our 
attention in reference to the 
regulation’s function in relation 
to the stationery industry is in a 
special bulletin to customers issued 
July 14 by Associated Stationers 
Supply Company, Chicago. By 
special arrangement, the text of 
the bulletin is quoted on this and 
the following page for the guid- 
ance of dealers who may not have 
recognized the full significance of 
the order nor how it can be used 
to advantage by stationers. 


“This order (Priorities Regula- 
tion No. 10) requires the placing 
of purchaser’s symbols upon the 
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THE ECONOMIC FLOW OF PRIORI- 
TIES AND END-USE INFORMATION 
FROM CONSUMER TO WPB.—This 
graphic chart of the way Priorities 
Regulation No. 10 is designed to func- 
tion was prepared by Associated Sta- 
tioners Supply Company for their sales- 
men to use in telling the story to 
customers. The original is consider- 
ably larger and in color bands of red, 
white and blue, which add to its im- 
pression value. The simple story told 
in this chart is presented in detail in 
the accompanying article. 


orders given by your customers to 
you and upon orders placed by 
you with your distributor or direct 
with the manufacturer. Orders 
exempted by the terms of this 
regulation are, of course, not in- 
cluded. 

“Paragraph (b) of the order 
makes exceptions as to retail pur- 
chases. This paragraph does not 


exempt the commercial stationer 


since his business, in the light of 
this regulation, may be considered 
a retail business only in part. Re- 
tail sales, as construed by govern- 


such as banks, insurance 
companies, lawyers, and others 
who cannot normally make use 
of priority ratings. Sales made 
to customers who are manufac- 
turers, especially to firms entitled 
to use priority certificates, are to 
be classified as industrial sales and 
come under this regulation. Most 
stationers might properly be 
Classified as about twenty-five 
per cent retailers and seventy-five 
per cent industrial suppliers. 
Therefore, in our view, commer- 
cial stationers must follow the 
rules set forth by Priority Regula- 
tion No. 10 in order to place valid 
orders with distributors and 
manufacturers. 

“Two kinds of orders are com- 
monly placed by stationers with 
their suppliers. 1—Orders placed 
for a shipment exactly covering 
the order received from some gov- 
ernment agency or industrial cus- 
tomer. These orders will not be 
included in building up your 
distribution pattern. 2-— Orders 
placed with manufacturers or dis- 
tributors for the purpose of 
replenishing inventory. 

“Placing your orders under 
heading No. 10 is simple. Simply 
repeat on your order the alloca- 
tion classification symbol shown 
on your customer’s order. 


“Placing your orders under 
heading No. 20 is much more diffi- 
cult and will require the establish- 
ment of an orderly system if the 
regulation is to be compiled with 
and if the dealer is to obtain 
merchandise necessary to replen- 
ish his inventory. 


Suggested Procedure Program 


“First determine by careful ex- 
amination what proportions exist 
in your business as between ‘retail’ 
and ‘industrial.’ 

“Probably all cash sales will of 
necessity be classified as ‘retail.’ 
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Charge sales which show custom- 
er’s name and therefore indicate 
the nature of his business should 
be carefully examined. Some will 
be ‘Retail,’ but probably most will 
be ‘Industrial.’ 

“By this examination an overall 
division of sales made from inven- 
tory will be established: viz., 
twenty-five per cent retail (DP) 
and seventy-five per cent indus- 
trial (USA 1.00, USN 1.00, LL 14.00, 
DP 17.10, etc.). 

“Next prepare properly to cor- 
relate these industrial allocation 
classification symbols which 
should appear on the orders and 
invoices. 

“This will require columnar col- 
lating forms on which to enter 
each symbol and figure combina- 
tion. There are five purchasers 
letter symbols—USA (U.S. Army), 
USN (U. S. Navy), LL (Lend- 
Lease), FP (Other Foreign Pur- 
chases) and DP (Domestic Pur- 
chases). Of these, three will be 
most in use: viz., USA, USN and 
DP. 

“There are twenty-three main 
numerical allocation classification 
symbols, some of which have sub- 
classification numbers and some 
of which do not. There are sixty- 
seven sub-classification numbers 
in all. Each of these numerical 
classification symbols may be used 
in connection with each of the 
purchasers letter symbols. (Copies 
of Priorities Regulation No. 10, in- 
cluding a list of numeral alloca- 
tion classification symbol numbers 
may be secured from the War 
Production Board in Washington, 
D. C., or any branch office.) There 
will be required therefore many 
columns in the collating sheets, 
so that you may in turn develop 
your own letter and number pat- 
terns. It will be necessary to make 
these entries in dollars so that 
later the totals of each column, 
as related to total business done, 
may be translated into percentage 
figures. 

“Having prepared the columnar 
forms upon which to make en- 
tries, procedure should be as fol- 
lows: (It will be understood that 
your customers must be required 
to place their own symbols on all 
orders or give them to you on 
verbal orders not exempted by 
amended Paragraph “B”’.) 

“First take the orders received 
from your industrial customers. 
On these orders will be symbols 
something like the following 
which were actually received from 
industrial accounts: (Next col.) 


(1) A Meat Packer 





USA . cies. 28% 
USN ; 14.00 15% 
LL 14.00 34% 
DP .... 14.00 23 % 
(2) A Stencil Manufacturer 
USA .. 19.00 40% 
USN - 19.00 5% 
i... 19.00 55% 
(3) Electrical Parts Mfr. 
USA 1.00 15% 
USN 1.00 5% 
USN 2.00 5% 
PRIORITIES 


REGULATION NO. 10 


944.31 Priorities Regulation No. 
10: Allocation Classification Sys- 
tem.—(a) Classification System Es- 
tablished. There is hereby estab- 
lished an Allocation Classification 
System, in accordance with the In- 
struction issued by the Director of 
Industry Operations on the date of 
issuance of this Regulation. Except 
as provided in paragraph (b) below, 
the appropriate Allocation Classi- 
fication Symbol and Purchaser’s 
Symbol as required by said Instruc- 
tions shall be indicated by every 
person placing a purchase order or 
contract on: 

(1) All purchase orders or con- 
tracts placed after June 30, 1942; 

(2) All purchase orders or con- 
tracts, either heretofore or here- 
after placed, calling for delivery 
after July 31, 1942. Any person who 
has heretofore placed such a pur- 
chase or contract may at any time 
hereafter and shall before July 31, 
1942, notify the person with whom 
such purchase order or contract 
has been placed of the symbols 
applicable thereto. 

*(b) Exceptions as to Certain 
Purchases.—The provisions of para- 
graph (a) hereof shall not require 
any person to indicate the appro- 
priate Allocation Classification 
Symbol or Purchaser’s Symbol on 
any single purchase order or con- 
tract covering items sold at an 
aggregate price of fifteen Dollars 
or less, nor on any purchase orders 
or contracts covering sales to or by 
retailers. Industrial and mill sup- 
pliers, warehouses and other busi- 
nesses performing similar functions 
for industry shall not be deemed 
retailers for the purposes of this 
paragraph. 

Issued this Ist day of June 1942. 
Director of Industry Operations. 

(Signed) J. S. Knowlson, 


As amended June 26, 1942. 
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Uae 23 5.00 8% 
2). nae e . 7.00 11% 
UGN wc See 18% 
DP Sea 6% 
DP eee 6% 
De... eae 20.00 8% 
| 2 | | gap ramn re = As 21.00 18% 
(4) A Metal Working Plant 
OP 32:5...5-450e 22% 
DP eee 5% 
DP: 8 ee 24% 
Se he 10.10 27% 
DP ... ss SOLO 5% 
DP scutuaeecest a 8% 
DP ic sesing ae 9% 
(5) A Food Processor 
USA ..... . 14.00 60% 
DP ing 40% 
(6) A Food Processor 
USA . . 14.00 82% 
USN 14.00 13% 
OP icc eee 14.00 5% 


“Assume that these orders are 
all filled from inventory and take 
No. 1 as a typical example as to 
what you must do to replenish 
your inventory after filling this 
order. 

“First, translate this order into 
dollars. Let us assume its total 
was $100 selling price. Translate 
as follows, entering each amount 
in its proper column on your col- 
lating sheet. 


USA 14.00 $28.00 
USN 14.00 $15.00 
LL 14.00 $34.00 
DP 14.00 $23.00 


“Having posted to the collating 
sheets all of the items on the in- 
voices in hand, total the columns. 
You will now have a series of 
totals in dollars: viz., USA 1.00 
$550, USN 4.10 $450, DP 11.10 
$95.00, etc. 

“Now each separate group must 
be translated into percentages in 
order to form your own pattern. 

“The column totals have a per- 
centage relation to your total 
volume of business and the per- 
centages necessarily will be 
arrived at by determining the 
percentage relationship between 
the total of the column and the 
total volume of business. 


A Sample DP Industrial Group 


“We will, for example, take the 
DP industrial group and assume 
some arbitrary percentages based 
on a total volume of $10,000. 

DP 8.10 Production of all Metals, 
$2,500, equals 25%. 
DP 10.10 Railways, $400, equals 
4%. 
(Turn to page 55, please) 








Swwey Shows Material and Production 
LIMITATIONS OF MANUFACTURERS 


HAT can the stationer do to 

enhance his current position 
with his sources of supply and his 
customers? Why can some dealers 
obtain goods from a given manu- 
facturer when others cannot? 
What is the outlook for the future 
with respect to. service against 
non-defense demands? 

From several manufacturers 
come helpful information and 
suggestions. The answers center 
upon the manufacturers’ problems 
of securing necessary materials 
and the additional difficulties re- 
sulting from the restriction of 
permitted production. 

To help further the trade’s ac- 
quaintance with these factors im- 
posed on the industry by wartime 
shortage of critical materials, 
OFFICE APPLIANCES in July made a 
survey among a number of repre- 
sentative manufacturers engaged 
in production of such utilities as 
metal paper fasteners, pencils, 
lamps, scales, etc. 

The study revealed, first of all, 
that the manufacturers are sin- 
cerely doing all in their power to 
supply the needs of their cus- 
tomers as fully as conditions per- 
mit. Secondly, their ability to 
produce and fill orders is defi- 
nitely affected by the cooperation 
of the dealers—primarily in the 
nature of supplying priority 
ratings. Reports from the field 
had indicated that some dealers 
have not realized the great im- 
portance of this codperation. 

“For many months,” said a 
manufacturer of clips, pins, fast- 
eners, thumb tacks, etc., “we have 
been attempting, by correspon- 
dence and contacts by our repre- 
sentatives, to keep the dealer 
fully informed as to our problems 
and in what way they can be 
helpful to us, so as to place us in 
a position to be more helpful to 
them.” He declared, however, “we 
have met with but limited success 
in comparison to the effort we 
have put forth in this direction.” 


Restricted Production 


“The principal obstacle,” he 
continued, “is obtaining material, 
and secondary are the limitation 
orders issued by WPB.” 

The War Production Board re- 


Especially to Inform 
Office Supply Dealers, the 
Accompanying Statements Were 
Prepared From a Survey Made 
By Office Appliances Among 
the Manufacturers Using 
Critical Materials 


o 


stricted production of staples, 
clips and similar office supplies, 
during the past quarter to 80 per- 
cent of the volume manufactured 
in 1940. Beginning with the third 
quarter, the quantity will be re- 
duced to 60 percent of the cut up 
of materials on these items. 

The WPB limitation order, how- 
ever, gives no assurance that the 
materials will be available in the 
necessary quantities to produce to 
the maximum permitted each 
manufacturer, as this will depend 
upon their ability to obtain pri- 
ority ratings sufficiently high to 
obtain the materials. 


Materials Limitations 


“We would like to point out,’ 
said one paper clip manufacturer, 
“that steel from which these items 
are made is established as one of 
the most critical raw materials. 
Its allocation is so rigidly con- 
trolled that it is next to impos- 
sible to obtain stock replenish- 
ment within any definite period 
of time, even though specifica- 
tions are supported by priorities 
of high rating. 

“At present, sources of steel 
supply require that 75 percent of 
any specification be supported by 
A-1l-a rating, and the balance by 
A-1-j or better. We are informed 
by our sources that during the 
second quarter of this year they 
have been concentrating on the 
supply of material on lend-lease 
and directive orders. Hence, even 
if orders are received that con- 
form to their requirements, of 75 
percent A-l-a and 25 percent 
A-1-j or better, to qualify for 
entry on their operating sched- 
ules, they can give no definite 
assurance as to date of delivery 
unless a directive order is also 
secured specifically instructing 


supply of the material by given 


date. This situation will continue 
for the next quarter, at least. 

“From these facts,” he added, 
“it is not difficult to deduce that 
the possibility of service against 
non-defense needs, even in small 
measure, is becoming more remote 
with the passing of time.” 

The sales manager of another 
manufacturer in the same line of 
wire goods said the use of brass 
on practically all of his company’s 
products is now prohibited by 
WPB orders. 

In a bulletin to dealers, he ex- 
plained also that effective July 
first the WPB requires manufac- 
turers using strategic materials, 
such as brass and steel, to operate 
under the Production Require- 
ment Plan; whereby materials are 
available only on the basis of WPB 
quarterly allotments. These are 
determined in accordance with 
the amount and ratings of priority 
or preference rated business each 
company has done during the 
previous quarter. 

A manufacturer of scales and 
metal specialties referred to the 
substitutions and other adjust- 
ments that have been necessary, 
as well as mentioning the need of 
priority ratings. Said the presi- 
dent of this company, “We have 
been obliged to substitute one 
metal for another, and in one or 
two instances to do away entirely 
with some of the materials we 
have previously used. 

“Tt would be of great assistance 
to us if stationery jobbers who 
order in quantities could furnish 
us with a priority rating when 
possible. It would assist us in 
securing the materials from the 
mills more rapidly.” 

Speaking of the pencil field, the 
sales manager of a well-known 
company declared that there has 
been a lull in trade buying since 
the price ceilings regulation be- 
came effective, as it eliminated 
the element of speculation and 
the occasion to buy to benefit 
from price advances. Consequent- 
ly, in the past two or three 
months the manufacturers who 
could get the materials for mak- 
ing their normal products have 
caught up considerably on their 
unfilled orders. 

He stated that new restrictions 
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of materials for manufacturing 
were to go into effect the first of 
August, and he expressed belief 
that new restrictions not yet pro- 
mulgated will be visited upon one 
kind of manufacturer after an- 
other from week to week as we 
engage more heavily in the actual 
war effort. 


Importance of Priorities 


The survey emphasized the in- 
creasing necessity that dealers in- 
sist upon priorities—and as high 
ratings as possible—when taking 
orders. Many have been embar- 
rassed from being unable to re- 
plenish goods sold from stock be- 
cause of neglect of that important 
detail. Some dealers have been 
practically selling themselves out 
of business. 

The manufacturers’ inability to 
help very much is indicated by the 
remark of one who said, ‘Priority 
ratings of A-1-j or better are ab- 
sorbing almost the total of our 
permitted production in staplesand 
paper clips, and about 60 percent of 
our permitted production of pins. It 
should not be difficult to gather 
from such a situation that dealers 
approaching manufacturers for 
service against stock requirements 
have very little hopes that suc- 
cess will attend their efforts, be- 
yond a negligible percentage of 
normal.” 

The sales manager of one of the 
companies previously mentioned 
pointed out that as A-1-j does not 
conform to the rating required of 
the manufacturer to obtain mate- 
rial supplies, it will probably be- 
come necessary to establish a 
higher rating requirement from 
the dealers. 


Dealer Assistance Given 


This sales manager reflected the 
attitude of the average manufac- 
turer in attempting to serve the 
interests of their regular custo- 
mers and friends. He said that 
all have been on a quota basis 
since May 1941, “based on produc- 
tion vs. 1940 purchases. During 
that time,” he continued, “we have 
not sold any new accounts. Our 
objective has been to have equal 
and fair distribution of available 
production in fulfillment of our 
obligation to those who patronized 
us during past normal times.” 

To help the company’s dealer 
customers obtain their full quota 
allotments when orders cannot be 
obtained of sufficiently high pri- 
ority rating, a recent bulletin out- 
lined the means by which assist- 
ance may be obtained through 


the use of WPB Distributors Ap- 
plication for Preference Rating, 
Form PD-1X. The following are 
extracts from this sales manager’s 
instructions: 

“Form PD-1X is, we are told, 
available to you for filing with: 
Distributors Branch, War Produc- 
tion Board, Temp. E. Bldg., 4th 
Street & Adams Drive, Washing- 
ton, D. C. These forms, as well as 
assistance in preparation of same 
may be obtained from your local 
or nearest WPB office, or by writ- 
ing direct to the above branch in 
Washington. 

“We are told that Form PD-1X 
is available for this use, regard- 





NEED INCREASES FOR 
PREFERENCE RATINGS 


Recent WPB regulations fur- 
ther restricting manufacture of 
office supplies, and the growing 
shortage of raw materials, in- 
crease the need for dealers to 
obtain priorities of high rating 
on customer orders. The emer- 
gency is compelling many to 
limit their distribution to outlets 
which are qualified to extend the 
highest preference ratings. 

The manufacturers point out 
that their ability to secure mate- 
rials from their sources of sup- 
ply is dependent upon obtaining 
sufficiently high priority ratings 
on orders from their dealers. 

Thus the dealer increases the 
possibility of the manufacturer 
being able to supply him, and 
he avoids selling himself out of 
business. 





less of the fact that the heading 
on this form lists a limited num- 
ber of types of concerns and 
supplies. 

“Only provided you cannot se- 
cure orders in the amount of your 
quotas on our products in the 
ratings required, would we recom- 
mend that you file this PD-1X 
form with WPB. 

“It is suggested that your ap- 
plication call for three months’ 
requirement based on the estab- 
lished quota for the different 
items of our line, and that where 
your past sales have been of brass 
items which are no longer avail- 
able as indicated in our price list 
and recent notification, you will 
list sales of brass items for the 
period specified, stipulating that 
the application is for the substi- 
tute item made of steel when 
brass is no longer available. 


31 


“If you receive a preference rat- 
ing status in response to your 
application, we understand you 
may extend it to us on orders 
placed against your quotas, by use 
of the following certification on 
your orders: 


“The undersigned purchaser 
hereby represents to the seller and 
to the War Production Board that 
he is entitled to apply or extend 
preference ratings indicated oppo- 
site items shown on this purchase 
order, and that such applica- 
tion or extension is in accord- 
ance with the Priorities Regula- 
tion No. 3 as amended, with the 
terms of which the undersigned 
is familiar. 


(name of purchaser) 

(address) 

(By: signature and title of duly 
authorized officer) 

(date)’ 


“However, we must advise, your 
obtaining a preference rating on 
our products as a result of filing 
PD-1X form in no way gives you 
assurance that the rating granted 
will enable us to obtain material 
for production; even though this 
is the only method known to us 
for obtaining preference ratings 
on our products when they are 
not available to you through the 
regular channels of trade you 
serve.” 

Between the problems of secur- 
ing necessary material and the 
restricted permitted production, 
the major part of which is ab- 
sorbed by high ratings, the dealer 
must adjust himself to the non- 
availability of certain items. The 
more he familiarizes himself with 
the circumstances preventing nor- 
mal service, the better he will be 
able to make adequate explana- 
tion to his customers. 


Future Demand 


Belief that greater demand lies 
ahead was expressed by a manu- 
facturer who reminded that the 
Government is entering the fiscal 
year of 1943, in which expendi- 
tures may reach a new high. 


“American industrial production 
will be by far the greatest of our 
history,” he conjectured. “Conse- 
quently, the quantity of station- 
ery and office supplies to be con- 
sumed by the war industries and 
the armed services will be tre- 
mendous. 

“A few months hence, therefore, 
we may expect scarcities; so the 
dealer who can maintain useful 
stocks by forehanded buying will 
give the best local service.” 





32 





MEN WITH SHARP AXES 


N JANUARY 28, 1848, in the 

beautiful Sacramento valley 
in the heart of the state of Cali- 
fornia, gold was discovered. In a 
few short months the word had 
spread all over the world. By the 
early part of the next year thou- 
sands of men, known as the “forty- 
niners,” were swarming into Cali- 
fornia. Many from the eastern 
part of the United States came 
by wagon caravan. Day after day 
they trudged across the great 
plains of the west, braving starva- 
tion, exhaustion and the danger 
of Indian attacks. They left their 
telltale track of broken wagons, 
dead animals and human bones. 


Every caravan leaving for the 
west was equipped with many 
sharp axes. Logs had to be cut to 
float wagons across the great 
rivers, trails had to be blazed 
through the mighty forests. A 
sharp axe was just as essential as 
was a rifle or the wagon itself. 


In this day of turmoil, confu- 
sion, strife, priorities, allocations, 
frozen commodities, frozen credits, 
frozen prices and restricted de- 
liveries it is more necessary than 
ever before that we as merchants, 
conducting businesses that are 
vital and essential to the war ef- 
fort, have sharp axes and have 
them sharper than ever before. 
They are just as important and 
essential in our business today as 
they were to the sturdy pioneers 
who blazed their way across this 
continent many years ago. 


What are the sharp axes in our 
business today? Are they greed, 
are they selfishness, price cutting, 
carelessness or indifference? No. 
The sharp axes in our business 
today are honesty, determination, 
ingenuity, industry, resourceful- 
ness, courage, confidence, service 
and many others too numerous to 
mention. 

Of all the sharp axes which we 
need today I believe one of the 
most vital and necessary is that 
of determination. I would like to 
tell you of the courage and deter- 
mination of an American Indian 
brave. 


A Chief’s Method of Choosing a 
Successor 


In the early years of this great 
country there was a very powerful 
tribe of Indians that lived in the 
northern part of California. The 
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chief was getting very old and 
realizing he would soon be passing 
on to the happy hunting ground 
he decided to select a new chief 
before he died. Calling his brave 
warriors around him he told them 
that on the morrow he was going 
to select a new chief to take his 
place. He was going to select four 
of the strongest braves and at 
sunrise was going to send them up 
the side of the mountain. Each 
was to go as far as he could but 
to be sure to start back in time 
to be in camp by midnight. When 
they had reached their farthest 
point up the mountain they were 
to pick some of the vegetation 
and bring it back to him. He 
could tell by this just how far 
they had gone. The one that 
climbed the farthest up the side 
of the mountain was to be the 
new chief. 

Just as the sun was rising over 
the eastern hills the chief gave 
the signal and the four warriors 
were off on a run up the side of 
the mountain. 

After about four hours the first 
warrior returned and placed at 
the feet of the chief a pine cone 
which he had gathered at the 
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farthest point he had advanced 
up the side of the mountain. 
Shortly after noon the second 
warrior came running in and 
placed at the feet of the great 
chief a piece of spruce tree which 
he had gathered at the farthest 
point he had reached. Just be- 
fore dusk the third brave came 
running into camp and placed at 
the feet of the chief a twig broken 
from an Alpine bush. He had ad- 
vanced farther up the mountain 
than either of the other two. And 
then they waited for the fourth 
warrior who was yet to return. 

All through the early hours of 
the night he made his way down 
the perilous side of the mountain. 
Just before midnight he came 
into the camp and ran up to the 
great chief. His moccasins were 
nearly gone, his clothes were tat- 
tered and torn, he was bleeding in 
many places. The chief asked him 
what vegetation he had brought 
to show how far up the mountain 
he had gone. The Indian brave, 
rising to his full height said, ‘““My 
great and noble chief, the farthest 
point to which I went on that 
mountain no vegetation of any 
kind grows. I reached the summit 
and looking out from the top of 
that great mountain peak, I saw 
a vast and mighty ocean stretch- 
ing far to the west.” 

The old chief stepping forward 
and placing his hand of approval 
on the shoulder of the warrior 
said, “Well done, my great and 
noble brave, you shall be the chief 
of this great tribe.” 

What of our courage and deter- 
mination? Are we like the first 
brave who turned back after a 
few hours of effort or are we like 
the last one, who with courage, 
determination and vision went on 
and on until he reached the very 
top? 

In this day as never before we 
need these sterling characteristics. 
We need them if we are going to 
meet and conquer the many prob- 
lems that are facing our business. 
We need them as we meet and 
mingle and work with our fellow 
men. We need them as we strive 
and plan and work to help the 
leaders of our great country in 
this time of peril and crises. Your 
country, your fellow men and your 
business need men of courage, 

(Turn to page 129, please) 








MRS. ELLIOTT AT HER DESK IN 
LONDON 


ARKET research is a phrase 

which is used by many peo- 
ple but it is abused by even more; 
it covers a multitude of sins. 
Properly carried out it can be 
helpful to sales direction, but I 
am afraid it has proved itself to 
be more misleading than helpful. 
Market research has_ probably 
been the cause of more money 
being wasted in wrong selling 
methods and wrong publicity than 
it has been creative of helpful 
guidance. That is a very sweep- 
ing statement and this article 
will be criticized by many people, 
particularly advertising men. I 
have always found, however, that 
it is necessary to employ a crafts- 
man to do a craftsman’s job. And 
who does this market research? 
The only people who could do it 
thoroughly are those who know 
what they are searching for. They 
are the people who are marketing 
and manufacturing the goods and 
on whose behalf the research is 
being made. Instead it is being 
made by people who do not, in 
most cases, understand what it is 
they are really looking for, and 
it is in consequence of this that 
their findings can be so mislead- 
ing. 

It is, of course, valuable to 
know how many houses there are 
in a certain area which could be 
potential users of a certain prod- 
uct, but are these figures not apt 
to lead to an excess of optimism 
on the part of the person market- 
ing the goods? So far as office 
appliances are concerned I am 
definitely of the opinion that 
market research can _ best be 
carried out by the people market- 
ing the article. 


Advance Market Analysis 


Some reliable form of prelim- 
inary market research has always 
been carried out before an article 
is produced, otherwise it would 
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never have been produced. Fan- 
tastic figures and statistics are 
the mystical veil woven around 
so-called scientific sales manage- 
ment. Witch doctors do the same 
thing in a more elementary way, 
but it has the same effect upon 
their native chief. That is to 
say, it keeps them in their job 
for a certain time, but ultimately 
they are expected to do a spot of 
real doctoring and then they fall 
down. These _ pseudo-scientific 
sales managers weave these 
mystical figures around them- 
selves and for a time they may 
be kept in their job; but when it 
comes down to doing a spot of 
real selling, or the training of 
salesmen to do this work and the 
administration of large territories, 
then market research is not of the 
value that it is praised up to be. 
I question whether in specialty 
selling particularly, any market 
research is really useful. 


Checking for Accuracy 
Difficult and Costly 


Furthermore, it is extremely 
difficult to check its accuracy and 
very costly, indeed. For some 
products, figures of this descrip- 
tion may have proved valuable, 
they may have given the master 
minds behind the whole organ- 
ization some valuable data upon 
which they can plan their manu- 
facturing program and _ selling 
program, but I still assert that on 
all occasions these are found to 
be more misleading than helpful. 
I cannot back these statements 
up by facts and figures and the 
laws of libel would prevent my 
doing so even if it were possible. 
They are just the general state- 
ments and experience of a num- 
ber of ordinary business men who 
have tried to think it out for 
themselves. 

Now, what market research can 
we use for the office equipment 


trade? By this I mean direct spe- 
cialty selling—I do not refer to 
the goods which can be sold over 
the stationers’ counters, but to 
those goods which need direct ap- 
proach by a salesman, and in most 
cases specialized installation. It is 
not useful to us to know how 
many offices there are in a town; 
it is of little value to look over 
the export figures of a similar 
type of equipment to various 
countries over a number of years. 
What, therefore, can we look to? 
I contend, rightly or wrongly, 
that the only thing we can look 
to is the quality of our product, 
its utility as we knew it before 
we started even to manufacture 
it, and then to good sound sales- 
manship, backed by honest serv- 
ice. On this basis, market re- 
search, so far as our particular 
trade is concerned, builds itself. 
But it builds on rock and not on 
sand. It builds on knowledge and 
not on a mass of shifting statis- 
tics. Basically, market research 
consists of figures, figures that 
can be decorated by a lot of 
words, known as the “Report.” 
But the basis of all market re- 
search is in fact figures, and fig- 
ures can always be read in a 
variety of directions, and as any 
financier knows, figures can quite 
easily lie, particularly when the 
great mass of these are based on 
surmise. 

Market research is now becom- 
ing something of a fashion; it is 
for that reason that I am so out- 
spoken in my remarks. I am in- 
terested in market research and I 
hope that this article will pro- 
voke replies, replies which will en- 
lighten me, replies which probably 
give me a better, broader under- 
standing of the subject. I am 
open to be convinced, but up to 
now I feel that market research 
can not be helpful to the office 
appliance trade. 








Interior of the George G. Fetter Company Store in Louisville, Ky., from which 
emanates an “Indirect Mail’’ campaign that is building good will during the war 


time period of shortages and alternates. 


Office Supply Dealer Retains Good Will by 
EFFECTIVE USE OF “INDIRECT” MAIL 


NOTE.—Direct mail is a peace- 
time phrase. Since Pearl Harbor 
and priorities a new term has 
popped up in business parlance 
INDIRECT MAIL—and, in the 
hands of those who know how to 
use it, is doing a fine job of hold- 
ing good will for firms adversely 
affected by the war, such as of- 
fice supply dealers. 


IKE the small boy who is too 

young to swear and too old to 
cry, the office supply dealer is a 
confused individual. 

After struggling for years to 
build nice accounts—firms who 
look to him to supply them with 
everything from paper clips to file 
sabinets—he finds himself in the 
embarrassing position of having 
to tell them, “So sorry!”’ 

He’s not to blame, of course. 
But, he’s the one that has to say 
“No,” and, as the Chinese say, he’s 
the boy who loses face. 

To counteract this unpleasant 
Situation the wise dealer is using 
indirect mail. There may be a lot 
of items he can’t sell now—but, he 
can sell his firm. Eventually there 
will be an end to the war and he’s 
not going to lose good will because 
he has to refuse Sales. 

Just how this is done can best 
be illustrated by the case history 
of The George G. Fetter Company, 
Louisville, Ky. 

Close on the heels of war re- 
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strictions came many Sensible sug- 
gestions for conserving office sup- 
plies and preventing waste. These 
originated from various sources 
employee questionnaires, individ- 
uals, manufacturers themselves. 
Most of them have been quoted in 
the trade papers and newspapers 
at one time or another recently. 

John B. Fetter, president of the 
Fetter organization, decided to 
turn these suggestions into indi- 
rect salesmen for the George G. 
Fetter Company. 

Working with his advertising 
man, he selected the most practi- 
cal of these “how to Save” ideas, 





MR. FETTER 


those that would apply equally 
well to the small or large office, 
and compiled them in an attrac- 
tive two-color folder carrying the 
intriguing title, “Hints How You 
Can Help Lick Hitler, Hirohito and 
All Their Henchmen.” 

Five thousand of these folders 
were printed—the convenient en- 
velope stuffer type—size 314 x64 

-with no advertising except the 
Fetter name and address on the 
last page. 

Then he wrote the following 
friendly letter to his mailing list 
of approximately 1,000 customers 
and good prospects: 

ON FIRST GLANCE 
IT LOOKS LIKE WE’RE CRAZY 
TO SEND YOU THESE BOOK- 

LETS 
telling your employees to use new 
tabs on old file folders—to save on 
clips, etc.,—when selling office 
supplies and equipment is our 
business. 

No, we’re not crazy. We want to 
sell merchandise as keenly as any- 
body—but first, we want to help 
win this war and we want you as 
a customer both during and after 
the war. 

So, if we can help you conserve 
supplies now—and delay the day 
when you may not be able to se- 
cure certain items from us or any- 
body—we believe we’re handling 
our job the right way. 
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Naturally, we want you to call 
us for supplies as you need them 
—but we also are sending you 
these booklets so your employees 
will not waste anything. 

If you need a few more of these 
booklets for distribution in your 
office let us know. 

Very cordially, 
George G. Fetter Company 
John B. Fetter. 


With this letter he enclosed 
three of the folders, which con- 
sumed 3,000 of his printing order. 
Two thousand were held back for 
personal distribution by his sales- 
men and to supply additional re- 
quests for more copies. 

This is war-time indirect mail 
at its best. This is “selling” when 
you have nothing to sell. This, 
like Winchell’s Broadway siren 
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who “knows how to refuse a kiss 
without being deprived of it,” is 
turning a “situation” into an “op- 
portunity.” 

To the office supply dealer grop- 
ing for a way to strengthen rela- 
tionships between his firm and his 
customers in spite of adverse war- 
time conditions, here is an idea 
ready to be used in any and every 
town in this U. S. A. Go to it! 


Special Department Reaps Reward from 
ENGINEERING SUPPLIES 


ART AND 





GEORGE FAWKS 
Manager of Art and Engi- 
neering Supplies Department 


NTIL the ravages of war en- 
circled the globe our art and 
engineering supplies department, 
which specializes in Post drawing 
materials and instruments, re- 
ceived orders from all over the 
world. Orders came _ regularly 
from such spots as Cairo, Egypt, 
the Soviet Union, the Philippines 
and other distant points of the 
globe. This world-wide business 
is even more noteworthy when it 
is learned that a scant ten years 
ago the art and engineering sup- 
plies department consisted of a 
counter and one display show case 
and involved the services of a 
part-time clerk. Now the depart- 
ment occupies over 600 square feet 
of floor space in a most promi- 
nent position of our main floor, 
with a regular staff of three peo- 
ple. In addition to this staff, all 
fifteen sales persons on the main 
floor surrounding the art and en- 
gineering supplies department are 
sufficiently trained to help serve 
the customers of the department 
when circumstances require it. 
The more recent growth of the 


By WILLIAM YOCKEY 


Director of Advertising, 
W. H. Kistler Stationery Company, 
Denver, Colo. 
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and engineering supplies depart- 
ment. By selecting the firms and 


individuals that had a need for 
his products and services, Mr. 





Fawks was able to call upon his 
prospects in a systematic way. In 
addition to the personal outside 
sales effort of Mr. Fawks, our 
regular sales staff of twenty men, 
who call periodically on accounts 
all over the city, state and sur- 
rounding territory, are always on 
the alert for sales and sales pros- 
pects for the art and engineering 
supplies department. From these 
men are received many valuable 
sales tips, and from these men 


department started in 1937 when 
genial, youthful-looking George 
Fawks was transferred from an- 
other department to head the art 


Impressive Portrayal of Art and Engineering Supplies.—The lower picture reveals 

the well organized department with Manager Fawks in the right background. The 

upper picture shows one of the window displays devoted periodically to art and 
engineering supplies with profitable results. 








also spreads the news of Kistler’s 
art and engineering supplies de- 
partment. 

Because of the many govern- 
ment offices and government 
buildings located in Denver, the 
city is oftentimes referred to as 
“the second capital of the United 
States.” With the many govern- 
ment agencies readily available, 
plus the many nearby colleges and 
universities turning out engineer- 
ing students regularly, a phase of 
the market is at once evident. In 
addition to the market presented 
by the government agencies, 
schools and students, Denver in 
the past decade has made enor- 
mous strides as a manufacturing 


center, with the final addition 
coming, as it has in so many com- 
munities—the addition of present 
war industries. 

Advertisement in Phone Book 

When turning to any of the 
classifications in the telephone 
book under which one might ex- 
pect to find an art and engineer- 
ing supplies article listed, there 
will be found an advertisement 
from Kistler’s. The telephone and 
prompt, courteous treatment has 
been the source of many fine sales 
and the beginning of many valued 
customer relations. In addition to 
the classified advertising in the 
telephone book, direct mail is used 
several times each year on fea- 
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tured merchandise to a _ select 
mailing list that has been built up 
over the past few years. Beside 
local newspaper and various tech- 
nical and trade magazine adver- 
tising, the art and engineering 
supplies department receives a 
featured showing in at least one 
of our large display windows on 
the average of once a month. 

The results that have been 
achieved are largely the results of 
an energetic, friendly personality 
at the head of the department, 
backed up by the vision and in- 
tegrity of a firm that has occupied 
a leading spot in the printing and 
stationery business of its region 
for well over half a century. 


R. C. Anderson of the Business Appliance Company, Los Angeles, Calif., Giving 
Instructions on Making Deliveries with the Aid of a “‘Zone’’ Map That He Designed 
and Has Found Helpful in Reducing Delivery Costs as Well as Increasing Efficiency. 


Ingenious Map (Cuts 


DELIVERY MILEAGE AND COST 


C. ANDERSON, proprietor of 

mw the Business Appliance 
Company, 509 South Spring street, 
Los Angeles, Calif., through dint 
of hard labor and painstaking 
care has perfected a map with 
an arrow indicator that has cut 
his delivery costs materially. 
Typewriter rentals, sales and serv- 
icing were the three main func- 
tions of this company until the 
“freeze” order this spring. Rentals 
and service are still going strong, 
which makes pick-up and delivery 
important items of overhead cost. 


By J. EDWARD TUFFT 
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With the store as the center, 
six zones have been drawn as the 
result of a careful survey giving 
the distances to all streets in that 
six-zone radius, not distances as 
the crow flies but distances with 
right angle and oblique turns 
taken into consideration. Distance 
as the crow flies marked off in 
circular zones on a map would 


mean little or nothing in this 
matter of conserving time and 
gasoline, Mr. Anderson points out, 
and such a map could be de- 
signed quickly. Each zone on Mr. 
Anderson’s chart means a mile 
necessarily driven to reach a 
given point as nearly as it is 
possible to calculate it. 

The arrow, however, when 
placed to find the street needed 
does better than estimate distance 
in miles, for the mile is divided 
on the arrow into eighths. Here is 
the way to work it: In a book 
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carefully made up the key to the 
street is indicated as it is on a 
city map for autoists. There is a 
ring of figures on th2 map like 
the figures on the dial of a clock 
all around the outer zone circum- 
ference line. Down the edges of 
the arrow are lett2rs. The key 
book is a sort of street manual. 
Supposing you want to find Jones 
street. The Key book may say, 
“34—_3——_8B.”” The thing to do 
then is to place the point of the 
arrow at 34, place your finger in 
Zone 3, and find 8B on the edge 
of the arrow in that zone. There 
you will find your street. That 
B is on the arrow merely to indi- 
cete the side of the arrow in- 
volved. One side has B’s and the 
other side has A’s. When it says 
8B it means look on the red side 
of the arrow and in the eighth 
one-eighth space in the zone. 


How He Did It 


Here is the way all these infinite 
number of distances were worked 
out. Spots were taken here and 
there in each one-eighth of each 
zone and the exact distances to 
these spots definitely ascertained 
by deliveries or pick-ups. It was 
assumed that other spots in rela- 
tive crow-fly distances would be 
approximately the same. They 
were considered the same at first 
and corrected by checking and 
re-checking of actual mileage as 
opportunity afforded. In this way 
over a period of time exact dis- 
tances to hundreds of spots were 
worked out and recorded. 


A scooter is used for pick-up 
and delivery in this store and 
mileage as indicated on the 





N.S.A. CONVENTION 
TO BE HELD AS 
SCHEDULED 


Although it will be stroam- 
lined and shortened to meet the 
tempo of the times, there WILL 
be a National Stationers As- 
sociation convention in the 
Palmer House, Chicago, on 
October 5 to 7. 

This much was 
stated by General 
Charles P. Garvin in a recent 
issue of his Washington News 
Letter which hinted at the 
streamlining by stating that ar- 
rangements are under way 
whereby the conclave will ex- 
haust twenty-five per cent less 
time and accomplish twenty- 
five per cent more work! The 
message concludes with: 

“Call it (the convention) 
clinic—call it convention—call 
it wartime council—now is the 
time for all good businessmen 
to get together as often as pos- 
sible and make the most of their 
meeting.” 


definitely 
Manager 
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scooter has to date tallied almost 
exactly with the map estimates. 
A meter reading of 1,500 miles 
was only four miles off from map 
figures. 

“In the typewriter rental busi- 
ness,” says Mr. Anderson, “deliv- 
ery cost is a great item. Indica- 
tions at present, since we put this 
accurate mileage check stuff into 
operation, are that we have been 
placing rental typewriters in a 
lot of unprofitable spots. Our 
thought now is to concentrate on 
the areas from which we can get 
the greatest number of rentals 
within a given distance. One type- 
writer off by itself in an outlying 
area is not profitable and we 
have adopted the practice of mak- 
ing a delivery charge in such iso- 
lated areas while we may make no 
charge in the same zone in an 
area where we have a volume of 
rental business. Of course the 
point is this—in one area we can 
kill only one bird with one stone 
while in another we can kill sev- 
eral with one stone. 

“It took a long time to bring 
this map to the present point of 
perfection and we can get it 
slightly more accurate yet in a 
few spots, I think. Whatever time 
it took and however much mid- 
night oil it required I know it will 
pay for itself many times over in 
a year’s time. I do not know how 
many firms renting typewriters in 
our area are eating up their 
profits with pick-up and delivery 
costs but I am satisfied there must 
be a great many.” 


Brevities on the Art of Selling 
Late, 





able, but not a coward. 


ex perience. 


The eighth of a series of short articles in which 
“The Skipper” takes his dividers in hand and 
charts a sales course based upon long, practical 


"GS. St to Win Ie” 


EN are great or small according to their ability to think constructively. Salesmen 

should have a reason for every call and know what they want to do before they do it. 
Priorities are not a control over brains. The kind of facts you have are as important as 
the brains you have. Keep your mouth shut until you know what you are talking about. 
Have the kind of “pull” that takes up the slack on your part of the load. Be systematic, 
not automatic. Cultivate a real sense of responsibility. Sell what your company will deliver. 
Know what competition can substitute. Never let price be a dominating factor. Be reason- 


Do these things and you will probably be able to “get the drop” on your prospect and 
end up a survivor instead of a casualty. 
Stripped of superlatives, a successful salesman is one that makes sales. You may know all 
the fine points of selling, but to make sales you must be a “self starter.” If you cultivate 
that function, your success will be in direct proportion to your determination that you are “in 


it to win it.” 
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‘Jrading Post” (apitalizes on Experience in 
RECONDITIONING OFFICE FURNITURE 


HE shortages of office furniture 

and equipment in many cases 
mean that the dealer who wants 
to continue these departments 
profitably will have to look into 
reconditioning and resale of used 
merchandise. Well - reconditioned 
furniture is playing a large role 
in the outfitting of new offices to- 
day—and can be readily profit- 
able, according to J. D. Freedman, 
president of the “Trading Post, 
Inc.,”’ New Orleans, La. 

Mr. Freedman has built up a 
unique business in selling new and 
reconditioned equipment to office 
renters. He went into the trade in 
New Orleans in 1936, and was the 
only office furniture dealer there 
to accept trade-ins for immediate 
resale at that time. Though the 
store carries complete lines of new 
furniture and equipment, it does 
60 per cent of its volume on re- 
conditioned merchandise taken in 
trade and purchased outright 
through judicious buying in busi- 
ness changes. The main window 
display is split equally between 
both types, and there are many 
customers who buy both new and 
used merchandise. None of the 
furniture is sold “as is,” according 
to Mr. Freedman, every piece be- 
ing religiously reconditioned and 
put in tiptop shape before going 
out. 

All work is done at the rear of 
the building by a three-man shop 
which contains complete wood- 
working equipment, metal refin- 
ishing and paint spray booth, a 


$1000 inventory of hardware and 
trim, and modern mass production 
methods which make it possible to 
move furniture through swiftly. 
Not all the work is done in the 
shop; however—for example, old 
Steel files which are difficult to 
Straighten and refinish go to a 
sheet metal shop nearby, where 
they are “boiled down,” paint is 
cleaned up, and hardware re- 
placed throughout on a flat-rate 
basis. Walnut desks are sanded 
down to the bare wood in the 
Shop, refinished with factory 
paints or varnishes, and all hard- 
ware is replaced. All chairs and 
tables which come in are simi- 
larly treated, new leather cushions 
being placed on every chair using 
them, and the rungs taken out 
and planed if badly worn. “Our 
idea is to make every piece of 
furniture look just as it did when 
it came from the factory,” Mr. 
Freedman explains. “Which is the 
only way it is possible to keep the 
business on a high-class plane. 
We sell banks and insurance of- 
fices just as we do coal yards and 
small lumber firms—and can meet 
the specifications of new furniture 
if we are required.” 


Office Machines Are Also Re- 
conditioned 


Furniture and files aren’t spe- 
cialties, however. Along with these, 
the Trading Post has a large busi- 
ness in office machines repair, 
largely “farmed out” by contract 
to a group of expert mechanics 


whom Mr. Freedman keeps on list. 
These men, many of them physi- 
cally handicapped or too old for 
regular shop work, can turn 
out calculator, adding machine, 
typewriter and other complete 
repair jobs rapidly, and show an 
excellent profit for the store. Mr. 
Freedman hunted up each one on 
his own hook. He takes sSatisfac- 
tion in the thought that he has 
helped many men to earn their 
livings who otherwise would be 
unable to do so. Since the war be- 
gan he has lost half a dozen staff 
members to armed forces and 
maintenance divisions, but still 
can handle the volume efficiently. 

The stock of used merchandise 
which lines one side of the store 
has been obtained from trade-ins, 
from buying from other dealers 
who have no reconditioning facili- 
ties, and from a classified adver- 
tisement which Mr. Freedman 
runs daily offering to buy entire 
office furnishings. There is noth- 
ing “cheap” about the way they 
are shown, or the methods used to 
buy and sell. Mr. Freedman con- 
siders his service essential at all 
times, particularly during the war, 
and has set a minimum profit plan 
whereby a legitimate mark-up 
after the cost of reconditioning is 
absorbed remains for the Store. 
“We attempt to achieve the same 
50 per cent mark-up profit as on 
new furniture,” he said. 

During the first two years he 
was building up the shop business, 
he advertised continuously in New 








AUGUST, 1942 


Orleans newspapers; afterwards 
he eliminated this expense as 
word of the service spread around 
by mouth to mouth. His recon- 
ditioned furniture business helps 
him in selling new office equip- 
ment, supplies, etc. 

All lines are sold by two outside 
salesmen, one specializing in office 
machines and the other on furni- 
ture. Mr. Freedman makes all ap- 
praisals himself, visiting whatever 
source his salesmen uncover, and 
allowing an amount based on the 
probable selling price, less cost of 
reconditioning. Relatively higher 
allowances allow him to obtain 
better merchandise; consequently 
he often strains a point to make 
his price worthwhile. 


Filing Cabinet Demand Is Strong 


Since the war began the de- 
mand for files has been unprece- 
dented. “Even in normal times 
the file supply is always short,” 
Mr. Freedman indicated. “This is 
true because when a man goes out 
of business he usually takes his 
file to his home. There are thou- 
sands of them out in homes to- 
day, files that we are trying to buy 
by offering good prices. Basically, 
of course, we are buying those left 
over when business firms close up 
because of the war. We purchased 
105 files in two months from home 
owners, most of them readily re- 
saleable, as well as. many more 
from business closings.” In many 
instances, Mr. Freedman has 
bought the same file two and 


three times, reselling and recondi- 
tioning it each time. 

A steady source of profit which 
he emphasizes for office furniture 
dealers is rentals. They represent 
a big slice of the Trading Post’s 
revenue. “We rent furniture for 
elections, convention headquar- 
ters, meetings, political programs 
and other uses,” he said. “Since 
New Orleans is a large convention 
center, we can move every piece 
almost as fast as it is released.” 
Thirty desks and the same num- 
ber of tables have been in and out 
of the store during 1942. For 
rental charges, Mr. Freedman fig- 
ures the quality of the furniture 
plus the length of time it will be 
used, making the average charge 
of 15 per cent of the value for 


“SOFT-HARD” WOOD 
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every three months. A $25 desk, 
for example, rents for $3.50 a 
month. Some furniture has actu- 
ally paid more by rentals than in 
selling. There are dozens of of- 
fices renting Trading Post furni- 
ture which have more than paid 
for them, but insist on renting 
since they are subject to removal 
to another city on short notice. 

An interesting fact in connec- 
tion with rental business is that 
Mr. Freedman loans furniture free 
to deserving organizations such as 
the Red Cross, which has scores 
of pieces in use right now. “I 
could use every piece, but haven’t 
the heart to call them in,” Mr. 
Freedman grinned. “And that’s 
one small way to help in the win- 
ning of the war.” 


PUZZLE CLEARED UP 


N ARTICLE entitled “When ‘Soft’ Woods Are Hard,” which appeared 
on page 23 of the July issue, resulted in the receipt of a clarifying 
comment from E. T. Weis, president, The Weis Manufacturing Company, 


Monroe, Mich. 


The article in question dealt with the confusing manner in which 
so-called hard woods are not always hard nor so-called soft woods soft. 
While admitting that the classification of woods may be confusing 
and, as such, sometimes illogical, Mr. Weis clarifies the situation in the 
following words for the benefit of those who may still be puzzling over the 


July article: 


.. There is really no reason why the woods should be confusing 


even though seemingly illogical. 


“The explanation, which straightened me out on this question some 
years back, makes the answer easy and was told me by an experienced 


lumber man. 
“All lumber from coniferous 
wood by lumber men. 


All other woods are hard woods. 


or cone-bearing, trees, is classed as soft 


Consequently, 


density of the wood itself does not connote or classify it as hard or soft.” 
And there you have the explanation. 

















GF SHELVING INSTALLATION MADE FOR CARACAS PUBLIC MARKET.—This equip- 
ment was sold to Gobernacion del Distrito Federal in Caracas, Venezuela, by Represen- 


taciones Esquivar, 


General 


Fireproofing Company shelving distributors in Caracas. 


Standard GF shelving design is used for the principal construction of the meat stalls 
and each individual merchant is provided with his own stall in this public market. 
Counters are also made of GF construction, the steel tops being overlaid with large 


pieces of marble which form a working surface. 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 





VERY reader response to last 

month’s BUSINESS BUILD- 
ERS’ invitation to the IDEA EX- 
CHANGE, in addition to each 
respective contribution, carried 
with it a direct reference to page 
10 of July 1942 OrricE APPLIANCES. 
In fact, many said they were 
framing this forceful, timely mes- 
Sage, captioned “NOW—AS 
THEN.” 

Thomas A. Edison’s message is 
ever fresh and vital, commented 
one prominent office furniture 
manufacturer; and an equally 
well known office outfitter noted 
that here was a key thought that 
gives us just the PEP we need 
right now to plow through those 
priorities and allocations and keep 
business efficient and sparking to 
pay taxes and thus do its part in 
the immediate war effort. “By 
PEP,” he added, “I mean just that. 
Let me give you a lead-off thought 
for your next month’s inspira- 
tional page—it is from a clipping 
I've had in my bill-fold many 
years. I believe a life insurance 
friend of mine originally gave it 
to me. Here it is; PLEASE USE 
IT:— 


““Pen” is anything 
that puts happiness in 
the heart, energy in 
the body, determina- 
tion in the soul, and 
indomitable courage 
in the will.” 


Truly the “Go Ahead” command 
from the most illustrious inventor 
the world has ever known is just 
as forceful, factful, and invigorat- 
ing as Kipling’s immortal “IF”: 
and in our humble opinion should 
be framed, posted, and constantly 
observed side by side. 

Speaking for our home town, 
FLASH, the official publication of 
the Advertising and Sales Asso- 
ciation of Spokane, published Mr. 
Edison’s message word for word 
and gave due credit to the maga- 
zine that exercised the ingenuity 
and service to bring it to the 
American business man’s full at- 
tention at this critical time in the 
proper conduct of office outfitting. 


In fact, all stores and factories of 
our country that are interested in 
the forward attitude and merited 
FUTURE! 


* * * 


The public relations policy of 
a well set-up office equipment 
store, of any worthwhile store, 
should be to be “courteous” even 
to job seekers. These people are 
usually in a very impressionable 
state of mind and, if treated right, 
will leave with a very favorable 
attitude toward the firm, even 
though turned down for a job. 
Good impressions, multiplied by 
tens or hundreds, add up to dol- 
lars—eventually. 


* * 


“Oblivion is always next door 
to mediocrity.”—Amos Parrish. 


* * * 


“A politician,” says Maxwell 
Droke, “is one who stands for 
what he thinks the voters will 
fall for.” 

The first letter this month came 
from an Arizona reader, who 
thought you would perhaps like to 
have his contribution to The Idea 
Exchange of BUSINESS BUILD- 
ERS. It, too, is inspiring to the 
hilt; and our contributor says he 
first read it in Abbograms and 
thought so much of it he had it 
reproduced for a business building 
blotter issued by his office furni- 
ture and typewriter service 
firm :- 

AN OFFICE 


An office is a funny thing; each 
morning certain men, 

And certain girls, and certain 
boys come into it again 

And hang their coats on certain 
pegs, their hats on certain hooks, 

And sit down at certain desks in 
front of certain books. 

They all have a certain work to do 
in just a certain time, 

Concerning certain dollars for a 
certain fixed per diem, 

And then at just a certain hour, 
in sunshine or in rain, 

They close their desks and hurry 
out to catch a certain train. 


An office is a tragic thing when 
that is all there is. 

When each one has certain work 
and certain way of his 

And wallows in a certain rut and 
never seems to see 

That there are certain other ones 
in life as well as he. 

For we would find a certain fun 
in certain other ways, 
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If we would give a word of cheer 
on certain busy days— 
When problems vex, when certain 
things require a helping hand, 
Would give a certain sympathy 
that mortals understand. 

An office is a pleasant place—at 
least, a certain kind 

That has a certain brotherhood 
where day by day you find 

Some neighbor with a new idea 
he’s glad to pass along, 

A certain sort of friendliness, a 
certain sort of song. 

There is a certain duty that we 
owe to other men 

To help them when they need a 
lift, to steady them again. 

An office can become in time, to 
man and girl and boy, 

A CERTAIN KIND OF FELLOW- 
SHIP, AND WORK A CERTAIN 
JoyY! 


* * * 


And another full thought comes 
clear from across the continent 
from a Delaware office furniture 
and business equipment engineer, 
as he signs his airmail dispatch. 
After commenting on the Edison 
graphic command, he gives you 
this favorite clipping of his that 
he originally observed in The 
Kodak Salesman, which gave 
credit to that pert publication, 
The Hallegram, for first putting it 
into concise, clear, complete, ef- 
fective and usable version: 


T IS not easy— 
To apologize. 
To begin over. 
To admit error. 
To be unselfish. 
To take advice. 
To be charitable. 
To be considerate. 
To endure success. 
To keep on trying. 
To avoid mistakes. 
To forgive and forget. 
To keep out of the rut. 
To make the most of little. 
To maintain a high standard. 
To recognize the silver lining. 
To shoulder a deserved blame. 
BUT IT ALWAYS PAYS! 

Let us execute Edison’s com- 
mand “GO AHEAD” right now 
and thus cooperate in our govern- 
ment’s all-out best prosecution of 
the war, with good business meth- 
ods substantiating it and paying 


for it. 
Ralph B. Ortel. 


ot ot ot 
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U. S. TREASURY DESIGNATED AS PURCHASER OF 

TYPEWRITERS FOR ALL FEDERAL AGENCIES 

Establishment of the Procurement Division of the 
Treasury Department as purchaser of typewriters for 
all Federal agencies, including the Army, Navy and 
Maritime Commission, and the institution of a quota 
system to govern Federal typewriter purchases was 
announced July 6 by the Office of Price Administra- 
tion. 

The revised procedure is contained in Amendment 
No. 3 to Revised Rationing Order No. 4 to the type- 
writer rationing regulations which also broadens the 
class of eligibles entitled to purchase used, non-port- 
able machines without application to Local War Price 
and Rationing Boards to include, in addition to 
Treasury Procurement, state and local governments 
and their agencies and persons acquiring typewriters 
for export under licenses issued by the Board of Eco- 
nomic Warfare. 

Under the amendment, which went into effect July 
8, all purchases must be made under quotas assigned 
by the Office of Price Administration and the War 
Production Board. All purchases, with the exception 
of those bought for export under BEW licensing and 
those made for the Army, Navy and Maritime Com- 
mission, will hereafter be subject to the prior approval 
of the Bureau of Government Requirements of the 
War Production Board. 

The amendment was made necessary, OPA officials 
said, by the fact that new typewriter production has 
virtually reached a standstill, with the bulk of the in- 
dustry now converted to the production of war mate- 
rials; and that future purchases of machines will 
have to be made from the stock of used machines. 
The quota system has been set up to insure that a 
residue of typewriters adequate to meet the needs of 
vital war industries will be left in the hands of manu- 
facturers and dealers after contemplated purchases 
by the government of several hundred thousand used 
machines are made. 

hd 


L-54-c AMENDED 

Production quotas for office machinery established 
under Order L-54-c do not include machinery not 
covered by restrictions on distribution imposed by the 
order. 

This was made clear July 18 in an amendment to 
the order issued by the War Production Board. L-54-c 
restricts production of all types of office machinery 
such as adding machines, dictating machines, ad- 
dressing machines, etc., and establishes production 
quotas until manufacture is completely cut off. 

Exceptions to the quotas include specially designed 
machinery in process at the time the original order 
was issued and also machinery which the manufac- 
turer is permitted to produce for a limited period and 
deliver without restrictions. 

In addition, the amendment clarifies the respective 
coverage of orders L-54-c and L-54-a. The latter 
regulates production and distribution of typewriters. 
The amendment specifies that List A of L-54-c—which 
establishes quotas for certain types of office machinery 
until December 1—includes “continuous forms han- 
dling machines, typewriter principle, having carbon 
paper handling devices constructed as an integral part 
of the machine.” That these do not come under 
L-54-a was indicated by interpretation No. 3 of L-54-a, 
issued on June 30. 

Other provisions of the amendment include: 


1. Machines used for recording purposes—except for 
the Army, Navy and Maritime Commission—now come 
under the quota restrictions established for dictating 
machines and collateral equipment. 

2. Quotas established for micro-film machines are 
applicable only if the machines are designed for 
office purposes. 

3. Delivery of office machinery to dealers for display 
or storage purposes is allowed if title to and control 
of the machinery remain with the manufacturer. 

4. Priorities for deliveries authorized on Form PD- 
423 for delivery to the Army, Navy or Maritime Com- 
mission are made more definite. 


CONSUMER SERVICES PUT UNDER PRICE 
CONTROL 

Wednesday, June 24, Price Administrator Leon Hen- 
derson transferred all consumer services connected 
with commodities—from shoe shining to the tuning of 
a church organ—from the General Maximum Price 
Regulation and placed them under a separate ceiling 
with special provisions to meet the distinct price con- 
trol problems involved. 

In Maximum Price Regulation No. 165—Consumer 
Service, which became effective Wednesday, July 1, 
Mr. Henderson set the highest prices charged iast 
March by each individual seller as a wartime ceiling 
over consumer services. 

While retail sales of services are the focal point of 
Regulation No. 165, the new order goes beyond the re- 
tail level by defining a “consumer service” as “any 
service when sold to an ultimate consumer other than 
an industrial of commercial user, whether sold directly 
or through any other person to such ultimate con- 
sumer, or integrated with further servicing sold to the 
person with whom such ultimate consumer contracts.” 
As pointed out editorially on page 26 of the July 
issue, the maintenance and repair services offered by 
stationers and office equipment dealers are mostly for 
commercial or industrial customers. In those cases 
the General Maximum Price Regulation applies. 
Otherwise the terms of Regulation No. 165 must be 
observed. 

All sellers of consumer services are required to keep 
existing records relating to actual prices charged dur- 
ing March 1942 (both of completed transactions and 
offering prices), as well as the pricing methods used. 

In addition, each seller must prepare on or before 
Sept. 1, 1942, and keep in his establishment for ex- 
amination by any person during ordinary business 
hours, a statement showing the highest prices he 
charged for consumer services supplied during March 
1942 for which prices were regularly quoted in that 
month; the pricing method, if any, which he regularly 
used during March 1942 and all the customary allow- 
ances, discounts and other price differentials. 

A duplicate of this statement must be filed on or 
before Sept. 10, 1942, with the War Price and Ration- 
ing Board having jurisdiction over his area. 

The new regulation contains no price posting re- 
quirements. 


o 
ORDERS FOR METAL SHELVING RESTRICTED 
FURTHER 

In order to prevent the manufacture of metal shelv- 
ing for any but the most important purposes, the War 
Production Board ordered manufacturers to accept no 
orders except those specifically authorized by the Di- 
rector of Industry Operations, subsequent to July 1. 
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Authorizations will be issued only for direct delivery 
to the armed services or Maritime Commission. 

This action was embodied in Amendment No. 3 to 
Limitation Order L-13-a, on metal office furniture and 
equipment. Manufacturers were notified by telegram. 

Prior to this amendment, shelving manufacturers 
were permitted to make during a three-month period, 
fifty per cent of the amount manufactured in a base 
period. In addition, they were permitted to accept 
orders from the armed forces provided delivery was 
made before July 15. 

The present amendment terminates the fifty per 
cent quota provisions, and prohibits the placement of 
new shelving orders except where the Director of In- 
dustry Operations authorizes them. 


o 
N.T.O.M.D.A. EMERGENCY COMMITTEE ASKS 
FURTHER CHANGES IN TYPEWRITER ORDERS 


At a meeting held in Kansas City on June 23 and 
24, action was taken in behalf of the Board of Direc- 
tors of the National Typewriter & Office Machine 
Dealers Association by its special Emergency Commit- 
tee requesting of Price Administrator Leon Henderson 
that an early hearing be given the committee for 
consideration of reasons and facts supporting advis- 
ability of revision of the Maximum Price Regulation 
No. 162, announced June 12. 

(This schedule of price ceilings on sales and rentals 
of used typewriters was published in the July OFrFricE 
APPLIANCES, On pages 28 and 29.) 

The committee also asked, in behalf of the board 
and the industry’s dealers, the freeing and release for 
sale of all non-portable machines manufactured prior 
to 1928 and all portable typewriters. Letters presenting 
these requests were sent to Mr. Henderson by Presi- 
dent Irwin Vincent after the conference, on June 25 
and July 3. 

In attendance at the two-day meeting were Presi- 
dent Irwin Vincent, Western Typewriter Company, 
Topeka, Kans.; Lamont H. Wood, Midwest Typewriter 
Company, Kansas City, Mo., chairman of the Board of 
Directors; James P. Ward, Reliable Typewriter & Add- 
ing Machine Company of Chicago, chairman of the 
Emergency Committee; Fred Carpenter, United Type- 
writer & Adding Machine Company, Washington, D. C.., 
vice-chairman of the committee; and Robert Ran- 
dazzo, General Typewriter Exchange, Kansas City, 
Mo., president of Kansas City Office Machine Dealers 
Association. 

Mr. Wood was host to the conference at his home, 
where he is convalescing from injuries received in an 
auto accident some years ago. The members spent 
several hours in meetings extending into the night, 
considering the problems of the dealer relative to the 
rationing of typewriters and the new price ceiling 
‘regulations. 

“In general,” said the committee in its resolutions 
which were presented in letter form to Mr. Henderson, 
“it is the feeling of the member dealers of our asso- 
ciation that the price ceiling schedule is well worked 
out; with few exceptions, is quite fair to the dealers 
and at the same time eliminates the possibility of 
undue speculation.” The typewriter section of OPA 
was commended for its “very splendid” work done on 
Regulations No. 162. Recommendations were sub- 
mitted, however, for some revision of ceilings on type- 
writer rentals and on sales prices of large carriage used 
machines and used portables, as well as asking for 
rationing release of typewriters manufactured prior to 
1928 and freeing for sale of all portable typewriters. 


Rental and Sales Price Increases Sought 


In asking for higher rental rates, the committee out- 
lined some of its recommendations and reasons in the 
following statement: 

“The rental of a typewriter is primarily a service 
operation. Costs of services have gone up materially 
since October, 1941. We feel that the rental ceiling 
should be set at $5.00 a month on commercial rentals 
and at $4.00 for non-commercial rentals. It has been 
the general practice of the manufacturers and dealers 
who gave the best type of service to charge more for 
the commercial rentals. We of the National Typewriter 
& Office Machine Dealers Association wish to encour- 
age a higher grade of rental service, and too low a 
rental rate tends to make this impossible. The rates 
here quoted are for standard carriage machines only. 
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“There is even more discrepancy in the rental rates 
for the wide carriage typewriters. Machines with 14 
inch carriages, which are grouped with the standard 
machines, should call for a higher rental rate because 
of higher costs for service and for higher original costs. 

“And the rates are also too low on the other wide 
carriage machines on rentals.” 

Setting higher maximums on the foregoing would in 
no way tend to standardize them as minimum prices, 
the committee declared, but would permit normal 
market conditions to maintain present practices, which 
would encourage good service. Some rentals are in 
defense industries that are ten to twenty miles from 
the servicing office, and many are as far away as 
twenty-five to forty-five miles. Additional charges ob- 
viously should be made available to cover the greater 
cost. 

“Rental rates on the brand new portable type- 
writers,’ continued the letter to Mr. Henderson, “are 
too low to allow a profit and are out of line with what 
has been the practice where new portables were 
rented in the past. The present regulation really ne- 
glects to mention the new portable rental rate and 
leaves it mandatory to rent it at a used machine 
figure.” 

Concerning the ceiling regulations on sales prices, 
the committee expressed hearty approval of what the 
OPA had accomplished on the whole, stating that in 
general these prices on reconditioned and rebuilt type- 
writers were in line with the maximum prices through- 
out the country. Nevertheless, said the committee, 
“While our dealers will be hurt considerably by the 
prices set on somewhat late model machines, the ex- 
tent of this is not such that we wish to ask for a 
revision. In the large carriage machines we feel that 
the difference in price is not adequate to cover the cost 
of rebuilding the 18 inch and larger machines, when 
it includes the difference in the original cost and 
higher priced parts for reconditioning or rebuilding.” 

Request for higher top price levels for sale of used 
portables was embraced in the following explanation: 
“In attempting to standardize the prices of used port- 
ables, the ceilings have been set too low to facilitate 
normal merchandising. For example, a new portable 
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N.T.O.M.D.A. EMERGENCY COMMITTEE AT KANSAS 
CITY, ON JUNE 23-24.—Standing, L to R: Fred G. Carpenter, 
vice-chairman of the committee, (of United Typewriter Com- 
pany, Washington, D. C.); Mrs. Irwin Vincent; James P. Ward, 
Chicago, committee chairman; Mrs. Lamont Wood, Jr. Seated: 
Robert Randazzo, president, Kansas City Office Machine Deal- 
ers Association; Lamont H. Wood, chairman, board of directors 
of the N.T.O.M.D.A.; Irwin Vincent, Topeka, Kans., president 
of the national association. The picture was taken in the 
home of Mr. Wood where the two-day meeting was held and 
where a large cake, inscribed with the three names, “Irwin,” 
“Jim” and “Fred” in honor of the visiting officers, was cut 
by Mr. Wood. 


typewriter that has been rented for 90 days or over 
becomes a used machine. The new machine carries a 
price of $57.77, including excise tax, but on the pay- 
ment of $7.50, or a little more, it becomes a used 
machine with a value of only $34.50 under the price 
ceiling for used machines. This is close to the whole- 
sale price of the machine, excluding transportation 
and excise tax.” The situation would tend to encour- 
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age selling to the public only the least desirable of 
the portables, thus evading the true purpose of the 
price control and rationing orders. 


Reasons For Releasing For Sale Non-Portable Machines 
Made Prior to 1928 and All Portable Typewriters 


The association’s request for the releasing for sale 
of all non-portable machines manufactured prior to 
1928 and for the release of all portable typewriters was 
presented in the letter sent Leon Henderson on July 3. 
Action freeing the machines made before 1928 was 
deemed advisable for the following three reasons: 

“1. Because these machines are not needed either 
by the government or the defense industries. 

“2. Because, by the release of these machines, thou- 
sands of substantial retail dealers will be enabled par- 
tially to resume business operations; which will tend 
to draw from homes and offices other machines that 
are not being utilized at this time and which in turn 
will be reconditioned and be available for general use. 

“3. Because the freeing of these machines, which 
would keep in business typewriter dealers who in many 
cases are competent mechanics as well, would help 
sustain operation of industries, schools, banks, and 
other necessary civilian activities; and would not dissi- 
pate this stock of machines, as they would be recondi- 
tioned and consequently always available if the gov- 
ernment ever needed them.” 

In support of these points it was stated that a good 
reconditioned typewriter is a durable article. Idle 
machines deteriorate faster than machines kept up 
and in use. Reasons given for this were warpage of 
metal and rubber parts, dissipation of machines 
through the loss of parts taken off to repair other ma- 
chines, and the rusting of metal parts on the machines. 

Concerning the request for release of all portable 
typewriters, the committee declared that to date there 
had not been presented a need for the dealers’ stocks 
of portables, hence these machines remain idle. It was 
stated that the Army and Navy have had sufficient 
supplies of these machines directly from the manu- 
facturers. 

The association hoped to obtain an early hearing of 
its contentions in the interest of alleviating the deal- 
ers’ problems. 

On July 20, H. C. Mansfield, associate price execu- 
tor, of Consumers’ Durable Goods Price Branch, OPA, 
stated in his address at the typewriter dealers’ con- 
vention in Pittsburgh that an order had been drafted, 
and would be announced within a few days, releasing 
from rationing limitations “some of the lighter model 
portable machines, together with stocks of obsolete 
models of non-portables.” The text of Mr. Mans- 
field’s talk is published on other pages of this issue. 


o 


NEW HIGH PREFERENCE RATINGS AND A 
RERATING SYSTEM ESTABLISHED 


Provision for rerating war orders and for applying a 
new series of high preference ratings is made in Pri- 
orities Regulation No. 12, and amendments to Priori- 
ties Regulations 1 and 3, issued July 3 by the Director 
of Industry Operations. 

The new ratings are AAA, AA-1, AA-2, etc., all of 
which will take preference over A-1l-a ratings. Here- 
tofore the highest rating has been AA, whose use was 
permitted only by special authorization of the Director 
of Industry Operations. This rating is now abolished, 
and all outstanding AA ratings are automatically 
changed to AA-2. 

The chief purpose of the rerating is to permit 
greater flexibility in the assignment of preference 
ratings to definite quantities of military and related 
non-military items, most of which have recently been 
either AA or in the A-1 series. It will permit use of 
top ratings for a balanced program of urgent war 
materials without seriously disturbing the pattern of 
ratings for other war and essential civilian orders. 

The new high ratings may be assigned either di- 
rectly by the Director of Industry Operations or by 
appropriate officers of government war agencies ex- 
pressly authorized to issue reratings. A special form, 
PD-4X, called a “Rerating Direction,” is prescribed for 
use where the Army, Navy or other government war 
agency rerates deliveries of war materials to be made 
directly to it. 
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Whenever a rerating direction is issued, it must 
include the Allocation Classification and Purchasers’ 
Symbols required by Priorities Regulation No. 10. The 
provisions of Regulation No. 10 and how it relates to 
the commercial stationery industry are referred to in 
detail on pages 28 and 29 of this issue. 


Rerating Orders 


A separate form called a “Rerating Certificate,” 
PD-4Y, is provided for use by a manufacturer whose 
deliveries to a war agency have been rerated, so that 
he may in turn rerate related deliveries to be made 
to him. The test for determining what deliveries may 
thus be rerated by a manufacturer or his suppliers is 
substantially the same as the test for determining to 
what deliveries an original rating may be applied or 
extended, as specified in Priorities Regulation No. 3, 
which was recently amended to provide a uniform 
standard in this respect. 

A manufacturer may apply or extend the rating to 
material which will be delivered by him on a rerated 
order, or physically incorporated in material so de- 
livered, or to restore inventories to a practicable work- 
ing minimum when material has been taken from in- 
ventory to fill a rated order. 

The new ratings may also be used by small com- 
panies for certai operating supplies which will be 
consumed in filling the rated order, up to ten per cent 
of the cost of materials to be processed, provided that 
not more than twenty-five per cent of such operating 
supplies are metals in the forms listed in Priorities 
Regulation No. 11. Such reratings may not be used 
to obtain operating supplies by any company whose 
use of the metals listed in Regulation 11 amounts to 
more than $5,000 in a quarter. Most such companies 
obtain ratings for their operating supplies under the 
Production Requirements Plan. 

Companies operating under the Production Re- 
quirements Plan are specifically authorized, like other 
companies, to apply or extend the higher ratings to 
rerate deliveries to themselves. but may not use the 
ratings to obtain greater quantities of material than 
they are authorized to receive on their PRP Certificate 
(Form PD-25A) or a supplementary certificate issued 
upon application on Form PD-25F or PD-25H. 

Priorities Regulation No. 3 is amended to conform 
to the provisions of Regulation 12, and the amend- 
ments to Regulation 1. The amendment to Regulation 
3 also modifies the previous provision with respect to 
simultaneous extension of several different ratings. 
Whereas previously a company having several differ- 
ent ratings to be extended to orders for the same 
material could put them all together and write one 
purchase order for the entire quantity, using the low- 
est rating for all of it, this will now be permitted only 
when it is not commercially practicable to rate and 
obtain the items separately. 
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“LEND-LEASE” TYPEWRITER SALES PROHIBITED 


On June 25, the Office of Price Administration issued 
the following release: 

“Rental of typewriters under schemes which permit 
the seller to collect the full price of a machine at the 
outset of the transaction or to accept payment in 
installments are in violation of typewriter rationing 
regulations, the Office of Price Administration an- 
nounced today. 

“The ruling was made as the result of so-called 
‘Lend-Lease’ or ‘Single Payment Lease’ plans adver- 
tised by certain New York devartment stores through 
which the customer pays the full price of the machine 
with the promise that he will automatically acquire 
title when OPA regulations permit. 

“OPA officials pointed out that even though the 
advertisements specify that the agreement will ter- 
minate if OPA orders the recall of typewriters and 
that a refund representing the balance over the rental 
charge will then be made to the customer, the es- 
sential features of this type of transaction have been 
consistently held by the courts to constitute a sale. 

“The sale of tynewriters, except to certain desig- 
nated categories of buyers, who must present ration- 
ing certificates issued by local War Price and Ration- 
ing Boards, has been prohibited since March 6,” 
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Cooperate With WPB—Treasury 
Typewriter Procurement Program 


@ DURING the past month the Procurement 
Division of the United States Treasury Depart- 
ment and the War Production Board launched 
a great nation-wide program to purchase 
550,000 used typewriters for the expanded needs 
of the Army and Navy, whose new machines 
are to be sent over seas. The Government will 
buy every machine built since January 1, 1935 
which the manufacturers, wholesalers, and deal- 
ers can recondition from their stocks. Since only 
about 100,000 of these used machines are in 
the possession of the industry, the others are to 
be purchased from the public. To facilitate this 
task, the plan calls for the manufacturers, their 
branches, and the typewriter dealers to act as 
Treasury Department buying agents. The Gov- 
ernment provides contracts setting forth the 
complete arrangement, with specifications and 
price schedules. 

The typewriter trade is urged to cooperate as 
fully as possible in this emergency. It offers an 
opportunity for direct service to the armed 
forces of our country. 

The manufacturers and their sub-agents have 
already signed contracts, and about 150 dealers 
signed at the recent convention of the National 
Typewriter & Office Machine Dealers Associa- 
tion held in Pittsburgh. W. M. Harris, chairman 
of the Office Machinery and Equipment Procure- 
ment Committee for all War Agencies, was 
present at the convention and explained the 
program. He said his division will do all the 
buying of used typewriters for all Federal de- 
partments, including the Army and Navy. In 
fact, for the duration, sales of non-portable 
machines are permitted only in accordance with 
OPA rationing regulations (certificates to war 
industry only) and to the Procurement Division 
(However, OPA has just issued an order releas- 
ing from rationing limitations obsolete non- 
portable typewriters and the lighter portables.) 

All dealers who are in position to recondition 
and rebuild machines should write for contracts 
to the Treasury Department, Procurement Divi- 
sion, Seventh and D streets, Washington, D. C. 

The program was announced to the dealers 
in a letter, dated July 3, from Robert LeFevre, 
assistant director of procurement. Enclosed 
were forms and copies of letters from Donald M. 
Nelson, chairman of the War Production Board, 
and from Mr. Harris. 

Mr. Nelson’s letter was addressed to 25,000 


largest users of typewriters, appealing to them 
to sell a portion of their machines to the Gov- 


ernment as a means of helping to solve the 
pressing problem by the plan he described. He 
pointed out that new typewriters available to 
the Army are so few that they have been re- 
stricted to use by combat units going over seas, 
where servicing is difficult. Navy combat unit 
requirements, he said, have been cut in half. 
The companies were asked to fill out inventory 
blanks covering their non-portable typewriters 
manufactured since January 1, 1935, and to 
replan their needs so that as many could be 
spared as possible. Mr. Nelson declared that 
Government offices were likewise doubling up. 

The letter by Mr. Harris revealed the plan as 
presented to the manufacturers, which was to 
srovide background information for the dealers. 


Carefully worked out procedures and price 
schedules have been prepared. As the large 
typewriter users report to the WPB the number 
of machines that they will sell, the Procurement 
Division will send to the “contractors” copies 
of the “offers to sell.” They or their representa- 
tives will inspect the machines and buy them 
for the account of the U. S. Treasury Depart- 
ment, at the scheduled prices shown on the 
inventory forms. The representative must affix 
to the front frame—under the space bar—in 
the seller’s presence, a decalcomania reading 
“Property of U. S. Government—Severe Pen- 
alties for Unlawful Use.’’ Forms are supplied to 
be filled in and signed by the seller. 

The Government agrees to pay for the ma- 
chines at the prices established as standard 
trade-in allowances by the manufacturers in 
their schedules dated February 1, 1941. Under 
these terms, the sellers will receive about $2.50 
more than the 1942 trade-in values on their 
machines. 

Payment to the sellers will be made by the 
contractors, and they will be reimbursed by the 
Treasury Department semi-monthly. Promptly 
upon the purchase of each typewriter, the con- 
tractor will inspect it to determine whether it 
requires cleaning, reconditioning, or rebuilding, 
to comply with the Government’s ‘Standard 
Specifications for Used Typewriters” issued July 
1, 1942. 

The contractors will be paid for their services 
on a basis of $6.00 for handling (“in and out” 
handling, packing, overhead, new ribbon and 
boxing, and for inspection and purchase of 
seller’s machine, and service guarantee); plus 
$5.00 for cleaning, $15.00 for reconditioning, 
and $20.00 for rebuilding standard machines; 
parts included. Price differentials are allowed 
for machines with carriages over 11 inches wide. 








Early reports indicate that the qualified deal- 
ers and manufacturers’ sub-agents are “going 
after this business.” Their efforts will soon be 
further supported by the Government’s appeal 
to the public, over the radio and in newspapers, 
urging all who can spare the desired typewriters 
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to sell them to their nearest procurement “de- 
pot.’”’ While the Government has the power to 
obtain the necessary procurement by compul- 
sion, it is hoped that, in the words of Donald 
Nelson, “this may be accomplished by purely 
voluntary means.” 


HERE AND THERE 





THREE IVAN ALLENS CELEBRATE FATHER’S DAY.—This picture of Ivan Allen, 
Sr., Lieutenant Ivan Allen, Jr., and Ivan Allen III, was published recently in the 
Constitution, an Atlanta, Ga., newspaper, and shows the three generations celebrat- 
ing Father's Day together. The elder Mr. Allen is chairman of the board of the Ivan 
Lieutenant Allen is attached to the Fourth 


Allen-Marshall Company, Atlanta. 
Corps Area. 


LAMONT WOOD PRESENTS 
CHIMES TO CHURCH 

When, for the first time in the 
history of the First Baptist church of 
Kansas City, chimes rang out from 
the tower of the edifice, the congre 
gation were reminded of the gener 
osity of Lamont H. Wood, founder 
and owner of the Midwest Type 
writer Company. 


For it was Mr. Wood who pre 
sented the chimes to the church and 
within a short time followed up that 
gift with another, which was a com 
plex electrical arrangement which 
permitted broadcasting the chime 
as well as the harp from the oraan. 


A year ago, in commemoration 
. “¢ \ “4 Fe 
his wife who died in 1931, Mr. Wood 
presented a five-foot bronze cro 
cf i 
and a set of huge candelabra fo the 
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MR. WOOD, who has been an invalid 

for a long period of time, is shown 

conducting his business from his bed- 
side in the family residence. 


OLD TIME PENCIL SHARPENER 
COMES TO LIGHT 


An ancient pencil sharpener which 
was manufactured in |890 by a firm 
located in Anthirm, N. H., has re- 
cently come to light and is an ob- 
ject of curiosity to those who see it. 

The device was found by the 





THE 1890 PENCIL SHARPENER 


Barnstable County Mutual Fire In- 
surance Company and came to the 
attention of H. M. Meserve Com- 
pany, Osterville, Mass. 

By placing a pencil on top and 
through the bottom hole (shown in 
the photograph) and moving it back 
and forth, the pencil was made to 
rotate and cut the point upon a file. 








E. Y. HORDER GETS A SINGING 
TELEGRAM. — Having achieved 
eighty-one years of youth, Edward 
Young Horder, who founded Horder’s/ 
Inc., in 1901 and still serves as presi- 
dent, was very agreeably surprised 
on June 27 to have a pretty Western 
Union girl step into his office and 
sing a birthday greeting to him. His 
natal day is June 28, but even “C.Y.” 
doesn't go to the office on Sundays, 
so the following message was sung 
to him on Saturday: 

We send this wish to you today 

As you go on life’s highway. 

May you have all the world can 

give, 
God bless you—Happy Birthday. 
Your friends and co-workers. 
The bouquet of flowers was pre- 
sented by the members of Herder’s 
Twenty-Year Club, composed of em- 
ployees whose terms of service run 
two decades or more. 
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NEW DESK LINE BY JASPER 

The Jasper Desk Company, Jasper, Ind., has an- 

nounced a new line of wood desks, models of which 

feature a new and patented wood typewriter pedestal 
and mechanism. 

Included in the line is the No. 

with the typewriter pedestal placed for 


178 which is shown 
use. The 
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THE JASPER No. 178 DESK 


pedestal is completely rigid and sturdily constructed 
and, in addition to being unusually easy to operate, 
is said to eliminate ninety per-cent of the noise of 
opening and closing. This typewriter unit is so con- 
structed that the size of the platform and its height 
from the floor have not been changed from these 
features in previous models. 

The pedestal mechanism is wholly contained in the 
door which is of the swinging type to offer privacy 
to the desk’s user and which, when closed, has the 
usual three-drawer appearance. 

a? 
OFFICE VALET BY VOGEL-PETERSON 

The Vogel-Peterson Company, 1823 North Wolcott 
avenue, Chicago, is introducing to the trade a new, 

















THE 3-U OFFICE VALET 


all-wood office wardrobe fixture in two models, the 
S-6 and the 3-U. 
The S-6 model is capable of containing all of the 


outer garments, overshoes and umbrellas of six per- 





sons, and is 21!4-feet in width. It keeps clothes in 
press and is open to air and light. 

The 3-U accommodates three persons to a running 
foot and is available in any desired length and is so 
constructed that it will fit in anywhere. 

Both units are finished in office green or walnut 
brown to match practically any type of business suite. 
Further details, prices, etc., will be supplied by the 
company on request. 


= 


C. & D. ANNOUNCES NEW CADO FASTENER 


The Cushman & Denison Manufacturing Company, 
135 West Twenty-second street, New York, N. Y., has 
announced a new paper fastener under the trade- 
name of the Cado No. 100. 

There are a number of advantages claimed for the 
new Cado, chief of which is the fact that through its 
use sheets can be turned over and flatly opened as 
with the use of a ring binder. It can be used as a 
binding in a “book” of papers and is equally efficient 



































THE CADO NO. 100 FASTENER.—The illustration shows two 
methods of using it for securing sheets. 


when utilized for fastening perforated sheets at the 
top or sides. 

The Cado comes in two sizes—one and two-inch. 
These styles are listed and priced respectively as the 
No. 100 and No. 102, selling at $1.00 and $1.15 per 


hundred. 
—_>-—- 


NEW CONTROL SYSTEM TACKS BY MOORE 


The Moore Push-Pin Company, 113 Berkley street, 
Philadelphia, Pa., has announced and introduced to 
the trade a series of tacks designed to comply with 
the control system prescribed by the federal office of 
Civilian Defense. 

“Incident” tacks for control maps have blue, red, 
yellow, green and white backgrounds with black num- 
bers of markings. “Service” tacks for control panels 
have the same colored backgrounds and in addition 
black, orange and one of white and red. Both series 
are available plain or numbered from one to 100, and 
in five sizes. 

The company is also announcing a set of tacks of 
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similar construction but for use of defense volunteers. 
These are named “Insignia” tacks and are available 
in three different sized heads, and of course bear the 
prescribed insignia for the type of volunteer such as 
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THE CONTROL SYSTEM TACKS 
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“fire watcher,” “medical corps,” “nurse’s aides corps,” 
“staff corps,” “drivers corps,” etc. 
ae 
COMMERCIAL’S “RIGHT-O-LEFT” TYPEWRITER 
PLATFORM 
The Commercial Furniture Company, 2739 West Chi- 
cago avenue, Chicago, has perfected and is introducing 
to the trade a new type of typewriter platform under 
the trade name of Right-O-Left. 
The new unit is made to fit any standard desk, 
single or double pedestal, wood or steel, new or old, 
with 11% to 14 inch pedestal opening. Other features 











THE NEW TYPEWRITER PLATFORM 


of the “Right-O-Left’” claimed by the manufacturer 
are: (1) Converts any flat top desk into typewriter 
desk, either left or right. (2) Clamps on quickly with 
no damage to desk. (3) Easy to install or remove. 
(4) Saves time and is always ready for use. (5) Rigidity 
provides smooth typewriter operation. (6) Prevents 
damage to the machine and gives no mechanical 
trouble. (7) No cost of upkeep. (8) Prevents accidents. 
(9) Gives 50 per cent more drawer space than pedestal 
typewriter desk. 

Illustrated material, prices, etc., are available on 
request to the manufacturing company. 

—>-—_____ 
NEW WOOD FILE BY MICHIGAN DESK 

The Michigan Desk Company, P. O. Box 392, Grand 
Rapids, Mich., is introducing to the trade a new wood 
filing cabinet which has been produced as the firm’s 
contribution to the national effort to conserve vital 
metals for war purposes. 

An unusual feature of the new unit, which is trade- 
named the Michigan file, is the fact that in addition 
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to the standard olive green finish to match existing 
steel files, it is also available in walnut or mahogany 
finish. 

Construction features include the following: 

Heavy glued block in corners, all drawer divisions 
dovetailed into frame, three-ply panels, heavy five- 
ply paneled top, three-quarter inch drawer fronts 
five ply, drawers dovetailed front and back, three-ply 
drawer bottoms, heavy hardwood cradle, fibre rollers, 
felt drawer stops and best quality enamel or varnish 
finish. 

The Michigan file can be furnished in legal or letter 





THE MICHIGAN WOOD FILE 


size and, at an additional cost, equipped with a lock- 
ing device. Each unit is shipped in a carton. 

The fibre rollers are part of the cradle suspension 
upon which the drawer operates. It is so strongly 
constructed that the drawer remains horizontal at 
all times, is non-binding and has adjustable follower 
block. 


o——e | 


NEW AND STRONGER PENCIL BY LINTON 


The Linton Pencil Company, Lewisburg, Tenn., has 
announced a new type of lead pencil which, by a 
special process of manufacture, is said to be forty 
per cent stronger (with relatively less chance of lead 





THE CONSOLIDATED BONDED PENCIL AND CONTAINER 


breakage) and made of a wood which cannot be 
splintered. 

Trade-named the Consolidated Bonded lead pencil, 
the unit gains its additional strength by virtue of 


the fact that the lead is cemented to the wood 
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casing by the firm’s exclusive bonding process. It is 
this feature, the manufacturer claims, which also pre- 
vents splintering of the wood. 


*—><« 


NEW WORLD MAP BY RAND McNALLY 


Rand McNally & Company, 536 South Clark street, 
Chicago, has announced a new and beautifully colored 
map of the world under the trade-name of the 
Cosmopolitan. 

The new map is done in eight rich colors, blended 
and shaded to simulate hand tinting, and effectively 
designed to create an appearance of fifteen colors. 

The map measures 52 by 34 inches and can be offered 
the customer in a choice of three ways, each ready 
to hang: (1) In sheet form with printed sandal- 








THE COSMOPOLITAN WORLD MAP 


wood frame in individual mailing tube, (2) mounted 
on heavy board with printed frame turned back to 
give framed effect and packed in individual carton, 
or (3) mounted on board and framed in natural wood, 
in individual carton. The prices for these respectively 
are $3.00, $5.00 and $9.75. 


—- 


F. & M. PRODUCES “MEMORIES” BOOKS FOR U. S. 
SERVICE MEN AND WOMEN 

Finch & McCullouch, Aurora, Ill., has created a new 
and timely line for stationers which is a series of 
books in which men and women of the armed services 
can permanently record their experiences in the pres- 
ent conflict. 

The series includes eight of the books, two of which 
are entitled “U. S. A. Service Memories” and the re- 
maining six “Memories.” All of the models are avail- 





THE SERVICEMAN’S MEMORY BOOK 


able in two colors, brown and blue (brown for Army 

and blue for Navy). And each is packaged in an 

attractive red, white and blue carton for mailing. 
Several sizes are available. 
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SENGBUSCH CREATES GLASS HANDI-PEN 
DESK SET LINE 
Designed to temporarily replace the firm’s Handi- 
Pen desk sets of rubber and Adapto and Gee-Jay desk 





THE GLASS HANDI-PEN SET 


sets of plastic, a new line of glass Handi-Pen desk 
sets has been introduced to the trade by the Seng- 
busch Self-Closing Inkstand Company, 2222 West Cly- 
bourn street, Milwaukee, Wis. 

Embracing all of the well-known features of pre- 
vious Sengbusch sets, the new units are of crystal or 
black glass which are impervious to ink acids. Care- 
fully designed and attractive in appearance, the new 
sets are practical and durable. A crystal top affords 
visibility of the ink supply at all times. 

There are two models in the line, a single and a 
double. The former, which embodies one ink supply 
and one pen, measures 434 by 314 inches. It can be 
had in three styles (1) crystal glass base and top, (2) 
black glass base and top, or (3) black glass base and 
crystal top. Iridium-tipped, gold-plated point or 14- 
karat gold, iridium point are available. 

The double set contains two inkwells and two pens 
which stand upon an attractive Woodfiber base, wood- 
grained and with brown finish. The single model 
ranges in price from $3.00 to $5.15 while the double 
set is from $7.50 to $11.80. 


—>e—___ 


NEW HONOR ROLL PLAQUE ANNOUNCED 


The General Exhibits & Displays, Inc., 1117 North 
Franklin street, Chicago, is introducing to the office 
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THE HONOR ROLL PLAQUE 


equipment and stationery trade a new and timely 
“Honor Roll” plaque. 

The unit is glass-fronted with an ornamental wood 
face moulded in embossed wood and finished in bur- 
nished bronze. The eagle is of durable cast composi- 
tion 114 inches thick in relief and also burnished 
bronze finished. The Masonite center panel is in light 
ivory. 

Individual name strips are embossed in blue letters 
on gold, and slide into slotted holders. The name of 
the organization is hand lettered in blue on a gold 
ribbon at the bottom. Special turn buttons on the 
back allow easy removal of the panel and the plaque 
comes with two hangers and in a wide range of sizes. 
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The Guest Book 


Wesley A. Stanger, Crawford, N. J., New Jersey agent 
for the Hunter Electro-Coypist, looked in upon us 
June 29th. In 1906 and 1907 Mr. Stanger was associ- 
ated with the late George H. Patterson, founder of 
OFFICE APPLIANCES, as editor. Since leaving the pub- 
lishing field Mr. Stanger has held several important 
positions in the office equipment industry, including 
that of Chicago branch manager for one of the leading 
typewriter manufacturers. For a few years he was 
engaged in public service in New Jersey, returning to 
the office equipment field for which his interest has 
never waned. 


Mr. and Mrs. Walter Forde, Forde Printing, Inc., 
Mankato, Minn., registered in the Guest Book on 
Wednesday, July 1. They had arrived in Chicago 
several days earlier to attend a wedding. Having 
lived in this city some years ago, social calls on old 
friends took quite a bit of time, but opportunity was 
found to make business contacts also and allow Mrs. 
Forde some moments for personal shopping. Mr. 
Forde reports a steadily growing business which is 
being built up a little more each month than the 
month before, despite the restrictions of present con- 
ditions. His business is a good example of what indus- 
try and enterprise can do even though circumstances 
are adverse. 


H. M. Carscallen, president Red Feathers Products 
Limited, San Francisco, was a visitor at the office of 
this journal July 1. He was on an extensive business 
trip which was to take him to New York and elsewhere 
in the East, also to the South and over to Havana to 
see some of his Cuban customers before starting his 
return. He reported attractive volume on stencils, 
inked ribbons and carbon paper. 


James H. Davison of Los Angeles signed the Guest 
Book July 6. He was in Chicago for the purpose of 
attending the July furniture market which consumed 
a week or more. Before returning to his territory, 
which starts at Denver, he called upon several manu- 
facturers he represents and particularly Jasper Office 
Furniture Company, Jasper, Ind., and Murphy Chair 
Company, Owensboro, Ky. He reported great govern- 
ment and defense demand for wood desks and chairs. 


H. L. Sizemore of Reliable Typewriter and Supply 
Company, Kansas City, Mo., visited with the office of 
this journal by telephone on July 8. His purpose in 
coming to Chicago was to buy machines. Arriving by 
plane early in the morning and leaving the same way 
at noon he did not have time to make a personal call 
upon us. He reported a lively rental business as well 
as a good volume on supplies incidental to typewriter 
operation. 


Kenneth W. Carr of Frye Manufacturing Company, 
Des Moines, Iowa, called at the office of this journal 
July 17. He was traveling with F. C. Frye, president 
of the company, with whom he expected to go on to 
Milwaukee after completing his Chicago calls. He was 
particularly interested in a new product the company 
had developed which is especially adaptable to plants 
engaged in the war effort. 

Jack Hallam, formerly manufacturers’ representative 
working in the fifth NSA district, was a visitor at the 
office of this journal July 23. Serving in an admin- 
istrative capacity with the Army Air Force, he was 
enroute from Dayton, Ohio, to San Bernardino, and 
took time between trains to call upon several of his 
old friends. He expects San Bernardino to be his home 
for some time to come. 

Carey Gregory, of Gregory Fount-O-Ink Company, 
Los Angeles, registered with the office of this journal by 
telephone July 17. His talk was cheerful and indicated 
that he had been able to take good care of his dealers’ 
requirements. 
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WARD NOW WITH WAR PRODUCTION BOARD 

James P. Ward, one of the best informed and most 
popular men in the typewriter industry, has been 
appointed Procurement Specialist, Office Machinery 
and Equipment Procurement Policy Division of the 





JAMES P. WARD 


War Production Board, with an office at 3324 Social 
Security Building, Washington, D. C. He is well qual- 
ified for the responsibilities of his new connection 
which was made through the recommendation of the 
National Typewriter & Office Machine Dealer Asso- 
ciation. 

In 1914 Mr. Ward entered the business of Typewriter 
Emporium, Chicago, then owned by E. W. S. Shipman. 
As sales manager he developed the business far be- 
yond its earlier volume. Later he and Mr. Shipman’s 
son bought out the elder Shipman and formed the 
Shipman-Ward Manufacturing Company. Upon the 
untimely death of Herbert Shipman he acquired full 
control and continued to expand his company’s ac- 
tivities. He operated the business until a few years 
ago when he sold it, shortly afterward becoming asso- 
ciated with Arthur Lyons of the Reliable Typewriter 
& Adding Machine Company. 

Because of his sales and organizing ability Mr. Ward 
was called upon frequently to address dealer groups 
and to participate in association affairs. As president 
of the National Typewriter & Office Machine Dealers 
Association he built up that organization to a strength 
it never had known before. His success led to his 
unanimous reelection. He has played an active part 


in nearly every N.T.O.M.D.A. convention. 
-salpillinlis Gcipea acta 


U. S. QUOTES HORDER’S ON PENCIL SAVING 

A recent issue of “Domestic Commerce,” an official 
publication of the U. S. Department of Commerce, had 
the following to say concerning Horder’s Inc., Chicago, 
under a heading of “The Pencil is Also as Mighty as 
the Sword.” 

“Horder’s of Chicago urges, as a matter of conserva- 
tion, the careful allocation of the stocks of mechanical 
pencils now in use or in the supply rooms of various 
organizations. 

“It is pointed out that production of these items 
will stop this summer so that their annual consumption 
of 2,800 tons of metal may be allocated to other pur- 
poses. This steel would be sufficient to produce 430,000 
three-inch shells. 

“So search your desks and get back into service all 
those pencils which may have become sidetracked. 
The saving of this ‘lead’ will assist materially in pour- 


ing more lead into the Axis.” 
- — 


FOTIS TO HANDLE PRIORITIES 

George W. Fotis, sales promotion manager of the 
typewriter division of Remington Rand, Inc., Buffalo, 
N. Y., last month was granted leave of absence from 
the division to help work on the company’s govern- 
ment priority problems for the duration. During his 
absence his work will be handled by H. E. Campbell 
and D. H. Dickson. 
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LIEUTENANT KAMMERER MEETS HEROIC DEATH 
FIGHTING SUB FROM SINKING SHIP 


Gloriously upholding the traditions of the U. S. 
Navy, which he joined just about three months ago, 
Chris Kammerer ordered his gun crew to abandon the 
torpedoed freighter on which he was on duty, and, 
with the help of the ship’s first officer, manned the 
deck gun and shelled the attacking submarine until 





THE LATE LIEUTENANT CHRIS KAMMERER 


a hit from the sub exploded ammunition stored be- 
neath the gun position. Both officers were killed in- 
stantly, and the ship sank at once. 

Lieutenant Kammerer was a native Philadelphian, 
and a member of the field force of The Victor Safe & 
Equipment Company, Inc. until joining the Navy. He 
is believed to be the first casualty in this war of the 
Philadelphia Stationers, or the Penn-Mar-Va Trav- 
elers Club. 

Eye-witness stories of the heroic exploit relate that 
the large American freighter, on which Lieutenant 
Kammerer was in charge of the gun crew, had picked 
up survivors of two other torpedoed ships before she 
was herself attacked. The first torpedo caused great 
damage and the order was given to abandon ship. 
Only one serviceable lifeboat remained for over 100 
persons, and the greater part of the crews were forced 
to jump in an effort to escape being drawn down 
with the sinking ship. The first officer and Lieutenant 
Kammerer remained on board and, when the sub- 
marine offered a target, opened fire with the deck 
gun. Four shells were fired before the ammunition 
explosion under their feet brought an abrupt end to 
the fight. 

Lieutenant Kammerer leaves a bride of seven 
months, Mrs. Katherine Barr Kammerer, and his par- 
ents, Mr. and Mrs. Edward A. Kammerer of 2208 South 
Twenty-first street, Philadelphia, as well as a host of 
friends in our industry. He had covered the Eastern 
Pennsylvania territory for The Victor Safe & Equip- 
ment Company, Inc. for about a year, and was formerly 
employed as a cost accountant. He graduated from 
St. Joseph’s College, class of °32 with the degree of 
Bachelor of Science. 

_——_ 6 


THE BIG CHICAGO RUBBER DRIVE.— 

Beb Goldblatt triumphantly leads 100 

Chicago high school lads on an inva- 

sion of the Merchandise Mart in search 

for rubber to be converted to the use of 

our armed forces. Mr. Goldblatt is seen 
at extreme right of picture. 
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DISTRIBUTION PATTERN ANALYSIS RECORD 


The George E. Cole division of Horder’s, Inc., Chi- 
cago, is offering to dealers for their own use and for 
sales to customers a pattern analysis record for 
determining the monthly sales pattern required by 
Priorities Regulation No. 10. The regulation, referred 
to in detail elsewhere in this issue, is concerned with 
the end use of products and establishes the allocation 
classifications system. The book provides columns for 
entering the dollar amount of each order within one 
of the five basic classifications—USA, U.S. Army; USN, 
U. S. Navy; LL, Lend-Lease; FP, other foreign pur- 
chases, and DP, domestic purchases. Within each 
classification are numerous sub-classification columns, 
as well as several columns with blank headings, to 
be filled in if necessary. 

Instructions for use of the book appear on the inside 
front cover, together with an example of the procedure 
used to determine percentages in the sales distribu- 
tion pattern in each of the five symbol classes. On 
the inside back cover is a list of numerical allocation 
classifications, such as aircraft production and mainte- 
nance, Class 1.00; ammunition production and mainte- 
nance, Class 5100; communications, Class 11.00; etc. 


—_>>- 


GOLDBLATT STAGES BIG CHICAGO RUBBER 
DRIVE 


Robert C. Goldblatt, president of the Star Typewriter 
Company, Chicago, and of the Chicago Typewriter 
Dealers Association, believes in action, no matter what 
he is handling. 

So, when Mr. Goldblatt realized that the govern- 
ment’s plea to the people of America to save all avail- 
able rubber was an urgent request, he rolled up his 
sleeves and went to work. 

Thus it was that one fine morning the Chicago Loop 
office buildings found themselves invaded by 100 en- 
thusiastic high school boys. These lads, headed by 
Mr. Goldblatt visited every building in the downtown 
district where, in response to an advance letter sent 
out, patriotic men and women had gathered all the 
scrap rubber they could find and had piled it into 
boxes in the lobbies of the buildings. It was reported 
that more than 100,000 pounds of the precious mate- 
rial was salvaged, all of which will be turned over 
to the National Salvage Program, a federal agency. 
The proceeds therefrom to go to the USO. 

One of the largest contributions to the drive was 
made by the Chicago Merchandise Mart where the 
lads assigned to that building were given a long rubber 
mat, originally used in the lobby. This item weighed 
400 pounds and originally cost $1000. 

Mr. Goldblatt is the father of two boys now serving 
in the armed forces, both of them voluntarily enlisted. 
One is serving with the Medical Corps “somewhere in 
Australia” while the other, who was formerly an ex- 
ecutive of the Royal Metal Manufacturing Company, 
is an aviation cadet in training at Kelly Field, Texas. 

Each of the lads employed in the drive was paid a 
daily wage of $2.00, and the entire sum of $500 was 
donated solely by Mr. Goldblatt. 
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GLOBE-WERNICKE PRIZE WINDOW WINNERS 
NAMED 
Globe-Wernicke dealers throughout the United 


States have just completed a successful window dis- 
play contest featuring office accessories and filing 
supplies, according to an announcement by C. W. 
Hamilton, sales promotion manager. “There were more 
entries than in any previous contest and more fine 
displays, too,” he stated. “Many dealers reported un- 
usual local interest because a patriotic theme such as 
‘Buy War Bonds’ and ‘Help the Red Cross’ was incor- 
porated in most of the exhibits.” 

Three dealers tied for first, second and third prizes 
for the group in cities of over 150,000 population— 
Horder’s Inc., Chicago; John P. Morton & Company, 





der’s, Inc., Chicago. This display tied for first, second and 

third prizes in cities of more than 150,000 population. (Lower) 

Parkin Printing & Stationery Company, Little Rock, Ark. This 

window won third prize in cities of less than 150,000 popula- 
tion. 


Louisville, Ky., and Franklin Printing and Engraving 
Company, Toledo, Ohio. Fourth prize was won by 
Marshall-Jackson Company, Chicago, with honorable 
mention going to Miles Fox, Inc., Detroit, Mich.; J. K. 
Gill Company, Portland, Ore.; Millington Lockwood 
Inc., Buffalo, N. Y.; Everett Waddey Company, Rich- 
mond, Va., and Schooley Printing and Stationery Com- 
pany, Kansas City, Mo. 

In cities of less than 150,000 population, Swan Mor- 
gan Company of Huntington, W. Va., again won first 
prize for the second successive year. Second prize 
went to American Printing Company, Galveston, Tex.; 


third to Parkin Printing and Stationery Company, 
Little Rock, Ark., and fourth prize to Twin City 
Printing Company, Champaign, Ill., with honorable 


mention as follows: Joplin Printing Company, Joplin, 
Mo.; Jacquin & Company, Peoria, Ill.; The White Com- 


wi 
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pany, Columbus, Ga.; Advocate Office Supply Company, 
Newark, Ohio; Redding Office Supply Company, Red- 
ding, Calif.; Elkins-Swyers Company, Springfield, Mo.., 
and Howard & Stofft, Tucson, Ariz. 


—- 





1,300 LBS. OF RUBBER.—In this pile is more than enough 
rubber to provide bulletproof lining to a big, long-range 
bomber gas tank. It represents voluntary contributions from 
offices of customers of Horder’'s Inc., in and around Chicago. 
Fred Jones, who directed the collection for Horder’s, estimated 
that the pile contained more than 100,000 pieces. This he said 
is the first lot. The collection was started three weeks in 
advance of the national drive and the company intends to 
continue it indefinitely. The box at the top of the pile is one 
of the type installed in each of the Horder stores for collection 
purposes. The rubber is to be sold to the Pure Oil Company; 
the proceeds to go to United Service Organizations. The young 
lady pointing to the receptacle is LaVerne Janetske of the 


Horder organization. 
<= <¢ 


HURLBUT SMITH IN 77TH YEAR 
Just as young as ever, and still deeply addicted 
to bowling, golf and trap shooting, Hurlbut W. Smith, 
president of L. C. Smith & Corona Typewriters, Inc., 
celebrated his seventy-seventh birthday on June 24. 
Mr. Smith is in excellent health and is not only 
active in the company of which he was one of the 





THE FLOWERS MEAN “MANY HAPPY RETURNS”.—Hurlbut 

W. Smith, president of L. C. Smith & Corona Typewriters, Inc., 

Syracuse, N. Y., celebrated his seventy-seventh birthday on 

June 24 and as a result found his private office heaped high 
with beautiful bouquets. 


founders, but manages to spend considerable time and 
thought in connection with civic enterprises. In this 
role he is president of the board of trustees of Syra- 
cuse University, president of the Syracuse chapter of 
the American Red Cross, president of the Onondaga 
Orphans Home, and president of the Syracuse Auto- 
mobile Club. 
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CONGER GOES TO WAR PRODUCTION BOARD 

At the urgent request of W. A. Adams, chief of the 
furniture industry branch, Division of Industry Oper- 
ations, War Production Board, L. J. “Ted” Conger has 





L. J. CONGER 
become chief of the metal furniture section for a 
period of four months or more. 

In addition to being the head of the important sec- 
tion of the War Production Board, Mr. Conger will 
also devote part of his time to conversion problems 
for the industry. The section of which he is chief 
embraces not only products coming under L-13-a, but 
all metal furniture items governed by L-62 and other 
curtailment orders. 

Mr. Conger is one of the best-known men in the 
office equipment industry. At one time he represented 
the Corona Typewriter Company and, later, L. C 
Smith & Corona Typewriters, Inc. In latter years he 
has been associated with Lyon Metal Products, Inc. 

It is understood at present that his duty with the 
federal government will come to an end on October 15 
of this year. 

*—- © 
JESSUP HONORED BY U.S. C. OF C. 

Edgar B. Jessup, president of the Marchant Calcu- 
lating Machine Company, Oakland, Calif., last month 
was elected to the board of directors of the United 
States Chamber of Commerce. 

Mr. Jessup will serve as a director of the tenth 
district of the organization, representing California, 
Oregon and Washington, and the term of office will 
be two years. He succeeds Albert C. Mattei, president 


of the Honolulu Oil Corporation, who becomes a vice- 
president of the national chamber. 


J. EDWARD RICHARDSON INCORPORATES 


The old Baltimore house of J. Edward Richardson & 
Company, stationers, has announced to its customers 
and friends that the firm has been incorporated under 
the name of Richardson, Inc., and will continue, with- 
out change of personnel, at its present location, 313 
North Charles street. 

The firm was founded sixty years ago by J. Edward 
Richardson, grandfather of the present members of 
the business and, under the elder Richardson as well 
as his son, Earle C. Richardson, now deceased, was a 
familiar sight on Baltimore street for a number of years. 
The firm moved to its present location on Charles 


street in September, 1939, under the direction of 
Donald C. and Earle Richardson, grandsons of the 
founder of the business—WRT 

i ¢ 


PFAU JOINS GLOBE-WERNICKE 

The appointment of Howard L. Pfau as district rep- 
resentative for The Globe-Wernicke Co. in Michigan 
and Northern Ohio has been announced by Harry 
C. Anderson, general sales manager. He succeeds 
George B. Blaine, who recently received a commission 
as an ensign in the U. S. Navy. 

“Mr. Pfau is widely known in the office equipment 
industry,” states Mr. Anderson’s announcement, ‘and 





H. L. PFAU 


has a thorough knowledge of the problems confront- 
ing dealers in these unusual times. He spent a few 
weeks of intensive training at the factory in Cin- 
cinnati before starting on his first swing through the 
territory.” 
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NIEMANN IN 50TH YEAR WITH FELT & TARRANT 

Here’s an inventor who has never built a mouse trap, 
doesn’t have long flowing hair and is not the least 
bit eccentric. He is Fred Niemann, who has just com- 
pleted fifty years’ service as an inventor with Felt & 


Tarrant Manufacturing Company, makers of the 
Comptometer adding-calculating machine. 


In case you’re wondering just how he “cooks up” 
his many complex inventions, Mr. Niemann offers this 





INVENTOR NIEMANN AT HIS DESK 


explanation: “Inventing is something like planting a 
seed. First, I arrive at the seed of an idea; then I 
start thinking. The more I think about the idea the 
faster it develops and grows. When I leave the office 
I take my problem right along home with me. I eat it, 
sleep it, dream it, live it! Not until I am able to 
visualize the mechanism in my mind do I attempt to 
sit down at the drafting board to put it down on paper 
and later make a working model. Often I’ll have half 
a dozen different ways to do a job. Then it’s a 
matter of deciding which idea is the most practical 
from a manufacturing viewpoint. Often the job of 
fitting the improvement into the machine is more 
difficult than conceiving the idea originally.” 

In 1904, D. E. Felt needed a man to head up the 
invention department of a subsidiary organization, 
the Comptograph Company, and selected Mr. Niemann 
because of his training and engineering ability. It 
was just the opportunity he was seeking. Among his 
important early inventions were the electric Compto- 
graph drive, the automatic ribbon reverse (the first 
device ever made which would automatically start the 
ribbon spool operating in the opposite direction), the 
cipher cut-out, and numerous other improvements. He 
returned to Felt & Tarrant Manufacturing Company 
in 1915. 

“It can’t be done,” maintained President Felt at a 
conference in which Niemann suggested that perhaps 
something could be done to lighten the keystroke of 
the Comptometer. That was a challenge to the in- 
ventor who, shortly after Mr. Felt’s death in 1930, 
tackled this problem in earnest. After several years 
of patient testing and experimenting with different 
metals, gears and improved trains of mechanism, he 
finally accomplished the desired results—a smooth, 
light keystroke. 

At sixty-four, despite the fact he has the distinction 
of being Felt & Tarrant’s oldest employee from stand- 
point of service, Mr. Niemann’s mind is young and 
extremely active. Why, right now he’s working on— 
we almost forgot; the work of an inventor is ‘“sh-sh.” 

<>< 
VISIBLE INDEX OPENS NEW SHOWROOM 

The Visible Index Corporation, makers of Visirecord 
filing systems, last month announced the opening of 
a new display room at 535 Fifth avenue, New York, 
N. Y. In the new quarters a complete display of the 
firm’s products will be maintained for dealers and 
visitors. 
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MORGENTHAU ADDRESSES IBM WORKERS 

The United States government is now spending a 
little more than $1 a day for every man, woman and 
child in the country, and approximately $4,500,000,000 
must be raised each month for the rest of this year, 
Secretary of the Treasury Henry A. Morgenthau, Jr., 
declared last month at the International Business Ma- 
chines Corporation Poughkeepsie plant in a ceremony 
in which, for the first time, he personally presented 
certificates of merit to sixteen industrial and business 
organizations with records of ninety per cent or better 
of total employee participation in buying U. S. War 
Savings Bonds by means of the voluntary payroll de- 
duction plan. The ceremony, which occurred during 
the lunch hour, was attended by officials of the six- 
teen organizations and by all employees of the IBM 
plant, which was in operation today. 

Employees in all IBM plants in the United States 
are participating 100 per cent in buying of War Bonds, 
Charles A. Kirk, vice-president in charge of manufac- 
turing of IBM, announced in reading a message from 
Thomas J. Watson, president of the company, to Secre- 
tary Morgenthau. The plants are located at Endicott, 
Rochester and Poughkeepsie, N. Y., and Washington, 
Dp. S. 


—e—_ 





URAL H. DAVIS has recently joined the Old Town Ribbon & 

Carbon Company, Inc., Brooklyn, N. Y., as a factory repre- 

sentative. Previously connected with the Parker Pen Com- 

pany, and Buxton, Inc., Mr. Davis has experience in dealer 

development and will concern himself with the administration 
of that type of work for Old Town. 


to 


NEW YORK CDVO IN DRIVE FOR WORKERS 
AND FUNDS 


The Civilian Defense Volunteer Office of Greater 
New York has launched a drive to secure several 
thousand civilian volunteers as well as a fund of 
$203,000 for the maintenance and continuance of the 
service. 

According to Lou Obstfeld, Markwell Manufacturing 
Company, the drive is being undertaken at the request 
of Mayor LaGuardia and Mr. Obstfeld is urging all local 
stationers and other members of the office equipment 
and supply industry to participate. He adds that all 
contributions should be made payable to James G. 
Blaine, chairman, CDVO, and mailed to Lou Obstfeld, 
200 Hudson street, New York, N. Y. 


——-——___ 


McDOWELL RETIRES AFTER 30 YEARS WITH UEF 


W. R. McDowell, branch manager of the Charlotte, 
N. C., office of the Underwood Elliott Fisher Company, 
and associated with that firm since October, 1912, last 
month announced his retirement from active duty, 
effective July 31. During his lengthy period with UEF 
Mr. McDowell has consistently maintained an enviable 
record as a salesman and executive and it was partly 
as a result of his record that he was given the man- 
agership of the Charlotte branch in August, 1931. Mr. 
McDowell will continue to reside in the North Carolina 
city. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch m charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

ork, wiil be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, June 1, 1942. 

A group of dealers in the office equipment industry 
were a few days ago discussing a very unusual subject 
“International Efficiency or National Snobbery” in the 
light of post war developments. On every side we see 
efforts being made to suggest a basis for post war 
reorganisation of a given industry. This particular 
group of men were very seriously considering the origin 
of the goods they would be called upon to handle in 
the post war period. Would they be of British manu- 
facture or mainly imported articles? 

The following is an outline of their theorising: 

In England we have endeavoured, for many years 
passed, to build up an entirely British industry, but 
it has been built largely on the foundations of the 
American imports. Such goods as we have made have 
not been original goods, but copies of lines which have 
already been well proven on the other side of the At- 
lantic. By saying “copies” we do not mean identical 
reproductions in every case, but cribs of the main idea. 
Many of these lines have been sold by the heavy 
waving of the Union Jack over the goods until the 
customer was sufficiently mystified with national snob- 
bery to give preference, irrespective of price, to goods 
of British manufacture. 

Although this movement was well under way and 
many excellent copies were either manufactured and 
marketed, or in the process of being manufactured 
and marketed, the movement was materially assisted 
by a few remarks passed by our Late King George V. 
and which were so twisted and distorted in the press 
as to read like a royal condemnation of all of those 
who thought first of efficiency and second of the flag. 
British made typewriters, however, which were then 
in their very early days of manufacture, were given 
such an uplift as to jerk them completely out of their 
stride. It certainly gave an artificial impetus to an 
infant industry which was already in its death throes, 
and when we say artificial we really mean that. The 
machines which were being produced at that time were 
nothing like so good as the American machines. They 
were not even comparable with German machines 


which, incidentally, were the heaviest and stodgiest 
typewriters ever made. 


The acid test was obviously 


that of the operator and if one could only cover the 
name plates up it was a well recognised fact that no 
operator, trying a machine, would have bought one of 
the British typewriters of that time in preference to 


one of the even lesser known American machines. But 
with His Majesty’s remarks our national snobbery 


awoke and with the feeling of national pride, many 
employers ordered British made machines, and or- 
dered their typists to operate them. Of course, gov- 
ernment departments were compelled to order British 
typewriters and many of the large national public 
companies were placed under the same obligation. 
It was, however, rather amusing to find that the 
“privileges to private secretaries” in these concerns 
were nearly always given a choice and the choice was 
never for British. 

That time, however, when Britain produced a very 
poor and somewhat inefficient typewriter appears now 
to have passed and the industry has so developed that 
very good typewriters are now produced in Britain. 
To some extent a similar situation exists in regard 
to other items of office equipment. At one time Steel 
furniture was nearly always imported, now it is almost 
entirely British. Some British calculators have been 
made here. It is to be admitted that like the type- 
writers they have not been particularly original and 
in their first attempt they have not been too free from 
the necessities of ‘service after sale,” but then, that 
is hardly to be wondered at. 

All this, however, brings us to the one question. 
Shall we, after the war, have a “Free International 
Market”? All these remarks in regard to British made 
goods apply equally to France, Switzerland, Sweden 
and, of course, very strongly to Germany. Germany 
has never been the home of anything very original. 

Calculating machines have always been quite an 
important output in Germany, but they were all copies, 
and the Germans never could make a good typewriter. 
They certainly used to build them strong and heavy. 
But a time pointer should be judged not on its weight 


Other Lands Section 
Continued on Page 90 
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PRIORITIES REGULATION NO. 10 


(Continued from page 29) 


DP 11.10 Telephone, $100, equals 1%. 
DP 11.20 Radio, $300, equals 3%. 
DP 11.30 Telegraph, $200, equals 2%. 
DP 14.00 Industrial Food Processing, $1,500, equals 15%. 
DP 17.10 Printing and Publishing, $300, equals 3%. 
DP 20.10 Metal Working Machinery, $200, equals 2%. 
“It will be noted in this compilation that certain 
subclasses as defined arrive at percentages less than 
5%. In accordance with the terms of this regulation 
no percentage less than 5% may appear. These per- 
centages may not be eliminated, but be grouped in a 
specified manner. Therefore, since in the example 
subclasses 11.10, 11.20 and 11.30 are each under 5%, 
but total altogether 6% they must be grouped and 
shown under main classification 11.00, 6%. In the 
example, DP 8.10 is over 5% and therefore must be 
shown as DP 8.10 and not as DP 8.00. 
“After grouping these small subclasses, therefore, 
this example reads as follows: 


DP 8.10 25 % 
DP 10.10 4% 
DP 11.00 6% 
DP 14.00 15% 
Dr 17.10 3% 
DP 20.10 2% 


“Note that at this point we have three sub-classifi- 
cations, 10.10, 17.10, and 20.10, each of which is less 
than 5%. These may not be shown as main classifica- 
tions, but must be pro-rated over the classifications 
which are in excess of 5%. Thus these three small 
sub-classifications are pro-rated over the others and 
added thereto after such proration. The example now 
reads as follows: 


DP 8.10 30% 
DP 11.00 1% 
DP 14.00 18% 


“This then constitutes the final pattern of the DP 
group of industrial users. The same procedure must 


be followed in the four remaining groups of symbols. 

“Now to complete the whole picture. Total volume 
is $10,000, all of which has been sold from shelf stock. 
Division of sales is as follows: 


*Retail sales as defimed.-........—-..ici es 25% 
WAR. ovvvesevesinvncctnahvoptbclni me 12% 
USN . Sl ciiciiog lnc ance ee 8% 
DP Industrial Users....... sivcnduniee eee 55% 


“Since retail sales, as defined, are to be included in 
the pattern as DP with no allocation classification 
symbols, we have the following as the dealer’s inven- 
tory replacement pattern: 


USA 3.10 (etc.) obdoeel: ioe 
USN 650 (ete) 2.63... CS See 8% 
DP 8.10 satiny 30% 
DP 11.00 ack: on 
DP 14.00 succes ae 
|) | tet crit meemrr anes ey 25% 

100% 


“Since this pattern has been arrived at by a careful 
recording and classification of customers’ allocation 
classification symbols, it will naturally vary from 
month to month; therefore, the pattern should be 
checked by constant analysis of invoices on a monthly 
basis. It will not remain static. 

“While this may seem to be a rather complicated 
procedure it should be followed if merchandise is to 
be obtained for inventory since you, your distributors 
and your manufacturers will be able to obtain finished 
merchandise and raw materials much more easily 
when each user has his own correct pattern. The 
pattern of each concern depends upon the patterns 
furnished on the orders to it by its customers. This 
goes clear back to the eventual purchaser who, in 
turn, through his pattern, has given information as 
to the “end-use” of the merchandise. 


*See paragraph three under “Suggested Procedure Program.” 


THE TYPEWRITER GOES TO WAR 


(Continued from page 27) 


service must be typed. These are just a few examples of the vital 
part the typewriter plays in war. 

“American typewriter manufacturers are now producing guns 
and instruments. Certainly we need these guns and instruments 
more than we need typewriters. Therefore, the Army and Navy 
must obtain and recondition used typewriters to fill current needs 
from companies such as yours. Since the stocks of machines made 
in the last seven years, now in the hands of dealers and manu- 
facturers, will supply less than half the need, we ask your 
help NOW! 

“Through the U. S. Treasury, Procurement Division, we want 
to buy as many of your company’s typewriters, made on or before 
January 1, 1935, as you can possibly release for use by the Army 
and Navy. We will pay for them at the prices established as 
standard trade-in allowances by the manufacturers in their sched- 
ules dated February 1, 1941. Under these terms, you can realize 
now better than the present trade-in value of your machines. 

Please fill out the attached inventory blanks, telling us how 
many typewriters your company owns of each ‘age,’ ‘make,’ and 
‘carriage width.’ We ask then that you reappraise the real need 
for typewriters within your organization and plan to double up 
wherever possible. The Director of the Bureau of the Budget, 
Executive Office of the President, has issued instructions to all 
Federal Government Departments and Agencies to replan the use 
of all their typewriters. Double shift operation will be increased 
wherever possible so that the equipment made available through 
these measures may be utilized to best advantage in the war 
effort. You may be assured that government, too, is doing its part. 

“Arrangements have been made with all dealers and manufac- 
turers’ representatives to act as buying agents for the Treasury 
Department, the official government buyers of business equipment. 

“Your careful consideration and cheerful cooperation with this 
program is urgently solicited so that the necessary procurement 
may be accomplished by purely voluntary means.” 

A week later I followed up with an appeal through the press to 
these 25,000 business men. Candidly, gentlemen, the business men’s 
response has been terrible, so tomorrow, I'm sending a crack down 
letter to those who have a lot of typewriters but won't enlist them 
as volunteers. 

When requisitioning 
where we will go first. 


can have three guesses 
you know, if you refuse to 


starts you fellows 
In requisitioning 


sell at government's offering price-the government gives you half of 
the offer and concedes you the right to sue for more through the 
courts. That’s about what happens when a man working for you as 
a mechanic at $40 or $50 a week gets drafted at $50 a month into the 
Army. 

And now—so that you won't put me down as the scourge of the 
office machinery business—-let me tell you what we want you to do, 
and how you can keep on eating, as production soldiers. Getting 
the machines from the public requires your help. We want you to 
put your usual distribution machinery into reverse and act as official 
buying agents for the Procurement Division of the U. S. Treasury 
Department. The Procurement Division will contract direct with inde- 
pendent dealers who can qualify themselves, as we already have 
done with the six manufacturers, who acted on behalf of their 1800 
branches, dealers and agencies. Under the terms of this contract, you 
buy typewriters from the public at government schedule allowances, 
as agents for the Procurement Division. You give the seller an official 
government receipt, and apply in the seller's presence an official 
decalcomania label, reading ‘’Property of U. S. Government—Severe 
Penalties for Unlawful Use."’ You pay him, or agree to, your own 
money. Once every fifteen days you invoice the Procurement Division 
for all typewriters purchased, plus a handling charge of $6.00 for 
your services as buying agent, and to cover pick-up, boxing and 
delivery. You also include in your original invoice the cost of other 
services, $5.00 for cleaning, if a cleaning will bring the machine up 
to specifications; $15.00 for reconditioning, or $20.00 for rebuilding. 
We hope and believe we can keep every reconditioning shop in the 
country going full blast as war contractors. Such contractors will 
display the emblem of and be designated as “Official U. S. Type- 
writer Purchase Depots.” 

Point Five—Publicity Plans, How Government Backs You Up.—Up 
in Connecticut, when we send a contingent of boys off to war, we 
have quite a celebration—-a band and everything. For the typewriter 
send off, we've got a big organ, with every “stop” imaginable, from 
bells to Vox Humana and even “echo” devices. This publicity organ 
is all up in the Office of War Information, to tell the public about the 
typewriter’s part in modern war—you'll soon be hearing them in 
action from bombers, PT10 mosquito boats,—-from Ireland to Australia 

via the magic of radio. You'll read about it in trade papers—the 
press—-shoppers news--magazines—-movie shorts—-records to be 
played to “Service Clubs,” etc. 
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HORDER’S HOLDS ANNUAL GOLF OUTING 


Officials and employees, together with a large num- 
ber of guests gathered at the St. Andrew’s golf course, 
West Chicago, on June 28 for the annual golf tourna- 
ment of Horder’s, Inc., Chicago. 

The weather was good, the golfers were better than 
average and the array of prizes to be won was im- 
pressive. Thus when play started the greens and fair- 
ways witnessed a contest in which everyone was a 
golfer and there were no dubs. 

Wally Ozog, of Horder’s, came in with a score of 
84 to win the H. G. Horder trophy and the other win- 
ners, based on ‘the Peoria system, were as follows: 

Bill Boyd, Acco Products, Inc.; Harry Balch, Qual- 
ity Park Envelope Company; Stanley Knapp, Minne- 
sota Mining & Manufacturing Company; Frank White, 
Badger Paper Mills; Gordon Kickels, The Globe- 
Wernicke Co.; Fred Jones, Fred Cotter, George Kuh- 
fuss and C. H. Carlson, all of Horder’s, Inc.; Russ 


Carpenter, Sanford Ink Company; Ray Zyc, Associated 
Stationers Supply Company; Walter Snelling, Horder’s, 
Inc.; J. Lydiard, Associated Stationers Supply Com- 
pany; A. Hedman, Charles Bird, Homer Schulenburg 
and Frank Rainey, all of Horder’s, Inc.; Buz Garvey, 
Minnesota Mining & Manufacturing Company; V. 
Rogers, Victor Safe & Equipment Company. 
—>-—__— 
U. S. URGES INDUSTRIAL ADVERTISING 

Continued advertising during the war period to 
“maintain your priceless good will’ was urged upon 
industrial advertisers by John H. Morse, chief of the 
division of commercial and economic information of 
the Bureau of Foreign and Domestic Commerce, U. S. 
Department of Commerce, in addressing the three- 
day war conference of the National Industrial Adver- 
tisers’ Association which concluded July 1 in Atlantic 
City, N. J. 


“The advertising you do today,” he declared, “will 





STAFF MEMBERS AND GUESTS AT THE HORDER OUTING.— 
Those whose business connections are not given are asso- 
ciated with the company. 

1. Frank Rainey; Jack Lydiard, Associated Stationers Supply 
Co.; Chet Nickle and John Amato; Frank White Badger 
Paper Mills: Walter Ozog; Herbert Walsh, Ace Fastener 
Corp. 

2. S. Siedband; S. Waintroob, guest; Ben Gerber, George 
E. Fox & Co., Inc.; Harry Calvin, Wilson-Jones Co.; L. H. 
Smith, Frederick Post Co. 

3. Warren Rogers, Victor Safe & Equipment Co.; Bill Boyd, 
Acco Products, Inc.; Fred Jones and Arnold Hedman. 

4. C. Folkerts and Al Shermer; Russ Molloy, guest; Harry 
Horder. 


5. Homer Schulenburg, C. H. Bird, Harry S. Larson. 

6. Russell Carpenter, Sanford Ink Co.; Gordon Kickels, The 
Globe-Warnicke Co.; Dick Gingland, Esterbrook Pen Co.; 
Harry Balch, Quality Park Envelope Co. 

7. Joseph Corbino, Lester Johnston, Tom White. 

8. Karl Castle, Weis Mig. Co.; W. S. Snelling. 

9. Bob Overend, Eagle Pencil Co.; Tony Peters; Bill Dalton, 
stationers’ advertising; John Uden, Boorum & Pease Co. 

10. Ray Zyc, Associated Stationers Supply Co.; O. T. Stahl, 
Dr. Scat Chemical Co. 

ll. G. J. Aigner, G. J. Aigner Co.; Joe Domansky; Bob Vojta. 
Frank Mashek & Co.; George Kuhfuss. 

12. Louie Blocksom and K. Schultz; Ed Rohrs, Eaton Paper 
Corp.; R. Hanson; Harry Sturdevant, Ace Fastener Corp. 
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The LINE 
that can’t 
be matched 










Time is rubber! 
Streccm it 
by using 

PANAMA-BEAVER 


time-savers. 





MANIFOLD SUPPLIES COMPANY 
\I 2 Coast-to-Coast Dist 





Identified Ink and Fabric Products Whicl 
Meet All Possible Office Condition 


Ask your 
PANAMA or 
BEAVER man 
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MEMBERS AND GUESTS OF THE NEW a, a GOLF 
ASSOCIATION OBSERVE LADIES D 

1. Irving Sameth: P. Davies: Harry Yager or i Kahn, David 

Kahn, Inc.; R. J. Urmston, J. S. Staedtler Pencil Co. 

Mrs. Sam Kahn, Mrs. Julius Kahn, Mrs. C. Finck, Mrs. Louis Brown. 

Mrs. A. Cohen, Mrs. R. B. Sainberg, Mrs. H. J. Stern. 

H. Goldstein, guest; I. M. Levy. Art Steel Co., Inc. 

Charles Engstrom, guest: L. McCready, unattached; R. 

Parker Pen Co.; Julius Kahn, David Kahn, Inc 

. C. Bates. guest: George Suskin, guest; E. G. Gehring. American 

Paper Goods Co.; J. J. Bosworth. 

Henry Levy. Silver Staty. Corp.; Arthur Cohen, guest; R. A. Weis- 

senborn, National Pencil Co.; Dr. J. J. Friedman, guest. 

- James Stein, guest; R. B. Sainberg. L. Sainberg & Co.; M. A. 
Morrissey. American News Co.; L. H. Tavernier, Jr., Fulton Spe- 


cialty Co. 
9. H. Beazlie, guest; Eleanor Daugherty; Ben Abrahams, Royal Office 





Franz, 
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keep you tuned up for the bigger drive tomorrow, when 
it will be necessary for you to stimulate demand for 
products in the minds of millions and millions of peo- 
ple around the world. 

“Advertising has never yet received the credit which 
is its due for the part which it has played in the 


growth of maintenance of our free press and radio,” 
he added. 
A message from Secretary of Commerce Jesse H. 


Jones giving governmental indorsement of industrial 
advertising was brought before the conference by Mr. 
Morse. 

“Tf there were no other reasons why the Department 
of Commerce believes in advertising,” the secretary of 
commerce said, “the contributions to speeding war 
work, which the great commercial information indus- 
try of the country is making, would be sufficient ex- 
planation for our faith in this essential ingredient 


of a free society.”—BJ 
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pase) Pre ; P. L. Elias. 
yers, 


Premier Supply Corp.; Henry W. Bowman, American 


10. Leon 
Corp.; George Nicklaus, National 


Pencil Co.; J. Lewis, Silver Staty. 
Blank Book Co. 
ll. E. T. MacIntyre, Definance Sales Corp.; Betty MacIntyre: George 
F. Griffiths, Noesting Pin Ticket Co.; George Barber, Ray-O-Vac Co. 
12. Max Lowenstein, Universal Stamp & Staty. Co., Newark, N. J.; 


F. W. Callahan, J. C. Blair; George Fairchild, unattached; T. E. 
Davis, guest. 
13. Herman Price, Mrs. R. A. Kennedy, Mr. Kennedy. Henry Moedel, 


all of Eagle Pencil Co. 

14. M. Stuart, Barnes Ptg. Co.; E. G. Spatz, 
Book Co.; Charles W. Schatzlein, American News 
Barnes Ptg. Co 

18. C. P. Finck, Eberhard Faber Pencil Co.; Garrett Roberts, 
Roberts Rubber Co.; Louis Brown, Fberhard Faber Pencil Co.; 
G. Huber, Eberhard Faber Pencil Co. 


Roaring Springs Blank 
o.; D. Stuart, 


Weldon 
Fred 


N. ¥. STATIONER-GOLFERS OBSERVE LADIES DAY 
AT WESTCHESTER 

June 23 was the date and the Westchester Country 
Club, Rye, N. Y., the place where members of the New 
York Stationers Golf Association turned out in force 
for the annual observance of “Ladies Day” and set 
down a new high record for attendance at this gala 
event. 

Long before play was scheduled to start automo- 
biles began arriving at the club, the occupants thereof 
all dressed up in their best, newly-ironed shirts and 
snappy ensembles in honor of the fair visitors. Before 
the day ended there were well over 100 members and 
guests having the time of their lives. 

As soon as they arrived each lady and gentleman 
was escorted to the sports house where they received 
their coupon tickets and “information for the day.” 
From that point on it was up to them to make up 
their foursomes, get onto the first tee and show the 
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| to all buyers or users 
of ofhce or portable typewriters: 


A Var /ime Message lo: 


Susan Wood of Mansfield, Ohio 





W 
s 
Dear Susan: 
Probably you know it already . . . we 


can’t sell you that smart new Corona 
you wanted. Uncle Sam has ordered 
us to make few er Coronas, to sell those 
we do make only to Army and Navy, 
and to turn the rest of our factory, 
men, and machines over to making 
things our fighting men need. We're 
sorry, Susan... and likewise we're 
proud and glad. 

But Susan. ..don’t give up your good 
idea! Borrow or rent a typewriter, and 
learn to type—ow. Today, and for 
years ahead, this country needs lots of 
good typists. Your plan was smart. It 
still is smart... stick to it. We still say, 
*“Many a Career starts on a Corona!”’ 
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James V. Hammond, Purchasing Agent, Chicago, IIl. 





Corporal John Watts, Governors Island, New York 





v Dear 


Mr. Hammond: | 





Nobody dreamed of a rubber shortage 
three years ago, when you © ‘standard- 
ized’ your office on L C Smith type- 
writers. But when we tell you today 
that you can regrind your L C Smith 
rubber platens, and make them last six, 
eight, maybe ten years, you can certainly 
credit yourself with smart buying. It’s 
a feature most typewriters do not have. 

You probably know that we’ re keep- 
ing our service and repair departments 
going full blast at every branch office. 
We know how much you need type- 
writers, and although we can’t sell you 
new ones, we can certainly keep your 
present machines going. Proof? Well 
—I,C Smith Model 1, Serial 1, made 
in 1905, is in good operating shape 
right now! Why not have us work 
out a service program for you at min- 


imum cost? 





Dear Corporal: 


You’ re one typewriter user we can talk 
‘“turkey’’ to, because (within certain 
limits) we can still make and sell new 
I, C Smiths and new Coronas to the 
Army and the Navy. 

You already know something about 
the speed of both machines, and you 
know their record for standing up under 
hard use. Both were re-designed before 
war hit us—so you can be sure they’re 
equipped with all worthwhile operat- 
ing features. 

Here’s the point: you might be asked 
to express your preference (and again 
you might not!). If you get a chance, 
ask for an LC Smith or a Corona, as 
the case may be. You can take our 
word for it—for sound design, honest 
workmanship, and long-lived useful- 
ness, they are both outstanding. De- 
scriptive booklets free on request. 


Smith - Corona 


OFFICE 


PORTABLE 


Lypewriters 


L C Smith & Corona Typewriters Inc 


Syracuse New York 
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populace how good (or bad) they were with driver and 
putter. 

At noon, time out was called and everyone repaired 
to the sports house terrace where an excellent lunch 
was awaiting them. Then came a putting contest 
which produced more laughs than skill and the 
players then again devoted their attention to the 
serious business of smacking little balls around the 
beautiful grounds of the club. 

For the benefit of those who did not feel like golf 
in the afternoon the club authorities had provided 
fifteen tables for a bridge tournament which inspired 
some impressive playing as the various teams pro- 
gressed after every fourth hand. 

Towards evening the “come and get it” for the in- 
formal dinner dance brought an end to play and an 
eager rush for the showers. The dinner was first 
class, with the Jolly Coburn broadcasting orchestra 
providing excellent music for dancing. 

At the last recording the membership standing for 
points in the two classes of players was as follows: 

Class A: S. Kahn, 13.66-2/3; R. B. Sainberg, 12; 
D. A. Davies, 5.33-1/3; J. W. Tamany, 5; J. M. Kahn, 
4.83-1/3; C. W. Schatzlein, 4.33-1/3; F. G. Huber, 4; 
R. A. Kennedy, 3.33-1/3; W. D. Evans, 3; H. Hein, 
2.66-2/3; R. A. Weissenborn, 1.66-2/3; R. Franz, .66-2/3. 

Class B: Henry Levy, 15; M. A. Stuart, 13; H. W. 
Bowman, 9.16-2/3; I. M. Levy, 6.50; M. A. Dreyer, 
6.66-2/3; E. T. MacIntyre, 4.16-2/3; B. T. Sandner, 
2.00; G. F. Griffiths, 2; A. J. Pfaff, 1. 

The manner in which the ladies volunteered to make 
up the various committees for the big day won the 
applause and thanks of the membership as did the 
way in which the committees functioned. Those to 
whom unanimous thanks was due were: 

Ladies golf committee: Mrs. Robert Sainberg, chair- 
lady; Mrs. Fred Huber, Mrs. E. T. MacIntyre and Mrs. 
M. A. Morrissey. 

Bridge committee: Mrs. James E. Neary, chairlady; 
Mrs. Ben Josephson, Mrs. Charles W. Schatzlein and 
Mrs. R. A. Weissenborn. 

The ladies day committee, under the chairmanship 
of E. T. MacIntyre, was composed of George Griffiths, 
Fred Huber, M. A. Morrissey, Jim Neary, Tom Rudel, 
Bob Sainberg, Ray Urmston and Ray Weissenborn. 

*—- © 


WILEY HEADS CHICAGO INDUSTRIAL 
ADVERTISERS 
Blaine G. Wiley, assistant general sales manager of 
All-Steel-Equip Company, Aurora, Ill., was elected 





B. G. WILEY 


president of, the Chicago Industrial Advertisers Asso- 
ciation at the annual business meeting of that organ- 
ization held June 12. During the past year he has 
been serving as vice-president and chairman of the 
program committee. In this latter capacity he was 


responsible for some practical meetings so interesting 
that they drew overflow attendance. 
is a reward for well doing. 


His new office 
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MONROE HONORS BRITTEN ON 25TH 
ANNIVERSARY 

E. F. Britten, Jr., president of the Monroe Calculat- 
ing Machine Company of Orange, N. J., has just 
completed his twenty-fifth year with that company. 
A dinner attended by about one hundred of his asso- 
ciates was arranged in his honor in celebration of 
the anniversary. 

W. G. Zaenglein, president of the Monroe sales 
organization, was toastmaster, and presented the silver 
tea service which was the gift of Mr. Britten’s friends. 

In his response, Mr. Britten spoke briefly of the 
part which Monroe figuring machines have played in 





A 25TH ANNIVERSARY PRESENT.—Mr. Britten (center) ac- 

cepts from Mr. Zaenglein a silver tea service which was the 

gift of Mr. Britten’s associates. Vice-president W. R. Cum- 

mings is at right, while Malcolm Monroe, son of the com- 

pany’s founder, the late Jay Randolph Monroe, is seen in 
background. 


the business world in the past quarter century. “While 
the Monroe company is pushing its production 100 
per cent for the war program,” said Mr. Britten, “it 
is nevertheless definitely preparing for peace. When 
we win this war, and we will win,’ he continued em- 
phatically, “we will be in a better position than ever 
before to meet the needs of business for a complete 
figuring service.” 

Other speakers included W. P. Breeding, director of 
the Monroe company, W. R. Cummings, vice-president; 
W. R. Fisher, plant manager, listing machine division, 
and Leighton Forbes, eastern division sales manager. 

Several telegrams were received and read, among 
them one from Governor Charles Edison of New Jersey, 
sent “as a fellow industrialist in the Oranges com- 
munity” who has “watched with deep interest the 
progress of the Monroe company under your leadership 
since 1937 . and the vital role your company is 
now playing in the war program.” 

Mr. Britten joined Monroe in 1917 as vice-president 
in charge of manufacturing. Under his direction, the 
company’s line of figuring machines has been ex- 
panded from the single model calculator of twenty- 
five years ago to the wide range of models of calculat- 
ing, listing, bookkeeping and check writing machines 
of the present. His own inventive genius and tech- 
nical talent have had a large part in the development 
of this line of machines. 

For his scientific contributions in this field, Mr. 
Britten was recognized by the Franklin Institute of 
Philadelphia in 1932 with the award of the John Price 
Wetherill Medal for “remarkable improvements” made 
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Don’t tell me these things cost as much 





as a typewriter! 











Girt: But they do! I figure I’ve used over $115 worth 
of carbons and ribbons on my typewriter since you 
bought it, five years ago. And that’s about what you 
paid for it! 


Boss: Whew! Well, say—why didn’t you tell— 
what kind of carbons-—how can we cut... ? 


Girt: Now, calm down. Yes, there is a way to cut the 
cost of carbons and ribbons. And yes, I’ve already 
spoken to the Royal salesman about it. He’ll be around 
tomorrow. 


Boss: Ah-h-h, smart girl! But why talk to the Royal 
Typewriter man about carbons and ribbons? 


Girt: Oh, didn’t you know that the Royal people put 
out carbons and ribbons that are in the same class as 
their typewriters—the tops? 


Boss: Vo! But how can there be much difference 
between one carbon paper and another? 


Girt: You'd know, all right, if you were on the business 
end of a keyboard. Royal’s Park Avenue* lasts much 
longer than the carbon paper we've been using. That’s 
economy, the way this girl sees it. 


Boss: [1m-m-m. But why should Park Avenue last 


so long? 


Girt: The salesman explained that to me. Park Avenue 
is deep-inked. Instead of the ink just being on the sur- 





face, it is worked right down into the paper, too. 
Another reason is Park Avenue’s extension edge which 
enables each sheet to be reversed, top to bottom, so 
that all areas of the paper are used. 


Boss: Well, no wonder it lasts so long. But you 
can’t tell me there’s that much difference in ribbons! 


Girt: Yes, there is. Royal ribbons are made a special 
way so that they last longer and type better, too. 


Boss: /¢ all sounds good to me. Send the Royal man 
right in when he calls! 
. . . 
Call your Royal representative today. He can quickly show 
you just which kind of Royal carbon paper exactly fits your 
typing needs. 
Royal Carbon Papers and Ribbons are made by the Roy- 

type* Division of the Royal Typewriter Company. 


r 








Opnfe Avenue 


CARBON PAPER 








= wal 


Copyright 1942 Royal Typewriter Co., Inc. 





*#Trade Marks Reg. U. S. Pat. Off. 
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on the Monroe calculator, and in 1940 he received the 
Modern Pioneers award for his “outstanding contribu- 
tions to the improvement of the American standard 
of living” through his development of the calculating 
machine. 

Just as he did in World War I, Mr. Britten is making 
invaluable contributions to the war production pro- 
gram of World War II. Under his direction, research 
work is being carried on for the design of secret 
devices for the use of the United States armed forces, 
and one of his inventions has been approved and 
accepted by the U. S. Navy. The company is now 
devoting the greater part of its manufacturing facili- 
ties to the production of instruments for the air serv- 
ices of the U. S. government. 

Mr. Britten, a native of Jersey City, N. J., received 
his degree in mechanical engineering from Cornell 
University in 1907. He was connected with the L. E. 
Waterman Company previous to joining the Monroe 
organization in 1917. Upon the death of the company’s 
founder, Jay R. Monroe, in 1937, Mr. Britten was 
elected president. 

— et 
C.F.M.A. STUDIES WAR CONVERSION OF 
CHICAGO PLANTS 

The first concrete and full-scale program for con- 
verting Chicago’s furniture manufacturing industry to 
war production was adopted at a general meeting of 
the Chicago Furniture Manufacturers Association on 
June 18. Acting on advice from the War Production 
Board, the group unanimously approved the immediate 
formation of a pool of between ten and fifteen fur- 
niture manufacturers who are to be prime contractors 
for handling war orders, with the rest of the manu- 
facturers serving as sub-contractors out of this pool. 

This method was devised because the WPB stated 
that the Chicago furniture industry—by far the coun- 
try’s largest in one compact geographical area—is too 
big for all to become members of one pool. All bidding 
and allocation of contracts for the pool, termed the 
“Chicago War Wood Industries Committee,” will be 
cleared through the office of the association’s executive 
director, A. D. Gorrell, with quarters at Room 900, 7 
South Dearborn street, Chicago. 

Such technical advisers as may be needed will be 
employed, as it is the group’s intention to handle any 
type of war contract requiring wood. Organization of 
the pool’s details are being worked out with Charles 
Frey, Office of Production Management, Division of 
Contract Distribution, WPB’s Chicago office, after 
which names of the prime contractors will be released. 

A survey of the association’s facilities, conducted for 
the especial purpose of showing members’ potential- 
ities for conversion, was recently completed and taken 
to Washington by a committee. Composing this group 
were Adam Vignola of Alonzi Furniture Company, 
chairman of the entire conversion program; R. J. 
Silverman of Great Northern Chair Company; Harry 
Bergman of Butler Specialty Company; Leo Karpen 
of S. Karpen & Bros.; Floyd L. Bateman, chairman of 
the board, and A. D. Gorrell, executive director of the 
Chicago Furniture Manufacturers Association. 

- <=. 
COLUMBIA REPRESENTATIVES MEET 

Nine sales representatives of the Columbia Ribbon 
& Carbon Manufacturing Company, gathered last 
month at the main offices in Glen Cove, N. Y., for a 
general review of the firm’s sales and service activities. 

The subject of war order priorities was covered in 
detail and special provisions were made for furnish- 
ing advice and service to dealers handling priority 
orders for Columbia products. Those present also dis- 
cussed a marked increase in sales of the company’s 
recently-announced line of Non-Stick pencil carbon 
paper, and perfected plans whereby dealers may avail 
themselves of Columbia’s sales codperation in market- 
ing the new product. 





OFFICE APPLIANCES 


SUN SHINES ON UTILITY’S SIXTH ANNUAL PICNIC 


Because of the frequency of rainy days in June, 
members of the Utility Social and Athletic Association, 
composed of employees of The Utility Supply Com- 
pany and Utility Stationery Stores in Chicago, were 
greatly concerned about the kind of weather that 
would prevaid at their sixth annual picnic June 27. 


Not having sufficient faith in their own appeals to 
the weatherman, they called upon W. B. Elson, an 





. 


RANDOM SHOTS AT THE UTILITY SUPPLY COMPANY 
PICNIC.—Top row, left to right: Frank Giuntini just after 
walloping the ball for a home run, M. E. Wolf, W. B. 
Elson and Harry Hecktman. Bottom row: William 
Nagorsen and his granddaughter, Marilyn Hoffman; 
Gordon Kickels, The Globe-Wernicke Co., and two of 
his children, Mary Kay and John Gordon; Sam Sopoci, 
Utility's confirmed bachelor whose recent marriage is 
recorded elsewhere in this issue. 


honorary vice-president of the association, to offer 
his prayers of intercession. The result was a perfect 
picnic day at Opatrny’s Grove, Fox River Grove, IIl. 

After registration and lunch a number of races 
were held and then the big ball game of the day was 
staged on the flats near the river. Wolf’s Warriors 
defeated Hecktman’s Hustlers by a substantial score. 
Some said the reason was that Captain M. E. Wolf 
didn’t play with his team this year, simply directing 
their activities from the side lines. 

An interesting event of the afternoon was a tug- 
o-war for the ladies. With ten strong girls lined up 
on each side the signal to pull was given by Bob Ward. 
Then the rope broke. After the girls were picked up 
they consented to try again. When the rope broke 
the second time they decided they had had enough. 


At five o’clock the crowd assembled at the pavilion 
and participated in the drawing for prizes. Guests, 
manufacturers’ representatives, and employees all 
shared in the various drawings. 

Following an intermission for supper, the group 
assembled again at the pavilion for dancing to the 
music of Andy Sincus and his Troubadors. Waltz and 
jitterbug contests were conducted, to the entertain- 
ment of the crowd, and then an unusual event took 
place. Because twelve men from the Utility organization 
are now in service it was announced that pledges 
would be taken for purchases of war bonds to prove 
to the boys in service that their former fellow em- 
ployees were backing them up. Within a very short 
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KEEP THE PLANES FLYING 
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— speed and more speed 
is the constant objective— 
but always speed with the 
proper direction. The “will to 
do” for victory must be com- 
bined with coordinated knowl- 
edge and facilities. 

Never before has time been 
so precious and production as 
vital to our way of life. Acme 
Visible Scheduling and Pro- 
duction record systems enable 
you to take wise and timely 
action—prevent delays—in- 
crease efficiency—step up pro- 
duction. Acme Purchase & 
Stock record systems are com- 

anion coordinators that pay 
big dividends in time-saving 
and controlling the vast and 
varied supplies of material that 
must flow unceasingly to meet 
requirements. 


ACME VISIBLE 


Speed is the message of the “production line” 
—and—coordination spells speed— 


Production must continue to 
rise and costs be controlled. 
Acme Visible Record Systems 
speed and coordinate the many 
elements involved: 


MEN...MATERIALS... 
MACHINES...MONEY 


Acme’s technical experience, of 
over 25 years, specializing in 
Record Systems, is available—to 
the Armed Services, War Con- 
tractors and Manufacturers— 
to aid them in effecting econ- 
omies and short-cuts. 


Acme Visible Equipment is 
applicable to every kind of 
record and, when applied, 
multiplies the value of the record 
and, in addition, effects a sub- 
stantial saving in clerical time. 


RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE « CHICAGO, ILLINOIS 
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@ Thoroughly GF in design and carrying the same high standards in 
efficient operation and service, the new line of GF Wood Desks, Files 
and Tables are permitting the business office to extend its facilities. 


These are modern office tools... such as GF has always placed in the 


hands of progressive business... matched in appearance with other 


GF office items and providing the same high standard of efficiency. 
To the business office accustomed to GF standards, this new line 


of GF Wood Desks, Files and Tables will serve every purpose. 
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time the total figure pledged reached $8,537. It was 
announced that telegrams would be sent to the men 
in service telling them of the pledges. 

Arrangements for the day were handled by the fol- 
lowing officers of the association: Laddy Jirout, presi- 
dent; Flora Bell, secretary; Louis Schenk], Jr., treas- 
urer. That they handled their work well is attested 
by all who attended. 


—- 
NEW YORK 0O.M.D.A. MEETS 


A special meeting of the Office Machine Dealers As- 
sociation of New York, Inc., was held on June 18, at 
Hotel Kenmore. 

The meeting was called to discuss certain advertise- 
ments of department stores, which recently appeared 
in several New York newspapers. These advertisements 
stated that typewriters could be obtained on a “lease- 
lend” plan as. follows: 

The customer leases the machine at the regular 
retail price in effect on March 5. 

The machine remains in the customer’s possession, 
subject only to recall by the U. S. government, until 
the government regulations permit the presentation 
of a bill of sale. 

Should the machine be recalled, the store will refund 
to the customer the difference between the total price 
and the standard rental fee for the time the machine 
was used. In no case, however, will the rental fee ex- 
ceed the total price of the machine, regardless of the 
length of time the customer has used it. 

When these “ads” first appeared, President Fucci 
wrote to OPA requesting advice as to the legality of 
this plan. The regional rationing attorney of the OPA 
replied that the “ads” were not a violation of the OPA 
order. (On June 25 OPA ruled that the ads WERE in 
violation of typewriter rationing regulations.) 

Following a general and spirited discussion, it was 
decided that any dealer who wished to, could adver- 
tise the lease-lend plan of disposing of his machines, 
as an individual dealer, and not as an association. 

President Fucci read a letter received from the pro- 
curement division of the Treasury Department, in 
which the government offers to buy dealers’ machines 
at prices stipulated in the letter. A general discussion 
of these prices, as well as the ceiling on rentals, re- 
sulted in a committee being appointed to submit a 
protest of these prices to Leon Henderson. A copy 
of this protest is to be sent to National President 
Irwin Vincent who, in a telephone conversation with 
Mr. Fucci, shortly before the meeting, stated that the 
ceiling prices are satisfactory in his section of the 
country, but he wants opinions of various locals before 
making any protests to Washington. 

The general opinions of the members attending this 
meeting were that all dealers should write to their 
congressman protesting this price ceiling. 

ee 
HOWELL ADDRESSES OHIO STATIONERS 

Wirth Howell, a member of the Office of Price Ad- 
ministration, was the principal speaker at a meet- 
ing of the Stationers Club of Ohio on June 19 in the 
Carter hotel, Cleveland. 

Mr. Howell did an excellent job of explaining the 
new price ceiling structure as it pertains to the sta- 
tioner and the stationery industry and at the con- 
clusion of his address was warmly congratulated by 
the thirty-five dealers present. 

During the meeting the following resolution was 
unanimously passed and ordered sent to all Ohio sen- 
ators and congressmen: 

“The Stationers Club of Ohio goes on record as 
favoring the necessary legislation providing recourse 
and protection against increased costs and mounting 
overhead under the Maximum Price Regulation Act. 
Further, that such opinion be conveyed to the proper 
authority in a manner best fitting this policy. 

New Officers of the club are: 

President, William R. Diehl, Jr., Diehl Office Equip- 
ment Company, Columbus; vice-president and treas- 
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urer, Sidney Glueck, Genera! Office Supply Company, 
Cleveland; secretary, Ralph Pfeiffer, Roth Office 
Equipment Company, Springfield. 

Directors are Don Crile, Office Equipment Company, 
Canton; L. S. Crowl, Blade Printing & Paper Company, 
Toledo; E. R. Kochheiser, Cnarles Ritter Company, 
Mansfield; J. Kuresman, Pounsford Stationery Com- 
pany, Cincinnati; J. S. Fecho, Burrows Bros. Company, 
Cleveland; W. F. Thomas, Findlay Printing & Supply 
Company, Findlay; Howard Treudley, H. H. Treudley 
Company, Youngstown, and R. R. Dodson, Ohio Office 
Supply Company, Inc., Zanesville. 

ec eae 
MARKING DEVICES ASSOCIATION HOLDS 
CONVENTION 

The thirtieth annual convention of the Marking 
Devices Association was held June 18 to 20 at French 
Lick Springs, Ind., and brought out a good attendance 
of men and women eager to hear discussions on war- 
time problems of the industry. 

The opening session was called to order by Asso- 
ciation President Herman A. Bloom, Hiss Stamp Com- 
pany, Columbus, Ohio, shortly after luncheon and, 
following an address of welcome by Stanley B. Camp- 
bell, the assembled delegates listened to the following 
subject: : 

“Adjusting Yourself to War Time Regulations,” by 
Dr. A. P. Haake, managing director, National Asso- 
ciation of Furniture Manufacturers, Inc. This was 
followed by a number of round table discussions and 
then a review of governmental regulations affecting 
checks and badges by John W. Meyer, Meyer & 
Wenthe, Inc., Chicago. 

The second day opened with a golf game in the 
morning and then luncheon, after which the business 
session got under way with the following four speakers 
and their subjects: 

“Management Role in Labor Relations,’ by Gordon 
L. Hostetter, director, Employers’ Association, Chicago; 
“Report on M-15-b Rubber Conservation Order,” by 
J. R. Swift, chairman, industry committee; “The Pres- 
ent Outlook on Sundries,” by Charles O. Lee, Superior 
Seal & Stamp Company, Detroit, Mich., and “How the 
M-125 Order Affects Our Industry,” by Ray Ginn, 
James H. Matthews & Company, Pittsburgh, Pa. 

The closing day was devoted to reports of com- 
mittees and round table sessions except for a brief 
period in which the visitors witnessed a motion pic- 
ture entitled “Wright Builds for Air Supremacy.” 

The annual banquet and dance held on Saturday 
evening 20th brought an official end to the convention. 

—e 

AMERICAN OFFICE SUPPLY EXPORTERS MEET 

Colonel F. R. Kerr, chief of the Export Control, was 
the guest and principal speaker at a meeting of the 
American Office Supply Exporters held in New York 
City on June 18. 

The chairman of the meeting was Charles W. Apple- 
gate, foreign sales manager of the Esterbrook Pen 
Company, who later announced that there were fifty 
members present, all of whom represented the prin- 
cipal stationery manufacturers in the East who export 
their products. 

—-- 
WINDSOR, ONTARIO, GOLF TOURNAMENT 
IS SUCCESS 

On Thursday, June 18, the Essex County Golf and 
County Club was the scene of one of the most suc- 
cessful golf tournaments ever held by the Windsor, 
Ontario, group of stationers. 

Some twenty-six played golf and eleven others 
joined the group for a delicious dinner in the evening. 

This club is one of the finest in the Province. The 
club rooms are delightfully situated in a well-wooded 
section of country. The beamed dining-hall was 
neatly arranged and suited the occasion admirably. 

Walter Copeland and Duke Marnoch were the golf 


committee. 
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GLOBE-WERNICKE OFFICE ACCESSORIES 
HELP SPEED UP WAR WORK AND VICTORY 


These useful office accessories will speed up office routine and 
the production of war materials. Business would soon ‘Slow down 
to a walk’’ without them. Globe-Wernicke filing equipment, sup- 
plies and office accessories meet the war-time need for greater 
efficiency. They save time, work and money ... and are absolutely 
indispensable in this emergency . 

some of them are needed in every office. 











ANGULAR CELLULOID 
find... no or 
bending to heme pas So 


ing; inserts removable, 
changes made easily. 


EVERYDAY FILES 
Needed in offices . . . 
factory and home... 
severa! styles, indexed 
alphabetically, days of 
month, etc. Available in 
standard and legal sizes. 










Check your stock now and order a 

reasonable supply of Globe-Wernicke 

merchandise to meet your customer's 

requirements . . . especially those en- 
gaged in war work. 
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AGATE CARD INDEX TRAYS 
Made of heavy binders’ board 
5 fs wood bottom .. . —- 
follower . . . 3x5”, 4x6”, 
5x8", 6x9’ and check file BUY MORE 
sizes. Practical ... economical. 
| WAR BONDS [Ry 
BOX FILES k ad " FOLDING FIBREBOARD 
Made in letter and legal sizes DOCUMENT TRANSFER CASES 
.. . indexed alphabetically. STORAGE CASE Heavy fibreboard . . . easily 
Used in nearly every office Made of heavy binders’ board set up .. . wide selection of 
and for personal filing .. . with e edge and cor- sizes for every storage re- 
practical and inexpensive. ners reinforced . . . three sizes. quirement. 











Globe Mibenicke 


Olateliavar-l(mmelarce 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Sovyi Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
nctegticags and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 


Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. 
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A BIG TIME-SAVER IN BUSY BUSINESSES AND INDUSTRIES 













GIVES SHARP, 
PENCIL-WRITTEN COPIES— 
SINGLE OR MULTIPLE— 
OF DETAILS, DIAGRAMS, 
SKETCHES, etc. 










A new high in producing 
bright, colorful, clean 
carbon copies IN QUANTITY 


DOES NOT STICK, SMEAR, 
SMUDGE OR OFFSET 


For full particulars, prices and free samples, write 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York Sales & Export: 58-64 West 40th Street 
Kansas City, Mo.: Dwight Bldg. 
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Visitors were present from Chatham, London, Strat- 
ford and Toronto. 

Jim Preston presented the Preston trophy to Pat. 
Pattison of Remington Rand Company. 

Fred Halls presented the low gross open to Art 
Forster of Brown Bros. Ltd. 

Walter Crassweller officiated and assisted the com- 
mittee in the distribution of a very generous list of 
prizes contributed by various manufacturers and 
wholesalers. 

— ><. 


1.A.B.P.A.I1. CONVENES IN CHICAGO 


With a registered attendance of 304 and a fine 
spirit of optimism as the highlights of the event, the 
sixteenth annual convention of the International As- 
sociation of Blue Print & Allied Industries was held 
June 11 to 13 at the Edgewater Beach hotel, Chicago. 

The three-day meeting was a well-balanced program 
of business sessions and entertainment. A general 
get-together, a banquet and a golf tournament took 
major places on the entertainment side, while a num- 
ber of prominent speakers, addressing the delegates 
on matters of vital wartime interest, formed the seri- 
ous part of the program. 

Officers elected to head the organization for the 
coming year are as follows: 

President, C. F. Schutter, Tri-City Blue Print Com- 
pany, Moline, Ill.; vice-president, George Clifford, Ver- 
non Lightning Blue Print Company, Los Angeles, 
Calif.; treasurer, H. F. Bruning, Charles Bruning Com- 
pany, Chicago, Ill.; recording secretary, Royal Blue 
Print Paper Company, New York, N. Y. 

The new directors are L. C. Burchfield, Triangle Blue 
Print & Supply Company, Tulsa, Okla.; Oscar Hoops, 
Economy Blue Print Company, New York, N. Y.; E. 
Schuettner, Ruckett Archs. Supply Company, St. Louis, 
Mo.; Trevelyan Sharp, City Blue Print Company, 
Cleveland, Ohio; G. B. Spearman, Georgia Blue Print 
Company, Atlanta, Ga. 


—-> 


TORONTO STATIONERS HOLD GOLF TOURNAMENT 


It was Monday, June 22, and it was at the lovely 
Mississauga Club that the Toronto, Canada, stationers 
held their first golf game of this season. 

There were forty-four golfers. While some who 
played could not stay for dinner a number joined the 
party for dinner only, and raised the total to forty- 
seven. 

It was a delightful day, with an odd thunder shower 
keeping things cool. Several scores were of almost 
sensational calibre over a course in wonderful play- 
ing condition. As usual the winners were well re- 
warded through the generosity of a group of sta- 
tioners and suppliers. 

W. “Bill” Smith of Venus Pencil Company was chair- 
man of the committee and was ably supported by Bill 
Fenton of National Stationers Ltd. and Jim Luckett of 
the Luckett Loose Leaf Ltd. 

M. C. Charters of M. C. Charters & Company, Kenny 
Charters, his son, and Don Cranston of Grand & Toy 
Ltd., each won a leg on the trophies for annual com- 
petition and are entitled to enter the play off in 
the fall. 


ee 


ROYALL JOINS COLUMBIA RIBBON & CARBON 


A. B. Holmes, president of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc., Glen Cove, L. I., 
recently announced that Hawley Royall, weli known as 
an expert in systems and continucus forms, has joined 
the Columbia organization. Mr. Royal, who was for 
many years with one of the country’s best-known 
manufacturers of forms, will be engaged in educa- 
tional promotion work with Columbia’s customers, with 
particular emphasis on the application of Columbia 
Ready-Master forms which are now used by firms 
engaged in war work. 
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YEARS OF 


Constant 


TO 
OFFICE MACHINE 
DEALERS 


* 


YOUNG ENOUGH 
TO SERVE YOU WELL 


* 


OLD ENOUGH 
TO MERIT CONFIDENCE 


* 


ALWAYS 
YOUR FRIEND 


* 


NEVER 
YOUR COMPETITOR 


* 


THROUGH WAR OR PEACE 





|e EANS FXCELLENT CERVICE 
MES 


EANS L.THICS USTAINED 





Ames Supply Company 


564 W. Randolph St., Chicago 


583 Market St., 





37 Murray St., 








New York — San Francisco 
1905 Commerce St., PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 
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EMBOSSED PANEL PERIOD STYLE PAD by POLAR 
No. 80 Size 19 x 27 $5.00 No. 81. Size 20 x 34 $6.50 


Old DesksMadeNew 


with 
POLAR DESK PADS 


A good working surface for desk workers 
still pays dividends—for sloppy work al- 
ways comes from sloppy tools. You can 
make every desk used by your customers 
as smart and fine a working surface as 
possible—with POLAR Desk Pads. 


While you ponder over what you can sell, 
ask your salesmen to put extra pressure 
on POLAR desk pads. They sell and 
make money for ycu—and they are not 
subject to any restrictions either. 


The POLAR catalog is full of items on 
which you can put extra pressure. Check 
through it today. 


POLAR MANUFACTURING CO. 
323 N. 13th St., Philadelphia, Penna. 
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POLAR SPECIAL PERIOD STYLE LINOLEUM DESK PAD 
No. 299142 Size 19 x 27 $4.00 
No. 299 Size 20 x 34 $4.50 
No. 29934 Size 24 x 38 $8.00 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


NE widely known and very well known Los 
Angeles typewriter mechanic and salesman who 
is well past forty-five years of age and still under 
sixty-five has this to say: “I think the government 
should draft us fellows. It needs us and we have 
had the experience that is needed. You can not train 
a typewriter mechanic, girl or boy, in a few weeks. It 
takes five years at least to make a good typewriter 
mechanic. I think there are hundreds of typewriters 
government owned in various camps that are com- 
pletely out of order due to scarcity of trained 
mechanics. They are in the hands of bright boys but 
seasoned mechanics are needed. I am willing to go 
into the service any day. Not only could I do an 
expert job and as rapidly as a younger man, if I may 
say so, but I could release a young fellow for active 
service in the ranks. I wish Uncle Sam would think 
that over. I know there are hundreds of older type- 
writer mechanics in the country all too old to lug a 
gun and yet too good to be slopping around home. 
What do you think?” 
* * ca 
Stationery Stores Still Busy.—The major stationery 
stores in Los Angeles are still more than busy. R. A. 
Thomas, the new manager of the Grimes-Stasforth 
Stationery Company says June totals ran well above 
May, July totals at this date (20th) are well above 
those for the corresponding period in June and pros- 
pects for August indicate an upward trend. That is 
about what all major stores of like character have to 
say through their managers. You can’t get some 
things when you want them but you can surely get 
rid of everything you do get. Obviously the smaller 
typewriter dealers can not talk quite so optimistically 
but they are getting by on rentals and repairs plus 
the occasional sales under priority arrangements. 


- ~ * 

Lyon in Army.—Vic Lyon, who has operated The 
Wilshire Typewriter Exchange at 2006 Wilshire boule- 
vard for some years, has been inducted into the army. 
Mr. Lyon served in World War No. 1 and emerged 
with the rank of second lieutenant. 

* * * 

Smith Completes Forty-Third Year.—Charley Smith, 
proprietor of The Associated Typewriter Company at 
Wilshire and Figuerora boulevards, Los Angeles, is 
observing the completion of his forty-third year in 
the typewriter business. He started back in New York 
state in 1899 and from that day to this has devoted 
his whole time to typewriters. He was originally a 
Remington man. 

* ~ ” 

Young Resigns.—J. W. Young, who was city sales 
manager for The Victor Adding Machine Company for 
some time, has resigned his job. He has not at this 
writing announced future plans. 

* 7 *« 

Schools Keeping Up.—The size of classes in the 
Comptometer Company schools in the Chamber of 
Commerce building is keeping up fine, according to 
John M. Flowers, manager of the Los Angeles branch. 

Course Well Attended.—A five weeks course in mer- 
chandising and in acquiring detailed knowledge of 
the products as outlined by the Royal Typewriter 
Company for the Roytype division is being attended 
100 per cent. James M. Agnew is in charge. A class 











The Commanding Position 


F YOU want to enjoy the commanding position in your 
market on inked ribbons and carbon papers it will 
pay you to consult Old Town. Old Town’s files are lit- 

erally filled with the enthusiastic letters of distributors 
whose sales and profits have soared to new heights with the 
help of Old Town’s aggressive merchandising program. 


Some ribbon and carbon manufacturers offer good prod- 


Old Town's Four 


Products: A simplified line. Includes exclusive 
specialty leaders like Dawn Curlproof Carbon and Old Town Her- 
metic Ribbons. An honest trade-marked and Grade-marked line 
bringing you a new high in consumer confidence. 


- 
Promotion: Hard hitting local selling aids. Regu- 


lar specialty selling assistance. Consistent national advertising. 


Send for your copy of “Tue Dawn or a4 New Day 1n Rippon anv Carson Mercuanpisinc.” the booklet 


that tells you how to reach the commanding position in your market on ribbon and carbon volume. 


on A, 
OLD TOWN 
C MANUFACTURERS et 


ucts; others stress profits; a few furnish promotional sup- 
port; and many offer territorial protection. 


But are you getting ALL FOUR? That’s what Old Town 
offers you... leadership in products, leadership in promo- 
tion, liberal profits and unquestioned territorial protection. 


That is why Old Town is your straight line to leadership. 


Stars of Leadership 


Profits: 


pact stock. Bigger percentage and dollar profits. 


Longer margins. Quicker turnover of a com- 


Protection: Old Town’s “Assigned Trading Area” 


plan gives you exclusive territory. Enables you 
to grow with Old Town without competition. 
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750 PACIFIC STREET 


BROOKLYN, N. Y. 


IF IT’S INK ON CLOTH OR INK ON PAPER OLD TOWN MAKES IT 


Old Town makes superior inked ribbons and carbon papers of every description. Below is a partial list of Old Town products 


DOUBLE DUTY CARBON 
SABLE CARBON 


DAWN CURLPROOF CARBON 
STRATOSPHERE CARBON 


OLD TOWN BRAND CARBON 
OLD TOWN HERMETIC RIBBONS 


OLD TOWN BRAND RIBBONS 
NOTACK PENCIL CARBON 


Carbons and Ribbons especially designed for Multilith Process. 
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A big job and 


And, Mister, a big job it is! 
and it is up to you and us 


an important job 
ae 

to see that it gets done right! 
Uncle Sam says the typewriters in use today 


last the duration... 


will have to 


You've said, “O. K., Uncle! They will last 
the duration!” 

And it is because of good, healthy American 
spirit like that that Hitler can’t win! That’s 
why we'll knock the Heil out of Hitler and 
knock the Japs off the maps .. . 

Because we're all in there fighting. Some of 
us on the battle fronts, some of us on the home 
fronts. Fighting for what we know is right... 


And sooner or later we are going to win. 
Your job of Keeping ‘em Typing will have 
played a mighty important part in that vie- 
tory... 

So, Mister, keep after those repair jobs! And 
when you need platens, parts, tools, ribbons 
and other supplies, let us know. We will do 
our part by getting them to you as promptly 


as possible. 


AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 





NEW YORK CITY 


115 WORTH ST. 
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is conducted every morning. Mr. Agnew, who is 
national accounts salesman for the company in this 
division, acted as manager of the Los Angeles branch 
during the vacation absence of G. G. Ralls. Mr. Agnew 
reports that his son, James M. Agnew, Jr., 22, who was 
on The President Harrison, trans-Pacific ocean liner 
operated by The President Lines, when it was taken 
over by the Japanese at Shanghai following the 
declaration of war, is interned as a prisoner of war 
in China. One letter has come through Japanese 
channels stating that the young man is O.K. 


> ~ * 


Peirce on Eastern Trip.—T. F. Peirce, proprietor of 
The Pacific Desk Company, 1031 South Hill street, left 
Friday, July 24, on a business trip to eastern cities. 
His first main stop was to be Chicago. The chief idea 
was to look things over and see what the prospects 
are for the coming year. This is a keep-in-touch trip 
that Mr. Peirce takes every year. 


* ¥* * 


Sokel and Paulbach in New Jobs.—Eddie Sokel, 
salesman, and Harry Paulbach, office manager, for 
the Mimeographing Supply Company, 1016 South Hill 
street, Los Angeles, have resigned their positions, the 
former to tie up with an aircraft manufacturing com- 
pany in Burbank and the latter to establish an insur- 
ance agency in Beverly Hills. Mr. Sokel had been 
with the company for one year and Mr. Paulbach 
five years. The new office manager is Robert Morrison, 
who comes into the industry from a wholesale drug 
firm. 

Schultz Now in Texas.—Charley Schultz, who was a 
mechanic for The Los Angeles Adding and Book- 
keeping Machine Company, 1000 South Hill street, for 
a considerable length of time, and who left here to 
make a trip to Venezuela, where he previously had 
been stationed as an employee of The Gulf Oil Com- 
pany, can now be found in Houston, Tex., where he 
is connected with The Hughes Tool Company. Don 
King who worked with him here with the same local 
company is now in the United States army in Hawaii. 


- 7 7 

Cliff Huesby in Marines.—Cliff Huesby, who has 
been a crack mechanic for the Underwood Elliott 
Fisher Company for many years, is now in the Marines. 
Marvin Westfall, who worked with him in Los Angeles 
for several years and who went into the army trans- 
port service a few months ago, just missed being in 
the Battle of Midway by a few hours. He was on a 


| vessel enroute from Hawaii to Midway when it was 


learned that the battle was over, so the ship retraced 
its course to Hawaii. 

Cline to Mexico.—Ear! Cline left July 17 for a two 
weeks fishing trip with La Salinas in Lower Cali- 
fornia as his pivotal point of operation. Mr. Cline 
is floor manager of The Nern Office Furniture Com- 
pany, 911 South Hill street. Rod Nern, the proprietor, 
who returned from his vacation at Lake Arrowhead 
a few days before Cline left, reports masterful success 
in landing trout, setting a record, he feels, that his 
floor manager can not hope to equal. 

Parrish Heads Burroughs Office.—G. H. Parrish has 
arrived from Salt Lake City to become the new man- 
ager of the Los Angeles branch of The Burroughs 
Adding Machine Company. He succeeds I. L. Hay. 
Mr. Parrish has been a resident of Salt Lake City 
for thirty years where he managed the Burroughs 
branch. His place there has been taken by Raymond 
Pitts who moves from El Paso, Tex., where he man- 
aged the branch. 

Thomas Takes Vacation.—R. A. Thomas, manager 
of The Grimes-Stassforth Stationery Company, 737 
South Spring street, Los Angeles, has returned from 
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THERE IS A NON-SKID 
EDGE ON EACH COVER 


1511 WEST 38TH STREET - 






























NO CRITICAL 
MATERIALS USED 


WE are gratified to know that 
our efforts in devising an alter- 
nate Non-Skid notebook have 
been received with such hearty 
enthusiasm. When we went to 
work on this idea many months 
ago, we were determined to be 
satisfied with nothing less than 
a perfect alternate. We found 
it in WIRELESS. 

Despite the absence of crit- 
ical materials, the WIRELESS 
notebook boasts the new ROCK- 
WELD binding; it has all the 
desirable qualities of a wire 
bound book. Another “telling” 
sales point for every dealer to 
know, is the improved Non-Skid 
feature—better now than ever. 

With WIRELESS notebooks in 
your stock, sales on this item 
will climb because you will be 
offering the best alternate to 
take the place of notebooks 
made of critical materials. 

All standard sizes and rulings 
available. Send us your order 
today. 


ICKWELL BARNES COMPANY 
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SWINGLINES 


---the stapling machines with 
features that others have long 
tried to equal...truly a quality 
product in every respect... 


The everchanging orders of the 
War Production Board keep restrict- 
ing the output of Speed Products. 
Priority and allotment requirements 
cause disappointments to many of 
our good customers, although the 
merchandise has never been known 
to disappoint. 

Till times get better, keep our 
“available chart'' handy when order- 
ing, and remember that we're all try- 
ing to do our best. 


2 
SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 
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a vacation spent at the old family home in Salt Lake 
City. Mr. Thomas’ father is in the grocery business 
in that city. Virgil Hoar, manager of the drafting 
department, spent half of his vacation in San Fran- 
cisco and the other half at home. R. D. Gregory, 
sales manager, spent his vacation in San Francisco. 


* * * 


Ralls on Vacation.—G. G. Ralls, manager of the Los 
Angeles branch of The Royal Typewriter Company, 
spent his two weeks vacation during the heat of July 
at Camp Durwood in Kern County. Fishing was the 
chief occupation. 


* * * 


Ernst in L. A.—E. E. Ernst, Pacific coast representa- 
tive for The Keuffel and Esser Company, spent several 
days in the Los Angeles territory early in July. 

* * * 

New Aviation Book.—Los Angeles stationery stores 
are showing a new book known as Baughman’s Avia- 
tion Dictionary and Reference Guide, with the sub- 
title of “Aero-Thesaurus,” published in Glendale, Los 
Angeles suburb, possibly the first book of the kind 
giving a complete line-up of every word and term 
used in that industry, most of these terms being 
entirely new to the average layman. The book also 
lists all manufacturers, types of planes, accessory 
manufacturers and nick-names. In brief there is 
nothing in connection with a plane in the way of 
definition, terminology or source than can not be 
found listed dictionary fashion in this book. 

+ * * 

Party Was Outstanding Success, More Coming.— 
That Golden State Travelers’ Club dance held on 
June 30 at the Mayflower hotel, and mentioned in 
the July issue, was such a success that the boys are 
still talking about it. More than 200 were present. 
There was a glorious supper and dancing did not 
begin to lag until 1:30 A.M. The boys want the com- 
mittee complimented for the job. The committee con- 
sisted of Al Knox, Jerry Horton and Ernie Daniels. 
The monthly luncheon was held at The Clark Hotel 
in Los Angeles on Monday, July 13, with twenty-five 
present. A like number were expected at the regular 
golf tournament and steak dinner which was sched- 
uled for Fox Hills Golf Club, Friday evening, July 31. 

* * * 

MeNevin and Bonino Ill.—W. R. McNevin, floor man- 
ager and one of the buyers for The Stationers’ Cor- 
poration, Los Angeles, is in The Queen of Angels 
Hospital, Los Angeles, where he is recovering from a 
major operation which he underwent about July lu. 
Louis Bonino, in charge of filing supplies, is aiso 
recovering from an operation for appendicitis which 
he underwent a few days earlier. Both men are show- 
ing nice improvement. 

* * z 

Meets Half Month Quota.—The local branch of 
Underwood Elliott Fisher on July 15 had made the 
half month quota successfully and the sales people 
were expecting to make good for the entire month, 


war or no War. 
°°? 


BRITAIN THANKS U. S. FOR HELP ENGLAND DRIVE 

Over the signature of P. J. Stephenson a letter of 
thanks to the American people and Lou Obstfeld, ot 
the Markwell Manufacturing Company, for their part 
in the “Help England Drive’ has been received and 
reads as follows: 

“It is impossible to write a personal letter of thanks 
to every one of the numerous people in the United 
States contributing to the Help England Drive so 
energetically organized by Mr. L. Obstfeld, but I 
want you to know that your gifts are rendering some 
measure of happiness to unfortunate men, women 
and children in urgent need, and are received with 
deep gratitude. I am sure that this assurance will 
ever be a pleasant recollection to you.” 
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COLUMNAR PADS 


@ Our popular and well- 
established trademarks 
are being perpetuated. 
These are. being used in 
this catalog and in our 
advertising to identify 
them with the items with 
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onymous over the years. 


th 
u 
a 
$ 


7 Rinc— MEM 
BOOK SHEETS 


eg a 
‘ es 





ele Pi 


Duplicate items have 
been eliminated to conform 
to government regulations, 
resulting in simplification. 
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The thumb cut index has 
been expanded to 29 tabs 
to increase the speed of 
reference to all items. 


F@ACTUAL SIZE 
672 PAGES 


Now being distributed to the Trade...Write for your copy. 
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Thousands of 


stationery 


buyers specify 
BNA 


. because it’s the brand 
you can depend on! 


For many years, one brand of stationery 
products has been growing and growing 
in favor. It’s the Justrite brand—and the 
products include such items as inks, 
sheet protectors, index tabs, stamp pads 
and marking devices of every conceiv- 
able kind. With the years, shrewd sta- 
tionery buyers have learned that Justrite 
products are simply a little better—that 
they stand up longer, perform more effi- 
ciently, are better designed. 

Little wonder, then, that sales on Just- 
rite products have been soaring! In fact, 
stationers all over America are begin- 
ning to capitalize on this acceptance, are 
winning increasingly bigger profits from 
these profitable items. 

Get all the facts about the Justrite 
brand now! Write today for complete 
information on this dependable line. 


THE LOUIS MELIND COMPANY 
New York CHICAGO San Francisco 
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For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note.—Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


Leo J. Blied, of Blied, Inc., Madison, Wis., is a lieu- 
tenant colonel of the 403rd Infantry and expects to 
report for service some time in August. Others con- 

















nected with the Blied organization and are now in the 
armed forces include William A. Dean, Joseph G. 
Moosen, Warren S. Olson, Vernon F. Sale, Lief Tollefson 
and Verne A. Venaas. 
E FE FE 
William J. Buckland, manager of the Cincinnati office 
of L. C. Smith & Corona Typewriters, Inc., has been 
appointed a captain in the Air Corps and has been 
temporarily assigned to Miami Beach, Fla. Carl Witt- 
kowski, home office field representative, will be acting 
manager in his place for the duration. 
E FE FE 
E. F. Brown, who is Providence, R. I., manager for 
L. C. Smith & Corona Typewriters, Inc., has accepted 
a first lieutenant’s commission in the Air Corps and 
has also been temporarily assigned to Miami Beach. 
His place will be taken temporarily by George Farrell, 
home office field representative. 
E FE FE 
Another contingent of men has left the Pittsburgh 
branch office of the Underwood Elliott Fisher Com- 
pany to enter the armed forces of the United States. 
These men, together with seven others listed in this 
column last month, bring the branch’s total to six- 
teen, according to Branch Manager L. S. Webster. The 
nine men, and their present locations are as follows: 
Albert Kreiger, Camp Lee, Va.; Leroy Opferman, Aus- 
tralia; Thomas Watkins, Camp Livingston, La.; Wil- 
liam McGahey, Australia; Timothy Maloney, Brooklyn 
Army Base, Brooklyn; Michael J. Conroy, Sheppard 
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WE MUST NOT 





LET THEM DOWN 


We are all working 
for "them" as hard 
és we can so that 
"they" can finish 
It quickly. 


But...our Job does 
not end with merely giving them 
war material. We are "letting= 
them-down" unless we begin now 
to prepare for the already dis- 
cernable day of conversion from 
war production to peace con= 
struction, 


Steel-Age Dealers can help most 
by planning now for their part 
to serve both business and In- 
dustry In this huge job that is 
facing us. 


Don't Wait--Prepere Now! And... 


FOR VICTORY 


Buy United States 
AND STAMPS 


ORY JAMESTOWN 


Corp. 


CORRY, PENNSYLVANIA 


| 

















Build Sales 


on Economy 


Every dealer finds definite opportunity in the sale of 
products that give extraordinary service. Conserva- 
tion is the need of the hour. Economy of all materials 
is a vital necessity under emergency conditions. 


CONSOLIDATED 


BONDED LEAD 
PENCILS 


will help your customers save pencil dollars. By means 
of a special secret process Consolidated No. 2 de- 
gree pencils are substantially stronger than the 
average. This bonding cements the lead to the wood, 
gives the lead greater tensile strength, reduces 
breakage, and makes the lead last much longer with- 
out impairing writing qualities. 


Make This Test 


Use a Consolidated Bonded 
Lead Pencil until the needle-like 
point is worn down to normal 
length. Hold it at a 45 degree 
angle as when writing. Press the 
point down on your office scale. 
The lead will not break until it 
reaches an average pressure of over |0 
pounds and the wood will not splinter. 


Average 
breaking 
point over 





Tested by a nationally known labor- 
atory with six other well known five 
cent pencils, Consolidated Bonded 
Lead Pencils averaged 40°, stronger. Their breaking 
point of over 10 pounds was more than 3 pounds 
higher than the average and higher than any other 
brand. 


Investigate Bonded Lead 


Consolidated Bonded Lead Pencils offer wonderful sales 
opportunities. Also investigate our bonded lead Art 
Guild Drawing Pencils, colored lead, and thick lead 
pencils. Write for samples and prices. Make the test 
and you will be convinced. 


LINTON PENCIL CU. 


Lewisburg, Tennessee 


Sales ) 112 West 9th Street. Los Angeles, Cal: ‘. 
Offi 38 South Dearborn Street. Chicago, ti 
1C@S | 3525 Southwestern Boulevard, Dallas Tex xas 
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Field, Tex.; Abraham C. Dodelson, Brookley Field, Ala.; 
J. Walter Obloy, Navy Yard, Charleston, W. Va., and 
Matthew C. Kuca, Camp Chaffee, Ark. 

Leon C. Jackson, Raton “Rouge, La., manager for 
L. C. Smith & Corona Typewriters, Inc., is now a 
captain in the United States Army and is stationed 





at Fort Denning, Ga., with the 2nd Armored Division. 
Captain Jackson entered the service on November 1, 
1941, with the rank of lieutenant and won early pro- 


motion. 

Four members of Victor Lundeen & Company, well- 
known stationery and printing house of Fergus Falls, 
Minn., have left their jobs to serve in the armed 
forces for the duration. They are Donald Balfour, a 
sergeant at San Fernando, Calif.; Robert M. Jones, 
now at Maxwell Field, Ala.; Charles Peterson, a cor- 
poral at Camp Barkeley, Tex., and Albert W. Sorenson, 
U. S. Navy School at Ames, Iowa. 

A. Carlisle & Company, Upham & Rutledge, Inc., 
San Francisco, reports the following fifteen men hav- 
ing departed from their jobs to take part in the 
present conflict: George Allen, Karl Bergman, Gene 
Bucholz, B. M. Carlisle, Jr., Leroy A. Fowler, C. W. 
Gillihan, George Gillogley, Reginald Howard, Alfred L. 
Jones, Harold R. Kelly, Jr., Charles LaFranchi, Ray 
Marovich, William Pfeiffle, Ted Wakeman and Syl- 
vester Villiborghi. 


Earl Cook, head of the service department of the 
Baton Rouge, La., district office of L. C. Smith & 
Corona Typewriters, Inc., is a first sergeant at Camp 
Bowie, Tex. Sergeant Cook donned his uniform on 
November 1 last at which time the National Guard 
was mustered into federal service. 

Lucius J. Sears and Ralph Gates, both formerly con- 
nected with the Franklin Printing & Engraving Com- 
pany, Toledo, Ohio, are now serving with the United 
States Coast Guard. Mr. Sears is a son of the firm’s 
general manager. 


Felix R. Ramsay, for many years a_ typewriter 
mechanic in various parts of the country, enlisted in 
the United States Army on May 1. Private Ramsay 
is at present a patient in an Atlanta, Ga., hospital 
nursing a fractured leg, an injury he described as one 
which will probably send him to a typewriter bench 
instead of “letting me chase Japs.” He has worked 
for L. C. Smith & Corona representatives in Natchez, 
Miss., and Montgomery and Gadsden, Ala., and for 
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FIGHTING 
4 ING 


By 


MAD 


Walter J. Weir 


Copy Director for Lord & Thomas, New York 


Don’t get me wrong—I’m not trying to pose as 
an expert on moulding public opinion. I’m not 
talking big about what I’d do if it was my job to 
whip up the country on the war effort. I’m talking 
as a plain citizen. I’m saying what I would like 
to be told. 


Sure, I’m buying bonds and paying taxes and 
doing with less sugar. But deep down inside me— 
down where it really matters—something hasn’t 
taken place that I feel ought to take place. I’m all 
a welter of confusion there. I keep scratching my 
head and mopping my brow, when I ought to be 
clenching my fists. 


Do you understand? It’s like this... 


I want to be told—not to buy Defense Stamps 
and Defense Bonds. I want to be told to buy 
Victory Stamps and War Bonds. 


I want to be told—not about the construction 
of Houses in Defense Areas. I want to be told 
about the mass building of death-dealing Tanks 
and fighter Planes. 


I want to be told—not to remember Pearl Har- 
bor, but to blast Tokyo, to bomb Berlin, and to 
take Rome. 


I want to be told—not to do my part to keep 
Naziism and Fascism from these shores. I want to 
be told to do my part to spread the light of Ameri- 
canism to all shores—to help build a new world 
and a better way of life. 


MONROE 


Vf vts 


I want a positive program instead of a passive 
one. I want something to fight for—I’m sick and 
tired of having only something to fight against— 
I’m hungry to get really stirred-up. 


I still remember what happened in the last war 
—the parades, the speeches, and the ringing 
slogans. We fought to make the world safe for 
democracy—we bought Liberty bonds—we sang 
“The Yanks are coming!’” We made a vow to reach 
Berlin or bust. We toyed with plans to hang the 
Kaiser. We girded ourselves for a crusade. We 
abhorred our enemies with an earnest and righteous 


hate. 


We took the offensive psychologically, long 
before we took it physically—and don’t tell me we 
can’t do it again. | want to sing that today we 
control our own destiny, and tomorrow the 
destiny of the whole world. I want to sail-out 
against Germany and Italy and Japan. I want to 
build a greater America co-prosperity sphere. I want 
the democratic way of life. 


I’m fed up with singing plaintive songs—I want 
to sing battle songs. Don’t tell me, ‘‘There’ll be 
Bluebirds Over the White Cliffs of Dover.”’ To hell 
with the bluebirds. Tell me there’ll be vultures 
over Berchtesgaden! 


I’m bored with keeping a stiff upper lip—I want 
to deliver a stiff uppercut. I’m tired of feeling sad, 
I want the purging, driving experience of being 
made to feel mad—fighting mad! 


MICHIGAN 
































eB: 














DUO TOPS 





If you will demonstrate to your 


customers the advantages of our 





Duo-Topped Filing Folders, you 
will find them easy to sell; your 
customers will like them better 
than single top folders and you 
will make more money per thous- 
and. Get our salesmen’s sample 


sets for demonstrating purposes 
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CELL-U-SEAL 








If and when celluloided guides are 
unobtainable, Hf#- Cell-U-Seal 
is the logical substitute. Many 
dealers have already discovered 
this fact and are now selling letter, 
cap, check and card size indexes 
in Cell-U-Seal—a process that 
not only covers the tabs but also 
strengthens the entire top of the 
guide and protects the top edges. 
Ask for our Cell-U-Seal Sample Set 
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FIBRE BOARD CARD TRAYS 


have that sturdy appearance and satisfactory ‘“‘feel’’ so that when you 
show them to your customer the sale is half made. This line of card files 
is often purchased for some temporary filing requirement on account of 
their low cost, then later are used as permanent card file equipment 
because of their long life. Instead of suggesting that you “‘carry the line’’ 
we ask that you check your stock to be sure you have a sufficient number 
of the various sizes on hand to meet quick requirements. In addition to 
eard files with follow blocks, the line embraces card transfers with remov- 
able covers and the shell type, both without follow blocks—two lines that 


will enable you to meet competition. 
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Royal in St. Petersburg, Fla., and Atlanta and Mobile, 
Ala. He is still unassigned but hopes to serve in the 


Army Air Corps. 
E FE BR 


W. R. Forsythe, manager of the Columbus, Ohio, 
office of the International Business Machines Cor- 
poration, has entered the Army with the rank of first 
lieutenant.—AK 


John W. Cole, for fourteen years connected with The 
Carter’s Ink Company, enlisted in the Air Service about 
the first of July, since which time he has been located 
in Miami Beach, Fla., and Harrisburg, Pa., and then 
transferred to still another location. He is training 
as a bombardier. After graduating from Harvard Mr. 





Cole was connected with the Boston office of Carter’s 
for ten years. For the last four years he has been 
working out of Minneapolis. John Cole’s rank of first 
lieutenant is well deserved. He has been one of the 
outstanding marksmen in the country for years, his 
wife showing similar ability among the ladies. Refer- 
ence to the remarkable accuracy of this couple ap- 
peared in the May, 1941, number of OFFICE APPLIANCES. 


Jack Hallam, who is connected with the Army Air 
Force, has been transferred from Wright Field, Day- 
ton, Ohio, to the San Bernardino air depot in Cali- 
fornia, where he will serve in an administrative 
capacity. He had been ordered earlier to go to Hawaii, 
which was reported in this publication. Because of 
new government regulations the earlier order was 


countermanded. 
o—-t «¢ 


AMES’ OFFERS NEW DEALER ADVERTISING 
METHOD 

The Ames Supply Company, 564 West Randolph 
street, Chicago, is offering a new advertising method 
for dealers in the office machine industry which is 
available immediately. 

The basis of the plan is a series of mailing pieces 
which are prepared entirely by the Ames organization. 
For the dealer desiring to take advantage of the 
method it is only necessary for him to send his mail- 
ing list to Ames and tell which of the mailing pieces 
he desires sent out to his customers. 

The various mailing pieces will be presented in 
issues of “Your Man Friday,” the Ames publication. 

—-— ’ 
DUQUETTE LOANED TO RHODE ISLAND FIRM 

Edward J. Duquette, New England district manager 
for the Woodstock Typewriter Company, has been 
granted a leave of absence to accept a position as chief 
expeditor for a large Rhode Island manufacturing 
concern, according to a report received last month. 
Before his departure he was the guest at two dinners, 
one given by the Boston branch of the company and 
the other by dealers in the territory. 











*You’re passing up good profits to- 
day if you don’t have a Map and 
Globe Department. Never before have 
maps, atlases and globes been so in 
demand, so indispensable. 





New 
Corregidor Globe 


A volume seller. 9-in. ball in contrast- 
ing colors on satin bronze finished 
metal base. Height is 1114 in. Mechan- 
ically mounted. Individually boxed 
and packed 6 globes (3 standard color- 
ing, 3 antiqued coloring) to a carton. 


$2.95" 


*Slightly higher on West Coast. 
Other Rand M¢Nally Globes 
$3.50 to $650.00 





Rand M‘SNally 
Reliable World Atlas 


40 pages—11x16 in.—two-page full- 
color maps. Text gives factual infor- 
mation helpful to students, business 
and professional men. Gazetteer- Index 
includes population of principal world 
cities. Heavy cardboard covers. 


25¢ 


Other Atlases from $1.00 to $12.00 








New Cosmopolitan Map of the World 


The mest handsome map 
Rand M¢Nally has ever pub- 
lished. 52x34 in. In 8 rich 
colors giving a 15-color 
effect. Printed sandalwood 
\ frame. Packed in individual 
, tubes. Free map on display 

easel given with order for 
46 or more. 


$3 





All items ready for immediate delivery. 


RAND MC‘NALLY 
& COMPANY 


536 South Clark Street, Chicago 
111 Eighth Ave., New York . 559 Mission St., San Francisco 
125 E. Sixth St., Los Angeles 














SUPPLY 


AND 


DEMAND 


TODAY the question is “Who can 





demand and who can supply?”. 


T 0 DAY only those who properly ex- 


tend Preference Ratings together with 





Purchaser's Symbol and Numerical 





Allocation Classification Symbol (End 








Use) can demand. 





TODAY we can supply where 


Preference Ratings are properly ex- 
tended to us including Purchaser's 
Symbol and Numerical Allocation 
Classification Symbol (End Use). 


SO get the right customers 


| « Preferred Customers. 
» a ‘Var Industries. 
§ Othcr Government Agencies. 
and 
1. KELP WIN THE WAR FASTER. 
2. KEEP YOURSELF IN THE PICTURE. 


3. NEED WE SAY MORE? 


THINK IT OVER! 


MARKWELL MFG. CO., we 
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SCHWEITZER ADOPTS NEW INSURANCE PLAN 
FOR WORKERS 

Peter J. Schweitzer, Inc., Elizabeth, N. J., has re- 
cently adopted for the benefit of its employees a plan 
known as the Medical-Surgical Plan of New Jersey, 
operated under the auspices of a non-profit organiza- 
tion, the Hospital Service Plan of New Jersey. 

The firm is the first organization in the United 
States to adopf this plan. Heretofore, there has been 





SIGNING THE NEW INSURANCE PLAN AGREEMENT.—(L. to 

R.) M. Peter Schweitzer, secretary of the company; Dr. Nor- 

man M. Scott, medical director, Medical-Surgical Plan of 

New Jersey, and H. Theodore Sorg, president, Hospital 
Service Plan of New Jersey. 


in existence only a hospitalization plan which took 
care of hospital expenses for patients entering the 
hospital for a surgical operation only. The new plan 
covers hospital cases, requiring no surgery, as well as 
surgical cases. 

In addition to the above, the company has already 
in operation a plan which covers life insurance and 
loss of wages due to sickness and accident. These 
plans cover not only the workmen, but their families 
as well. The entire cost of all of the plans is borne 
by the company. All together, over 2000 people receive 
the benefits of these plans. 

It is the opinion of the officers of Peter J. Schweitzer, 
Inc., that if such a plan were adopted by the large 
industrialists in this country, it would avert the neces- 
sity of socialized medicine and would eliminate to a 
large extent the necessity of free clinical treatment 
as now practised. 

—--———t— 


“ORCHIDS” FOR HAMPTON’S OFFICE GIRLS 


The Indianapolis Office Supply Company, Inc., 
owned and operated by Harold Hampton, recently paid 
a compliment to the girls who work on the firm’s 
order desk. 

The orchid was in the form of a postcard on which 
the company explained that the courtesy and interest 
shown by the young ladies had resulted in the receipt 
of many compliments, and as a result they were named 
on the card. They are Georgia Alberty, Genneil 
O’Brien, Norma Miner and (on the switchboard) Jean 
Case. 

a 


TWO NEW L. L. BROWN AGENTS NAMED 


The L. L. Brown Paper Company, Adams, Mass., 
has announced the appointment of two new agents 
which will handle the firm’s products and distribute 
attractive literature and sampling material on them. 

The Miller & Wright Paper Company, New York 
City, will handle Brown’s Forward Linen Ledger and 
Escort Ledger, which are 100 and fifty per cent cot- 
ton fibre papers respectively. 

The J. L. N. Smythe Company, Philadelphia, will 
handle the Forward Linen Ledger and will serve Phil- 
adelphia, Trenton, N. J., and the entire state of 
Delaware. 














America’s forests are great enough to supply all War 


needs—and to supply a vast office furniture industry. 


Your consumers want and need these office specialties: 


In the face of steel restrictions, famous 


FAIR OFFICE FURNITURE 


is doing a land-office selling job for Dealers in 48 States. 


Typewriter Tables Fair Costumers 


Telephone Tables 
Utility Tables 


“OAM RUBBER SEAT CUSHIONS. 


Has the WPB ruled out some of your metal standbys for 
the duration? Why worry? Win the FAIR way with these 


FAIR Profit-Makers. 


DEALERS! Here's what to do when you are 
called to bid on ‘‘Special'’ Wood Furniture 


Both industry and Government agencies are re 
questing Dealer bids on ‘‘special’’ wood fi'rniture 
items—various types and sizes of tables, desks, 
waste baskets, etc. In strict cooperation with 
Dealers, FAIR is producing these items quickly 
and competitively. We have the productive facil- 
ities for filling your requirements. We will gladly 
quote on your needs. Without obligation, of 
course. 


“Club” Smoke Stands 
“Club” desk Ash Trays 


And last, but mighty important, GENUINE (not ersatz) 
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“i » we FURNITURE COMPANY 


n office furnitur 


NEWARK, 


NEW 





SERSEY 
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This VICTOR FILING COMBINATION 


hasEYE-APPEAL 
SALES-APPEAL 
USE-APPEAL 


and it is available for 









immediate shipment to 


ANY and EVERY business 


THE VICTOR 
WOOD FILES... 


that save steel yet give just as ell ctive 


VICTOR VISIBLE NAME 
Celluloid Angle Tab 
GUIDES — FOLDERS — SYSTEMS 


VICTOR FILING SUPPLIES 
Folders, Card Guides, etc. 


The VICTOR Wood Files and VICTOR FILING SUPPLIES 


are sold only through stationery dealers 





Write for full particulars today 








|<; ° *| THE VICTOR SAFE AND EQUIPMENT CO., INC., N. TONAWANDA, N. Y. 
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HOW TO TRAIN TYPEWRITER MECHANICS 
(Continued from page 26) 


of new equipment. Our government needs the facilities of those com- 
panies manufacturing typewriters and office machines. It needs 
those facilities to manufacture machine guns and other essential war 
items. 

I don’t think there is a business man in America today that 
doesn't gladly say, ‘We want to see anything done that will help 
win this war quicker. If priorities on the things that mean our life 
are necessary, we are only too glad to do it. : 


Train More Skilled Mechanics 


Instead of worrying about the priorities, what are you doing? You 
are trying to see ways whereby you can give the maximum in service 
to the people that depend upon you. To do that you must do more in 
the way of training skilled mechanics 

I am not as familiar with your industry as I should be or as I 
would like to be, but I do know that a service man in your industry 
must have all around ability. Your work is delicate, your work is 
complex, your work involves close dimensions, your work involves a 
knowledge of related subjects that you can get only through an all 
round training program. 

The previous speaker had a lot of mighty good points. He spoke 
about the conduct of the service man when he goes out into the home. 
Other industries that are service industries like yours, with whom we 
have dealt, have found that by putting in a thorough-going apprentice- 
ship program they can not only train him in the skilled manipulation 
required of a skilled journeyman, but also teach him those things 
that go to make up character and integrity and good taste. Take the 
plumber who goes around and leaves hand marks over the furniture. 
Through apprentices they have developed a man who goes into a 
home in a white collar and makes a decent impression. 

Another thing that I would like to point out is that the people of 
the United States need to have a better appreciation, need to have 
education in regard to the extent of training and ability and character 
that is required of your service men. There may be objections to this 
$1.75 an hour that you are charging for your service men. There 
wouldn't be if the public had a conception of the long training period 
involved. I venture to say that most people in this country think you 
can make a typewriter service man in three or four weeks. You 
know that iit can’t be done, that it takes three or four years. 

I am going to speak to the National Electrical Contractors Associa 
tion at their convention in Canada. They have set up a definite 
program in educating the public as to what an electrical service man 
has to know. It is tremendous the amount of knowledge and informa 
tion that man has to have. Through that, there won't be resentment 
to paying these wages. Furthermore, the public will be educated so 
that when they want to have a good repair job done they will go to 
a reliable dealer to get that done, and not to a curbstone outfit who 
does it as a sideline. They will go to the man who has spent his 
life doing it, because they know the service man is able to give them 
full value for their money and give them service they can depend 
upon. 

This is a big thing in any industry. I think your organizttion, as 
an organization, can do much to convince the public if you get out 
I don't like the word propaganda—but get out information that will 
sell the public on what you are doing as a training job, what you 
are doing as a service job, to people generally 


I think the organization of training in your industry is vital just 
now, if you are going to give your maximum contribution to the 
industry. 


The Government of the United States, I have said, has tried to en 
courage apprenticeship and training of all sorts. I want to say that 
almost all of this program that I report in apprenticeship and training 
in the last year has taken place in the war plants of the country. 


Aid to Small Business Man 


In addition to the war plants—I know that is the glamor field of 
this war, the war production plants and the man flying a plane--we 
can't forget the hundreds of thousands of small business men in this 
country who are trying to carry on in the face of adversity, in the 
face of impossibility of getting help that they need, of losing their 
help right and left. I think those people deserve a pat on the back, 
as well as the big manufacturer with a hundred thousand employees. 
We must carry on our normal pursuits and they enable us to carry 
on our war pursuits. 

So it is my candid opinion that those people who are working in 
this industry and keeping up the servicing of our office machine 
equipment are making just as great a contribution to the winning of 
the war as the man making machine guns or anti-aircraft guns. I 
think the government should recognize that 

In our efforts to protect apprenticeship nationally, to encourage it 
we have worked extensively with the selective service system in 
Washington. We have got General Hershey to agree that any appren 
tice beyond one year in his apprenticeship, in an essential war 
operation, should be given serious consideration by his local draft 
board for deferment. That is rather vital, and I want to say that in 
the war industries of this country we haven't had a single instance 
of one being taken away. Of the employer is supposed to 
show whereby he is making plans to replace those people subject to 
the draft. They expect that 

I think young man, learning the trade in 
be given consideration by the draft board for deferment, since you 
are a vital part in the war effort in servicing machines. I think there 
is recognition by the government of the importance of apprenticeship 


course 


your industry, should 





at this time. I think that an industry like yours is entitled to have 
any type of help that you want in improving this whole service 
situation 

The Government of the United States, in trying to encourage this 
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During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


MANUFACTURING 
| COMPANY 


6900 E. 95th St. Chicago, IIl. 
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for increased 

















There's more work being done in hundreds of 


CHAIR IRONS 
War Plant offices today-—because of the body- 
bracing comfort of BOLENS SYNCRO.-TILT 
Chair Irons on Modern “Posture” Chairs. 


With their FIVE-WAY Adjustment for per- 
fect body fit and their SYNCHRONIZED move- 
ment in chair back, seat, and arms, BOLENS 
SYNCRO-TILT Chair Action helps reduce 
FATIGUE from long hours of working—offer 
quick relaxation in tilt-back positions. They 
offer important aid to War work by protecting 
the health and efficiency of workers on every 
job—from office boy to president. 





BOLENS Chair Action UNDER the seat 
provides Working Comfort ON the seat... 


BOLE PRODUCTS COMPALY 


Wisconsin 


Port Washington 





* Modern Chair Irons for all types of Office Chairs and Stools « 
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and setting up this apprenticeship agency that is now under the Man 
Power Commission, has tried in every way possible to give help. As 
a result, the staff, of which I am the head, now has out in the field, 
in strategic locations in this country, in seventy field offices, a staff 
of 165 field men. Every one of those men has had extensive expe- 
rience in setting up training programs in every type of industry. 
Those men are available upon call to employers, to unions, and to 
others, to give a great deal of help in meeting these problems, to give 
you and any other dealer or employer that needs help the advantage 
of what other companies have done. 


Operation of the Apprenticeship Agency 

In these times we can't afford to go on trial and error. We need 
to take the best that has been done. And so these men are available. 
Here in the city of Pittsburgh there is a field office with five field 
representatives serving this area. Mr. Kenny, in charge of that office, 
is in the audience this morning. The same thing that would be true 
here is true in other parts of the country. You can get, within easy 
range of you, the services of these field men. They are told about 
everything that is working in the field of training, whether in this 
country or abroad. We have field men in Florida, and if there is 
something advanced in Florida it is sent in to our central clearing 
house and then to the other men in the field. 

In other words, the government is trying to give maximum assistance 
to apprentice training. The government feels that there is no more 
patriotic thing that can be done than making the most of our skilled 
help. 

I predict that in your particular industry, as bad as the situation is 
now, it is going to get worse. I don’t like to say that, but I think 
within six months you are going to experience a labor turnover 
among your help that you don’t anticipate now. There are going to 
be many people leaving you. They may be lured by higher wages. 
They may be taken into the armed services. There ought to be a 
feeling that the young man serving your apprenticeship is just as 
patriotic as the man out in the firing line. 

A high army officer told me yesterday that a good skilled machinist 
back of the lathe in a plant is as valuable as a captain leading a 
company of men. 

I think by giving, through your organization, drive and impetus 
and stimulus to a balanced training program, if there are many 
dealers in a community, having a committee that gives order and 
system to it, you are making a great contribution. 

I want to tell you that we stand ready to give you the maximum 
assistance. This problem is a grave one. We can't begin to meet it 
too soon. This war is more serious than any of us realize. The way 
it is going is more serious than any of us realize. It means that every 
one of us must be willing to make the maximum adjustment in our 
daily lives. 

Mr. Harris is going to tell you the number of typewriters, the 
number of office machines now in use in the Army and Navy. It is 
your job to see that the machines in the war industries are properly 
serviced, to see that no delay is caused by lack of good machines. 

I am very pleased to have had the opportunity to be here with you 
this morning. I want to thank you for the interest you are showing 
in this, and for the efforts that you are putting forth. I want to pre- 
dict, finally, that the way the advance in training in this country is 
going within a very few years, perhaps not even years, this country 

f ours will be the leading nation in the world in regard to training 
and apprenticeship 

*—- © 


COLUMBIA EMPLOYEES RECEIVE SALARY RAISE 
A general ten per-cent salary increase covering all 
employees of the firm was announced last month by 
the Columbia Ribbon & Carbon Manufacturing Com- 
pany, Inc., Glen Cove, N. Y. Steadily increasing sales 
were responsible for the increase which is in ac- 
cordance with Columbia’s profit-sharing policy. 
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SOPOCI—HELENS 

While on a journey out West early in June, Sam 
Sopoci of The Utility Supply Company stopped at 
Fessenden, N. Dak. There he met Miss Irene Helens, 
and to use his own words, “got pleasantly hooked.” 
Many people had considered Sam a confirmed bach- 
elor, but apparently he was only waiting for a chance 
to meet the right girl. 
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Mr. and Mrs. Al Baugher of Chicago announce the 
arrival on June 23 of a boy, Philip Gerard. He was born 
at the Illinois Central hospital and weighed 8 pounds 
10 ounces. Mr. Baugher is well Known as a salesman 
for The Carters’ Ink Company and for his association 
activities. Currently he is serving as treasurer of the 
Great Lakes Travelers Club. 
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...I1S BEING PLANNED TODAY! 


URING recent months you've probably noticed more 
D and more mention, in magazines and newspapers, 
about the postwar world. The car of the future, for 
example, has been shown as a streamlined wonder 
of plastic, metal and glass. The house of the future 
as an efficient, air-conditioned place far and above 
our present homes in comfort and convenience. 


Conjecture? Yes, partly. Yet the fact remains that the 
world of tomorrow will be far different ...a_ better 
place in which to live... and work! For the brains 
and ingenuity in leading companies are already 


preparing for the swing back to peacetime business. 


It's that way with ART METAL. We, too, are working 
full speed on war materials for Victory, but our new 


— ae he el 


products—office equipment of the future—will be 
ready to meet postwar markets ...ready for you/ ART 
METAL has held a leading position in the Office Equip- 
ment field for over fifty years, and you can bet your 
bottom dollar we'll be right back there after the war! 





FOR DURATION... 


we can serve you with the ARTWOOD line of 
Files, Desks, and Tables. Made in wood to save 
steel for Uncle Sam, ARTWOOD office equipment 
matches Art Metal equipment in appearance... 
carries on with Art Metal's mechanical superiority. 


ART METAL CONSTRUCTION COMPANY 
JAMESTOWN. N. Y. 


» Art Vetal - 
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The staggering increase in the number of records 
necessary to the safe operation of business, and the 
absolute necessity of preserving many of these records 
for longer periods of time mean more frequent transfer 
from current files to economical LIBERTY BOXES. 
In terms of dollars and cents—this trend means greater 
profits than ever for you in rapid, large volume sales of 


LIBERTY BOXES and almost endless repeat orders. 


LIBERTY RECORD STORAGE BOXES are sound, 
saleable merchandise. Their value and service to the 
. user, and as a profit builder for the dealer has been 
proven by 24 years of leadership. Write today for 


complete details. 


Sold by Leading Stationers Everywhere 


BANKERS BOX COMPANY 


536 S. CLARK STREET CHICAGO, ILL. 
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of metal, but on the amount of work which can be 
produced through its agency in the hands of a normal 
operator. At this point we must hand the palm to 
the five or six standard American typewriters. 

This national snobbery, however, created certain dif- 
ficulties which were allowed for by empire manufac- 
turing as far as Great Britain was concerned. Goods 
which had a comparatively small percentage of em- 
pire labour in their make-up were admitted as empire 
products at a reduced tariff. This, therefore, created 
a certain amount of very unskilled labour in the 
Dominion of Canada, but it did not have any par- 
ticular reaction either on the British labour situation 
or upon the efficiency of British offices. Thus we are 
led to wonder “what is going to be the after the war 
situation.” Are we still going to have heavy tariffs on 
all goods produced outside of Great Britain, outside 
of France, outside of Russia, Germany and, of course, 
America? Or are we going to have free markets for 
efficiency? So that whatever country produces the 
best and most efficient of office appliances will have 
the entire markets of the world open to them, until 
another country either by the old and tried method 
of copying and improving, or by some little originality, 
manages to create something better or cheaper. 

In this field of office appliances there is ample room 
in many of the smaller countries to manufacture cer- 
tain lines. We think on the whole that an entirely 
free market, with reasonable precautions as to labour 
conditions and payment of certain wages at the point 
of production, would result in a world made generally 
more efficient. On this question of wages, conditions 
at the point of production, in countries such as Japan 
where labour is underpaid and the conditions generally 
give a much lower standard of life than either in Great 
Britain or U.S. A., the copyists in a country such as 
this could do grievous damage if the whole markets 
of the world were open to them. A good deal of dis- 
cretion therefore, must be left with customs boards 
in all countries as to conditions at the point of manu- 
facture. 

Our consideration of international efficiency now 
brings us into points of higher economics because no 
one who has spent some years in the office appliance 
trade can doubt for one moment that the leading 
country in this field is America, but shall we be able 
to deal with America? What means of financial inter- 
change will be arranged after the war? If trading is 
to be on a gold standard it will be almost impossible to 
deal with America, and she will be left with only her 
domestic market as her field of production. In this 
case production, initiative, and ingenuity will, be re- 
tarded. Even in vast America with its enormous po- 
tentialities the domestic market is not sufficient, and 
so we just wonder. 

* > . 


The large scale entry of women into all branches 
of labour throughout Great Britain has created some 
very controversial points. Viewed from the women’s 
standpoint many of the arrangements and rules ap- 
pertaining to the job are grossly unfair. 

The appearance of female maintenance mechanics 
in our industry is something of a novelty. In its 
initial stages, it was not too well received by the 
male element, who were naturally jealous of their 
own rights and standing in the trade. There were 
many doubts in the employer’s mind as to the adapta- 
bility of women to learn the requirements of the 
industry. As is the way with women folk when they 
are out and about, they always endeavour to look 
their smartest. Some doubts were created in the users’ 
mind by the appearance of a very smart young lady, 
who was in their private office sometimes for more 
than half an hour at a time attending to house tele- 
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URGE YOUR CUSTOMERS TO WRITE TO THE MEN IN SERVICE 
V-MAIL WILL GET LETTERS ACROSS THE WATER FASTEST— 
The New V-BLACK SKRIP Insures Their Legibility on Arrival 





One V-Mail reel equals two sacks. 





IT PHOTOGRAPHS BEST! 


You know that our armed forces are speeding 

mail to and from the U. S. on photo film. 

BUT YOUR CUSTOMERS should be told that 

Sheaffer's New V-BLACK SKRIP photographs 

best—works well with any pen—insures that. 
the message shall come through. 


IT’S READY FOR IMMEDIATE DELIVERY 


THAT’S YOUR newest chance to serve and 
profit! Sell to those who write away, as well 
as to those who go away! W. A. Sheaffer Pen 
Company, Fort Madison, lowa. 
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Permanent SKRIP for Business Writing Safety 
Washable SKRIP for School Clothing Safety 
V-BLACK SKRIP for Overseas Letter Safety 
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Case with drawer fully extended. 

Positively no tipping. Practically no 
noise when operating drawers. 


Cradle suspension, showing 


upon which drawer rests, which give 
the smooth, in and out action of the 


drawer. 





WOOD 


Tested and proven principles of construction representing 





more than forty years’ experience, assure satisfactory per- 
formance of this new file cabinet. In cooperation with 
the program of the U.S. War Production Board, we use 
practically no steel but nevertheless provide most all the 
advantages of steel equipment. Installations of this file 
now in service where volume is large and traffic heavy. 
have proved their rugged strength and effieacy in actual 
working conditions. 

Drawers rest on cradle suspension equipped with fibre 
rollers. and can ke wholly extended providing ready 
reference to the extreme rear of the loaded drawer. They 
are fitted with felt stops and practically noiseless. They 


have adjustable follower block and are non-binding. 


The new Michigan file is available in green to match 
steel file installations. and also in walnut and mahogany 


Construction Features 


Heavy glue block in corners. 

All drawer divisions dovetailed into frame. 
3-ply panels. 

Heavy 5-ply paneled top. 

34 inch 5-ply drawer fronts. 

3-ply drawer bottoms. 

Drawers dovetailed, front and back. 

Heavy hardwood cradle. 

Fibre rollers. 

Felt drawer stops. 

Best quality enamel or varnish finish. 
Shipped in cartons. 

Locking device available at additional cost. 


Furnished in letter and legal sizes. 
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FILE 


Prior to the time that steel filing cabinets appeared 
on the market, there were but few manufacturers of 
filing cabinets, and you could count the quality lines 
on your fingers. Since government restrictions on the 
use of steel have gone into effect, the situation has 
changed. Many wood files have been announced, 
some of them having no basis in previous knowledge 


of wood construction. 


The dealer who is mindful of his responsibility to the 
trade, will do well to make exhaustive tests and com- 
parisons—to inform himself by every possible means 
before he makes any recommendation. 
While present conditions prevail, there is a_ vast 
market for wood filing cabinets. We believe at least 
a part of it can be made permanent if proper con- 
struction principles are employed and effort is made 
to maintain and improve the facility and convenience 


of the product. 


The new Michigan file has been shown to and used 
by several of the largest dealers in the United States. 
They have given us their orders as a result of the out- 
standing construction of the file—their assurance of 


vears of satisfactory service. 


Patents have been applied for on the new features. 
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Illustrating the construction of the 
drawer run and cradle _ suspension. 
Drawer is easily removed and replaced. 


Send us your order for two of these new 
Vichigan files. Examine and compare them by 
every means at your disposal. We believe you 
will agree with our statement that the cost is 
comparatively low and the quality definitely 
supertor. 


MiAcHIGAN DESK COMPANY 


GRAND RAPIDS, MICHIGAN 
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QUALITY PARK PRODUCTS 
are Built to Withstand ROUGH Usage! 


When you offer your customers any of the many items in the 
QUALITY PARK Line, you know they will stand the test of com- 
parison, use and construction. 

Over the years they will prove to be cheaper because they last 


longer and endure hard wear. 


Sell the best and you will be sure of satisfied customers. 
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- th -d FILE POCKETS CHAMPION CLASP ENVELOPES 
= oer Built for extra strenuous service. Made of No. 1 
Made in letter and legal sizes with 134", 312” Kraft or Manila with well gummed, deep flaps and 
’ seams that do a perfect job of protecting heavy 


and 5'%4" expansion. Double thickness fronts and 


backs, glue welded throughout. mail, catalogs and booklets. 


Prompt shipment on orders for stock items. 


NOTE THE NEW CHICAGO ADDRESS 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 


Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe St. 
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phones, dictating machines, and other of the personal | 


appliances used by the executive. So altogether the 
scheme was not received too happily by all concerned. 
But we believe women have won their way. 

In the first place they were given excellent training. 
With the experience- gained by the same difficulty, 
in of course a much smaller way, during the last 
war and the vastly improved methods of teaching the 
service mechanic which is the outcome of our experi- 
ence, these women have adapted themselves to the 
needs of the work in a way which is nothing short 
of remarkable. They are particularly adept with their 
fingers and remarkably shrewd in the diagnosis of 
minor faults in office machines. 

They have, therefore, with no difficulty, disposed of 
the employers’ doubts by rendering themselves fully 
capable to do the job. So far as the user is concerned 
he is safe now with a highly efficient young lady, 
proud of her emancipation and of the fact that she 
is considered to line up with men in the services, and 
with whom there is no nonsense in the office. Smart 
as her appearance may be it is allowed in no way to 
affect the efficiency of her work. She is firm in her 
determination to do a job and do it thoroughly well 
and get out. 

The only snag remaining is this snag of reasonable 
equality with the men. In this they are not treated 
quite fairly. For instance, they are expected to do 
this work for about half the wages given to the men 
on similar work. Perhaps in saying half one may 
exaggerate, but certainly not more than two-thirds. 
In all reason it may be pointed out that these men 
have spent years in their training and that they 
have their responsibilities, probably of a wife and 
children. But let us view it from a woman’s angle. 
She, in many cases, is a wife, with a husband in the 
services, probably with one or two children. Her 
hours may be from 8 a.m. to 6 p.m., at which time, 
like her male colleague, she is permitted to go home. 
But when at home her male colleague finds no further 
need to work. At least not at work; at his hobbies, 
his Home Guard duties, his Fire-Watching, or what- 
ever it may be, but housekeeping, no! His evening 
meal is prepared for him and he can get on with 
some other job which at any rate forms mental re- 
laxation. Every night of the week he is completely 
free to potter about in the garden or foregather with 
his friends at a local inn, just as he wishes. The 
women, however, on getting home after her 6 o’clock 
termination of duty, has probably first of all to col- 
lect the children from the people who have been 
minding them, prepare the evening meal, do some 
of her shopping, clean up the house, and, in fact, 
continue working until quite a late hour, when she 
is more than ready for bed. So naturally her re- 
sponsibilities are also considerable in spite of the 
fact that she may have an allowance very small in- 
deed for herself and the children from her husband 
in the services. Nevertheless she has the ordinary 
outgoings to pay on her house or apartments, she 
has to pay for the children minding, and has con- 
siderable wear and tear on her clothes. You will 
appreciate that for a woman to go out on this work 
she must pay reasonable attention to her appearance. 
To the man it is not so important, but to the woman 
both psychologically to herself and to the user whom 
she visits, it really is important, and, of course, it is 
important to the firm who employ her. This wear 
and tear must be made up. It is wrong, therefore, 
to assume that this woman who has accepted tem- 
porary employment, to step in and fill a gap should 
be paid less than the men. Because her responsi- 
bilities too should be fully and wholly recognised. 
As in most cases this recognition does not take place, 
it is scarcely to be wondered at that only 25 per cent 
of the trainees stay the course and continue the job. 
They prefer to go straight into a munition factory 
where definitely their pay is lined up with the men, 
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Save Steel! 


Sell 


OLWooD 


THE ALL-WOOD 
FILING CABINET 


COLWOOD filing cabinets 
are made from the finest mate- 
rials available. They are fin- 
ished in olive green and are the 
same height as Columbia steel 
files. 


COLWOOD filing cabinets 
are made in four drawer letter 
and legal sizes. Each drawer 
operates on progressive suspen- 
sions, is fitted with an efficient 
follower block, and attractive 
label holder and drawer pull. 





NO PRIORITIES REQUIRED 


Write for complete information 











COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN - LIBERTY BUILDING 
PHILADELPHIA, PA. 
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to our good dealers. Its tough to keep 
them waiting for their shipments of 


Imperial desks and tables. 
But we have no other choice! 


There’s a war to be won, and our first 
obligation is to Uncle Sam’s Army and 
Navy—and to the hundreds of factories 


that are equipping America for victory. 


Here is Imperial’s policy “for the dura- 


I—Orders for direct defense use will 
be filled first—and filled just as speedily, 


efficiently and accurately as we know how. 


2—We will fill other orders as quickly 
as possible—but Uncle Sam’s needs come 
first. If you do not get your shipments as 


promptly as usual, please be patient. 


Thanks for waiting! 


= oer 


HESh COMPANY 


EVANSVILLE, INDIANA 
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and where, although the conditions may not be quite 
so pleasant, their expenditure on clothes and appear- 
ances is indeed much reduced. It is contended, there- 
fore, that women employed on men’s jobs and show- 
ing themselves capable of doing those men’s jobs in 
the same way and with the same efficiency as the 
men, should be given the same ratio of pay and 
standing. After all, they are only temporarily em- 
ployed. They are only there to fill the gap, for the 
convenience of the user and of the employer, to 
ensure a continuity of service, and by the only means 
available in this national emergency. It seems poor 
reasoning, therefore, that having passed their train- 
ing test and achieved the standard required to enable 
them to carry on service work, they should not receive 
the same remuneration. Doubtless this same problem 
will in due course confront U.S. A. It is to be hoped 
that your employers will be more appreciative of the 
real facts of the case. 

The dilution of the sales staff by woman labour has 
not occurred in this war. First, because no member 
of the office appliance industry has really got any- 
thing which he can sell. He is driven to nothing more 
than taking orders and supplying such of them which 
lie within his power, according to their degree of 
priority. Therefore, the dilution of the selling staff 
by women has not arisen as it did during the last 
great War, when it had unfortunate and many un- 
pleasant repercussions. 

Force of circumstances in the nature of restricted 
supplies have rendered it unnecessary on this occa- 
sion and it is just as well. But on the service side, 
women have stepped into the breach to a very large 
extent and with remarkable efficiency. 

It is hoped that these comments will enable the 
industry on your side of the Atlantic to avoid some 
of the pitfalls and to realise that women are only 
stepping into the gap temporarily to help in the 
national effort. Realise that thoroughly and treat 
them fairly. Remember that in the factories the trade 
unions insist on a certain line of action, do not be 
unreasonable therefore, with affection which may have 
no direct trade union backing.—SSE 

> / - 


OLD TOWN OPENS DIRECT MAIL CAMPAIGN 


As a means of supporting its distributors all over 
the country, the Old Town Ribbon & Carbon Company, 
Inc., Brooklyn, N. Y., has launched an aggressive 
direct mail advertising campaign for the handling of 
which an entire department has been set up. 

Tied-in with the company’s national advertising 
schedule the direct mail drive is expected to be of 
exceptional use to the distributor. It is estimated by 
Old Town officials that during the next twelve months 
over 1,000,000 pieces of mail will be sent out. 

ee - 


MORLEY WINS LAW DECREE 


J. Kenfield Morley, an official of the Office Eauip- 
ment Company, Louisville, Ky., was recently awarded 
the honorary degree of Doctor of Laws by the Black- 
stone College of Law. 

In conferring the degree the college said: 

“In grateful homage to a courageous business exec- 
utive for his achievements as an authorative ob- 
server and lecturer on foreign affairs, and for his 
patriotic and invaluable service to the government of 
the United States in time of war.” 

*— --- 


GREULICH GOES TO COLUMBUS FOR IBM 


James J. Greulich, formerly sales agent in the 
Wheeling, W. Va., office of International Business 
Machines Corporation, has been appointed division 
manager in the company’s office at Columbus, Ohio. 
Mr. Greulich joined the firm in Newark, N. J., in 
1928, and goes to the Columbus office after four years 
as sales agent in Wheeling —AK 
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New Parker" 51”. 
A completely new 
kind of pen. Set- 
ting sales records 
everywhere. Sells 
for $12.50 and 
$15. “51 pen 
and pencil sets: 
$17.50 and $22.50 


















two biggest 
Parker 


opportunities 





World Famous 
Parker Vacu- 
matic. A “best 
seller” at all pen 
counters. $5.00 
and $8.75. Vacu- 
matic pen and 
pencil sets: $8.75 
and $12.75 





..- make the most 






of them now! 






FEATURE THE NEW PARKER ‘‘51’’ AND FAMOUS PARKER VACUMATIC 


* Have 


make pen profits? We doubt it. For writing is now in 
the news. Millions of young Americans are entering 


schools 
Other n 


or being written to by parents and friends. All are 


live per 
record 

In the 
Vacuma 


THE 


PENS—THEY’LL HELP YOU CASH IN ON A RECORD FALL MARKET! 


dise. Sheer magic, for example, is the ability of the 
“31° with new Parker Ink to “write dry with wet 
ink!” Here is a counter demonstration that sells the 
aS ts nearly every time. In the lower price bracket, 
Parker Vacumatic Pens and Sets are established “best 
sellers.” Your customers will read the news of these 
Parker Pens in Parker's great Fall advertising cam- 
paign. To cash in—tie in with this Fall promotion on 
Parker “51” and Parker Vacumatic. Your big profits 
in volume—and Parker sales are volume sales. 


you ever faced a Fall with such chances to 


and special training where writing is essential. 
iillions in the Service are writing letters home 


1 prospects! You can capture a share of this 
Fall market by FEATURING PARKER! 
Parker “51” the Parker 
tic pens you have truly sensational merchan- 


new and famous 


are 


PARKER PEN COMPANY, Janesville, Wis. 


SINCE 1888, MAKERS OF AMERICA’S FINEST PENS, PENCILS, SETS 


1942. THE PARKER PEN COMPANY 





























Steel for binder folders is out—and when your present supply is exhausted you 
won't be able to replace it for some time to come. Your customers will soon be 
aware of this shortage and will expect you to furnish them with a suitable sub- 
stitute for the duration of the War. 

“Y and E” has just such a substitute for you in their No. 9524 and No. 9526 
Manila File Pockets. Of one piece construction, with 1” expansion and cloth 
reinforcing at the top of the gusset, these pockets are a perfect substitute for 
binder folders. They will serve to keep related papers all together and readily 
accessible at all times. Available in letter and legal sizes with straight or 2/5 cut 
tabs, and at a price that’s in line with what your customers have been paying 
for Lor xd binder folders. 

This is just one of the ways that dealers who handle “Y and E” Filing Systems 
and Supplies can meet priority shortages. Write today for samples and prices 
on these manila file pockets, as well as complete information on the long established 


Yawmanote line of red rope and manila folders, wallets and file pockets. 


YAWMAN AND ERBE MFG. CO. 


Foremost for Sixty Years 


ROCHESTER, NEW YORK 
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Yawmanote 


Red Rope File Pockets 





Yawmanote 


Red Rope File Folders 





Yawmanote 
Red Rope Expanding Wallets 
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NATIONAL POSTAL METER OFFERS COMPLETE 
MAILROOM SERVICE 


The National Postal Meter Company, Inc., origina- 
tor of the NPM metered mail system, has just an- 
nounced the broadening of its facilities to include 
mailroom service. The rapid expansion of this well- 
known firm has been made possible by two deals of 
news interest. 

In 1941 a substantial minority interest in the com- 
pany was acquired by International Business Machines 
Corporation. At that time NPM secured exclusive 
distribution of the International line of postal and 
parcel post scales. These scales have been redesigned 
and improved both in appearance and performance. 
They are now being marketed as the NPM Postal 
Scale, Model 100 and the NPM Parcel Post Scale, 


Model 970. Both units are precision devices that have | 


wide application where correct weight is essential. 
Also included in the transfer of products to NPM was 
the Ticketograph system of piece work and produc- 
tion control. All existing leases of Ticketograph equip- 





ment are being assumed by the Ticketograph divi- | 
sion of the National Postal Meter Company. There | 


are many installations of this equipment in the tex- 
tile, needle and shoe industries and it is the plan 
of the company to broaden the application of the 
system to many other fields where a simple, rapid 


method of operations control is required. William H. | 
Parkin, a former member of the IBM organization, has | 


been named manager of the Ticketograph division. 
Charles R. Ogsbury, formerly vice-president of the 
International Business Machines Corporation, now 
serves as president of the National Postal Meter Com- 
pany, Inc. 
In January of this year, NPM added to its line of 


mail handling equipment by the acquisition of the | 


Multipost Company of Rochester, N. Y. This firm had 
been engaged in the manufacture of stamp affixers, 
letter openers and envelope sealing machines for 
more than thirty years. All of these machines, in 
new streamlined models, are now included in the 
NPM line. 

NPM products and service are made available 
through branch offices and agencies in principal 
cities through the country. Representatives of the 
company are now equipped to supply any equipment 
that may be required for the handling of mail, re- 
gardless of volume. 

To adequately handle the manufacture and distri- 
bution of this enlarged line of mailroom equipment, 
NPM National Headquarters have just been moved 
to a modern, new plant on Culver Road, Rochester, 
N. Y. The company, which was originally located in 
Los Angeles, Calif., transferred its manufacturing divi- 
sion and general offices to Rochester late in 1940. 
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THREE NEW MAP GUIDES PUBLISHED BY 
RAND McNALLY 


Rand McNally & Company, 536 South Clark street, 
Chicago, has recently published three new map units 
of particular interest to the student and the follower 
of history. They are the Histomap, the Histomap of 
Evolution and the Southern Asia and Near East Pocket 
Map. 

A great amount of information on the growth of 
civilization and of human progress is contained in the 
Histomap. As an example the reader can follow at a 
glance the rise and fall of the great world empires, 
the origin and development of modern nations from 
the time of ancient Egypt down to the present year. 

The Histomap of Evolution is a story of the geologic 
development of the earth and the evolution of life 
and of various races of mankind. Ten million years 
are spread out upon a single page. 

The pocket map measures 28 by 21 inches and is 
printed in bright colors. It is designed to bring out 
the strategic importance of the Near East and South- 











S 
>, - 
> 


finish.. 


Complete control of our lumber 
sources, mills and finishing opera- 
tions gives us an advantage unique 








in this field. Sell NATIONAL 


desks of authentic style, self-evi- 


dent quality and what-it-takes-to- 
build-good-will . . . the line that 
features latest approved mechani- 


cal innovations always. 


NATIONAL DESK CO., Ine. 


Herkimer New York 








Lal 

SERIES 44 
Recessed center legs equipped with ad- 
justable glides ... only one feature! 
Quartered white oak, combination wal- 


nut or mahogany. Several models. Cata- 
log on request. 














SPECIFICATIONS 





The ASCO "WOODMASTER" Card 
Cabinet Series is designed for the busy 
office, factory, and all defense and war 


activities. 


MATERIALS: Cabinet Hardwoods are 
high grade, seasoned air, and kiln-dried, 


free of defects. 


* CONSTRUCTION: Tongued and grooved. 
Reinforced, glue blocks at all vital points. 
Drawer stop. Equipped with compressor. 


HARDWARE: Metal cardholder and pull. 


FINISH: "ASCO" olive green harmonious 
finish. 


*Materials and construction subject to change without notice. 


ff 


WOODMAS TER: 
CARD  CABINE L7 


DIMENSIONS APPROX. 
SHIPPING LIST PRICE 
F.O.B. N.Y. 


CARD SIZE WIDTH HEIGHT DEPTH WEIGHT 


7¥/, $3.90 

















SINGLE DRAWER 





No. 335 WOODMASTER ' ‘i 67/6" 5/6" 16" 





No. 346 WOODMASTER 9'/2 4.75 





No. 358 WOODMASTER VI 5.50 











No. 369 WOODMASTER 13 6.50 











ART STEEL SALES CORPORATION 


















.YWOODMASTER_ | 


AK) (Aine es. | LG 
DIMENSIONS APPROX. 
DOUBLE DRAWER SHIPPING LIST PRICE 
CARD SIZE WIDTH HEIGHT DEPTH WEIGHT F.O.B. N.Y. 


No. 3582 WOODMASTER 5" x &* 20 








N 300 EAST 145th ST., NEW YORK, U.S.A. 
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Your (Customers will 


SAVE 


if you sell them— 
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Filing SPACE 


+ + + + + + + + 


“BARKLEY /2ZUc TAB INDEXES: 





C. L. BAR 


$17 S. 


Today, your custom- 
ers are looking to 
you Mr. Dealer for 
sound ideas and 
products to proper- 
ly carry them thru 
these hectic busi- 
ness days. 


By showing them 
these new Plastic 
TABS ‘you will be 
rendering a real 
service to your cus- 
tomers and your 


country too. 


Real advantages 
are embodied in 
BARKLEY Plastic 
TABS among which 
are Magnified Visi- 
bility at least 35% 

- Angled Inserts 


Cuts or Scratches, smooth edges - - 


SEND FOR COMPLETE 


INFORMATION AN 


ISHED 





JEFFERSON STREET 








se 





allow 45% reading angle - - - No 


- Relieves eye strain. 





D SAMPLES! 








KLEY & CO. 


of Filing Supplies 
CHICAGO, ILL. 


4 
Manufacturers 
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cities, towns, rivers, lakes and 
political divisions. An index of important cities ap- 
pears in the margin. The three units sell for $1.00, 
$1.00 and fifty cents respectively. 


—>-————___. 


FURNITURE MART HOLDS MID-SUMMER SHOW 


Several manufacturers of office furniture and equip- 
ment were represented last month when the Mid- 
Summer exhibition of the American Furniture Mart, 
Chicago, was held and witnessed by hundreds of vis- 
itors from every section of the country. 

Among firms which are prominent in the industry 
but which did not necessarily show office furniture 
were the following: 

High Point Bending & Chair Company, Siler City, 
N. C.—New styles and sizes of chairs and settees for 
household use. James Boling in attendance. 

Imperial Desk Company, Evansville, Ind.—Desks and 
bookcases for the home in a number of new styles and 
in many types of wood. Gilbert Bosse and Norman 
Gerth in attendance. 

Indiana Desk Company, Jasper, 
large display of bookcases and desks. 
in attendance. 

Jasper Seating Company, Jasper, Ind.—Office and 
household chairs in a wide variety of styles and de- 
signs. A. Krieg in attendance. 

Murphy Chair Company, Owensboro, Ky.—Showing 
plain and upholstered chairs in a variety of styles 
for both the office and the home. Steve Murphy, Gil. 
Thompson, J. H. Davison and Dave Fried in attend- 
ance. 

New Indiana Chair Company, Jasper, Ind.—Many 
new models of household and office chairs in a variety 
of styles. Mr. Beckmann in attendance. 

Norcor Manufacturing Company, Green Bay, Wis.— 
A display featuring wood folding chairs and chair 
and table folding sets. 

St. Johns Table Company, Cadillac, Mich—aA large 
assortment of Dynette table and chair sets. R. L. 
Patrie in charge. 

Tell City Chair Company, Tell City, Ind.—Showing 
a large line of chairs in many styles and designs. 

Mutschler Bros. Company, Nappanee, Ind.—This 
firm displayed its products in the Chicago Merchan- 
dise Mart and featured household furniture and equip- 
ment. George Reinoehl, sales promotion manager, was 
in attendance. 


ern Asia, showing 


Ind.—Showing a 
M. Sonderman 
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EDWARD GASH PASSES 

As this issue goes to press word is received of the 
death of Edward Gash, for the past fifty-three years 
connected with George B. Hurd, Inc., as New York rep- 
resentative. He was in his seventy-third year. 

Although he had been in ill health for some time 
he had managed to continue his work almost to the 
end. His passing occurred on July 24, at the family 
residence, 1280 Pacific street, Brooklyn. He is survived 
by his widow, Mrs. Phyllis May Gash. 

Funeral services were held from 
chapel, Brooklyn, on July 26. 

Eddie Gash was one of the faithful who always did 
his part with a smile. He was always willing to give 
of his time and talent to serve any good purpose. He 
was faithful in his duties and responsibilities and ever 
interested in association work and co-operative ac- 
tivities. Whatever there was for him to do he quietly 
and efficiently did it. He lived peacefully and as he 
lived so he passed on peacefully in his sleep. Ed. was 
a dependable quantity and he will be missed by all 
who knew him. He had suffered long and now death 


the Fairchild 


has liberated him from that which the physician could 
not cure. 
how to die. 
of memory he leaves us. 
now comes rest.—CHE 


He knew how to live. We are sure he knew 
There will be many jewels in the crown 
Life’s work well done, Ed, 
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Dealers? 


IMPORTANT 


NOTICE |! 


We have special permission from the War 
Production Board to ship all our stock of 


Little Dandy Typewriter Stands. 





Your orders must be 
covered with better than 


\-2 Priority Certificates. 














These stands. of course, are subject to prior 
sale so get your orders to us at the earliest 


possible moment. 


FIRST COME—FIRST SERVED 
ACT QUICKLY 


UHL STEEL 


Furniture 


Manufactured by 


The Toledo Metal Furniture Co. 
1748 Hastings St. Toledo, Ohio 




















No. 671 





No. 671-LSX 





No. 671-TS 


Both the No. 671 and the No. 
7800 sizes are available in six- 
teen different styles. 


See our catalog. 
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Patent applied for. 


FITS 






Patent applied for. 


The Lincoln Adjustable Stationery The Lincoln Adjustable Stationery 
Rack pictured ‘out of drawer."" Note Rack pictured "in desk drawer.'’ Note 
manner of construction. quick adaptability. 











7TTewrnmitTes® 
L ATF OR M 


T A time when conservation of metal 


is essential for the successful conduct 


of the war, the extreme value of Right-O- 
Left Typewriter Platform is apparent to all. 
We are proud of the opportunity to make 
this versatile typewriter desk available to 


industry. 


12 GREAT FEATURES 


Converts flat top desks into typewriter 
desks, right or left. 


Clamps on quickly, no damage to desk. 
Easy to install or remove. 

Saves time. 

Always ready. 

Typewriter operates more smoothly due 
to rigidity. 

Prevents damage to typewriter. 

Gives no mechanical trouble. 

No cost of upkeep. 

Prevents accidents. 


Gives 50% more drawer space than a 
pedestal typewriter desk. 

Will fit any standard office desk, single 
or double pedestal, wood or steel, new 
or old, with 1142” to 14” pedestal 
opening. 


95% OF ALL 


DESK DRAWERS 


The Lincoln Adjustable Stationery Rack is 
installed in a matter of seconds. Foolproof 
in design and application. The perfect com- 
panion for the Right-O-Left Typewriter 
Platform. Turns flat top desks into efficient 
typewriter desks. 


COMMERCIAL FURNITURE 


COMPANY 


2739 W. Chicago Ave., Chicago 
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W. F. WEBER 


William F. Weber, vice-president of the Ace Fastener 
Corporation, 3415 North Ashland avenue, Chicago, died 
June 29 at the Evanston hospital, following a heart 
attack. Having enjoyed the best of health, and having 
been very active in his business affairs up to the end, 
the news of his untimely death was a shock to his 








THE LATE W. F. WEBER 


associates and his many friends in the stationery trade 
throughout the country. 

The surviving members of his family are his widow, 
Mrs. Angie Weber of Evanston, a sister, Mrs. Dorothy 
Kline and two brothers, Frank of Milwaukee and Ed- 
ward of Ft. Wayne, Ind. 

The funeral services were attended by a great many 
members of the Great Lakes Travelers Club of which 
Mr. Weber was a popular member. 

Mr. Weber was born in Peru, Ind., April 10, 1882. At 
the age of ten his family moved to Ft. Wayne, and it 
was because of the many happy associations he had in 
that city that he always considered it his home town. 
It was here that he secured his first employment as 
an apprentice in the shops of the General Electric 
Company. And, it was here, too, that he married Miss 
Angie Hartman in 1903. 

In 1907 Mr. Weber moved to Chicago and became 
associated with the Wahl Adding Machine Company, 
first as a mechanic and later as superintendent. In 
1917 when the Wahl Company became interested in 
the fountain pen business, through the purchase of 
the Boston Fountain Pen Company, Mr. Weber was 
sent to Boston to take charge of the factory. As the 
iountain pen business grew, and the demand for the 
new mechanical pencil increased, the factory was 
moved to Chicago and Mr. Weber continued in charge 
of the pen department. 

Shortly after World War I an incident occurred that 
was to have a strong bearing in shaping Mr. Weber’s 
future career. The Wahl Company, at that time, was 
manufacturing computing devices to be attached to 
Remington typewriters. A large deal was pending. 
To close it required mechanical skill. Mr. Weber was 
assigned the task. So successful was his demonstra- 
tion that the contract was consummated. 

His knowledge of technical devices, his selling tech- 
nique and enthusiasm so impressed the Remington 
people that he was offered a job as typewriter sales- 
man. In a short time he had made such a remarkable 
showing that he was made manager of the Peoria 
branch. In fact, he had increased business to such 


an extent that the Remington Company brought him 
to Chicago as one of the principal speakers at a sales 
meeting. There he told his fellow salesmen how he 
managed to sell so many typewriters. 

It was about 1926 that Mr. Weber became interested 
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MOF Sie: 


AND FINDING... 


is more important now than ever in our 
country's history. Speed in production to 
win the war means keeping more records 
--. and keeping them more accurately... 
keeping them available for instant finding. 
Selling Wabash Alpha-Merical and Natural 
System Indexes to vital industries is help- 
ing to win final Victory! "Keep ‘em filing!" 
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THE WABASH CABINET CO. 
WABASH, INDIANA 
The line that's sold only through dealers. 
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THE WABASH CABINET COMPANY 
141 E. Water Street, Wabash, Indiana ¢ 


Rush our special presentation of the Wabash Line—a 
volume that will help us to bigger profits! Is an exclusive } 
sales franchise available? | 
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Printed Form 
Systems 
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Made Under ease 4 ce " ns = y (eS | aa 
Your Own Imprint —— ad pres 
Shipped In Your Name pansy SCRE es eo 
ee - 4 


Sell in your own name, under your imprint, Auto- 
graphic Register, Continuous or Snap-a-part Forms 
shipped, and quickly, too, under your labels 
. you do the invoicing. 
Get your share of this fast growing field by writing 
today for details of our dealer offer. Free design 
and quotation services assure you of complete sell 
ing information for your every prospect. Simplified 
price‘lists and manuals let you price many forms 
Our increased production has given many dealers 
and printers new profits to replace war-cut items 
. investigate 
WRITE TODAY ... If you are located in a Mid- 


western, Southern or Southwestern area. 


PHILIP HANO COMPANY, INC. 
Holyoke, Mass. 


HANO_ 
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‘BusinessForms 


ne a 


Sell Time-Saving 
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in the stapling machine business, securing the Illinois 
franchise for the Star machine. Again he returned 
to Chicago where he established his headquarters. 
Under his supervision the business grew phenomenally. 
But, what was more important, this experience was the 
stepping stone for Mr. Weber to realize one of his 
life’s ambitions: to build a business of his own. 

So, in 1929 he organized his own company, the Ace 
Fastener Corporation, taking in as associates friends 
of long standing. Emil H. Bolz and William G. Pan- 
konin, who by their training were eminently qualified 
to assist him in the production of the Ace stapling 
machine, which he invented and perfected. 

In later years Mr. Weber often enjoyed reminiscing 
about the early days of the corporation, when he se- 
cured his first orders, assembled the machines at night 
and delivered them the next day. 

The beginning of the company was, indeed, modest 
as it had only a one man salesforce in the person of 
Mr. Weber, who introduced the new product in twenty- 
two states. While the introduction of any new product 
requires real sales ability, Mr. Weber’s job was ren- 
dered all the more difficult because of the business de- 
pression and lack of purchasing power on the part of 
the public during the early 1930's. 

No sooner was the initial acceptance of the Ace 
machine demonstrated than Mr. Weber started, with 
typical speed and foresight, to build an organization 
composed of the best men to be had, and to expand 
his sales program into the four corners of the earth. 
In fact, four years after the first Ace machine was 
produced, Ace stapling equipment was to be found on 
the shelves of dealers in all parts of the world. These, 
it can be safely stated, were the happiest days in the 
life of Mr. Weber. 

To his many friends in the stationery industry, as 
well as his associates, William F. Weber will always be 
a Symbol of a self-made man who retained his simple 
ways of life in the face of outstanding success, who 
remained an ever-flowing source of inspiration to those 
who worked for him, and a true friend to all those who 
needed help and assistance. 


T + + 
B. R. SMITH 


Bruce R. Smith, forty-nine, founder and manager 
of the Office Equipment and Supply Company, 236 
Summit street, Toledo, Ohio, died suddenly in his 
home on July 13. Members of the family said Mr. 
Smith had not been ill but was preparing to visit the 
family physician for a check-up when he collapsed. 

Born in Liberty City, Ohio, Mr. Smith went to 
Toledo thirty years ago, and was at one time a reporter 


| for the Toledo “News-Bee.” In addition to operating 


the Office Equipment Supply Company, he also was 
manager of the Toledo Advertisers Service at the 
same address. He was a member of St. Johns’ Metho- 
dist church. 

His widow, Oma; daughters, Barbara and Mrs. Vir- 
ginia Bennett, Toledo; sons, Hugh Smith, Toledo, and 
Donald Smith, serving with the U. S. Navy in the 
Pacific war zone; three sisters, a brother, and two 
grandchildren survive. Services were held July 15, 
with burial in Toledo Memorial Park Cemetery—AK 

+ bt 
LOUIS FRANKENSTEIN 

Louis Frankenstein of Acme Paper Company, Detroit, 
passed away suddenly on June 23. He had been active 
in the wholesale stationery business for many years 
and helped entertain members of the Wholesale Sta- 
tioners Association several years ago when their an- 
nual convention was held in Detroit. 


oe. > 
C. H. PILLE 


Charles H. Pille, for the past three years owner and 
operator of a school supply store in Cincinnati, Ohio, 
died last month in a local hospital after an illness 
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MONROES FOR SHIPS AND GUNS 
BUT NONE FOR BUTTER! 





Monroe is at war. From now till Victory all our facilities, energy and skill, all 
Monroe machines we make, are devoted to Government and the Armed 
Forces. That is where they belong! 


For the duration, the scores of thousands of Monroe machines in civilian 
use will carry on. The nation-wide expert service organization developed by 
Monroe during thirty years assumes that responsibility. Operating from 150 
Monroe-owned branches, that organization brings to you: 


Guaranteed Maintenance Service through regular inspections by 
factory-trained mechanics to prolong the life of your equipment. 


Analysis of your figure work and office systems, suggestions for short- 
cutting and economy, to assure the utmost use from your equipment. 


Take full advantage of these services. Call the nearest Monroe office, or write 
to Monroe Calculating Machine Company, Inc., Orange, N. J. 


MONROE 


MACHINES FOR CALCULATING, ADDING, BOOKKEEPING, CHECKWRITING 
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How did PEERLESS IMPERIAL 
get so far so soon?..... 


Ten years ago few people heard of PEERLESS-IMPERIAL Ribbons and 


Carbons. 


Today we are up among the first Big Ten. 
What's responsible for this sensational growth? 


QUALITY?—Yes, Sir! 
PROFITS?—Decidedly. 
SERVICE?—Indeed. 





PEERLESS KEY-IMPERIAL MFG. CO., 


VERSATILITY ?—Ditto. 
PROTECTION?—You bet. 
CO-OPERATION?—And how! 


@ But most important is a unique company 
policy which enables Dealers throughout the 
country to take the play away from the direct- 
selling boys . . . . (and those who carry water 
on both shoulders.) 

This policy pays out in the till, keeps the bell 
on the cash register tinkling merrily. This policy 
has made us loyal friends by the thousands. 

In these worrisome days, doesn't such a policy 
appeal to you? Make contact with us through 
a letter, postcard or telephone. You'll find it 
an advantage to belong to the PEERLESS- 
IMPERIAL group. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 


IT’S THE JOB WE DO 


INC. 
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of several months. He was in his thirty-ninth year 
and had been active in the office equipment and school 
supply trade for many years. 

Mr. Pille is survived by his widow, Mrs. Gertrude 
Sauter Pille; his parents, Mr. and Mrs. Herman Pille, 
and two sisters, Mrs. Helen Ploeger and Mrs. Matilda 
Luebbering. 

+t i & 
H. B. SYLVESTER 

Harry B. Sylvester, of the Sylvester & Nielsen Com- 
pany, Appleton, Wis., and at one time a member of the 
White Sox baseball team, died June 28 after an illness 
of only a month’s duration. 

Born March 28, 1889, in Appleton, Mr. Sylvester had 
lived in the Wisconsin city all his life except during 
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the periods he was playing baseball and serving in 
the Army. He had been with the office supply and 
stationery house for twenty-two years. 

His baseball career began in 1911 with the Appleton 
team and then he played with New Orleans in the 
Southern League from 1914 to 1917. From the latter 
year to the Armistice he was a sergeant in the Army, 
and, upon his return he joined the White Sox, his 
ball playing career later being ended by a leg injury. 
He was also a noted basketball star both at high school 
and college. 

Mr. Sylvester is survived by his widow; one daugh- 
ter, Maree; four sisters, Mrs. Rose Sorenson, Miss 
Bertha Sylvester, Mrs. Robert Schultz and Mrs. Charles 
Reisenweber. 

+ i 


T. A. CLARKE 


Thomas A. Clarke, seventy-two, one of the founders 
of the office supply, stationery, printing and engrav- 
ing firm of E. H. Clarke and Brother, South Second 
street, Memphis, Tenn., died July 10, at his home, 
372 Angelus. He had been in poor health for three 
years but continued to his last days to give attention 
to his store. 

He moved to Memphis in 1889 from Vicksburg, Miss., 
and with his brother, E. H. Clarke, founded the store, 
formerly on South Main and in later years on South 
Second near Monroe. 

Mr. Clarke was a charter member of the Memphis 
Rotary Club and active in St. Peters Catholic church. 
His funeral was held Saturday, July 11. 

Besides his brother and two nephews, his widow, 
Mrs. Lelia Hunter Clarke; two sisters, Mrs. Emma 
Culpepper, Memphis, and Mrs. R. H. Williams, St. 
Petersburg, Fla., survive-—CG 
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4 
E. J. GREIM 
Emil J. Greim, for thirty-three years receiving clerk 
for the Underwood Elliott Fisher Company, New York, 
died June 30 at Roselle Park, N. J. He was stricken 
with a heart attack while about to board a railroad 
train for New York. He is survived by a widow, Mrs. 





TRADEMARK 


TRANSFILE 


FIBRE BOARD FILES 


Yes, the supply of metal files is practically ex- 
hausted. So, now is the time to go to work on 
TRANSFILE FILES—a time-tested product now giv- 
ing satisfactory service in thousands of offices 
throughout the country. 

TRANSFILE FILES are shipped flat — nowhere 
near the bulk of a wooden or steel file. They 
assemble quickly and easily without screws, 
bolts or tools. They interlock into sturdy bat- 





teries. 


So, now is the time to sell TRANSFILE FILES. 
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FILING SUPPLIES 


There is a knack to making filing supplies—a 
knack in obtaining good quality economically. 
We of GUSSCO have acquired that knack 
in servicing our dealers for a quarter century. 
We know what dealers’ needs are. The 
GUSSCO Line is made just for those needs. 
We make specials for you when you want them 
—in a hurry, too. 


Remember we started this business with the 
idea of making a line for dealers only—a line 
dealers could sell under all competitive condi- 
tions. We have maintained that basic policy 
and our dealers have found it profitable for 
them. 


You would, too. Why not write for full de- 
tails now! 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 
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New GLASS handi-pen 


helps you 
beat war shortages 


This new development by 
engbusele protects your 


future supply of desk sets 


Rubber, certain plastics, and other critical ma- 
terials have a ‘‘war job” today. Obviously, they 
aren’t available for future manufacture of desk 
sets . . . But that doesn’t mean that you have 
to stop giving your customers the “greatest aid 
to writing ease” —the Sengbusch Handi-pen set. 
The new Handi-pen set of glass fully retains 
all the advantages of Handi-pen writing — 
assuring you of satisfied customers and repeat 
orders, It is a high-grade product built accord- 
ing to our usual custom — durable, practical, 
good-looking in design. Black or crystal glass, 
indestructible by ink acids, 100% acceptable 
wherever shown. 





Stock the new Handi-pen, for continued profits 
on desk sets. Write for sample of circular 
(available for your imprint) giving details and 
prices. Sengbusch Self-Closing Inkstand Co., 
815 Sengbusch Building, Milwaukee, Wis. 













Bottle bolds2 oz. 
of ink, fills from 
any bottle. Dou- 
ble sets avail- 
able with wood 
fibre base; 
wood grained, 
brown finish. 


$3.00 to $11.80. 
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Edith Gunther Greim; a daughter, Mrs. Waldo Mowen, 
Jr.; a son, Emil M.; his mother, Mrs. Margaret Greim, 
and two sisters, Mrs. Walter G. Fall and Mrs. J. P. 
Reidy. 
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LIEUTENANT C. KAMMERER 

Lieutenant Chris Kammerer, formerly a salesman 
for the Victor Safe & Equipment Company, met his 
death as one of the U. S. Navy’s heroes when he was 
killed aboard a freight vessel while engaged in a 
hopeless duel with an enemy submarine. 

Lieutenant Kammerer is survived by his bride of 
seven months, Mrs. Katherine Barr Kammerer, and his 
parents, Mr. and Mrs. Edward A. Kammerer, of Phila- 
delphia. 

A full report of Lieutenant Kammerer’s glorious end 
as well as a photograph of this national hero appears 
elsewhere in this issue. 

+ ok 
W. F. PARLOW 

William F. Parlow, sixty-seven, employed by the 
Shelby Sales Book Company, Shelby, Ohio, for many 
years, and formerly with the Simple Account File 
Company, Fremont, Ohio, which was sold to the 
Shelby firm, died June 24 after a six-weeks’ illness. 

AK 





ANOTHER AMBULANCE FOR THE ALLIES.—Hard work on the 
part of Mrs. Lou I. Kriloff, and three friends in soliciting con- 
tributions from friends in the Chicago area has resulted in 
another ambulance being outfitted for service with the United 
Nations. Mrs. Kriloff, whose husband heads the Reliable 
Stationery Company, Chicago, said she and her friends col- 
lected small donations from every party and social event they 
attended over a period of time. (L to R) Mrs. Kriloff, Mrs. 
Alexander Spare, of Chicago; Mrs. George J. Bloom, Glencoe, 
Ill., and Mrs. Albert Parvin, Chicago. Mrs. Kriloff and Mrs. 
Spare drove the ambulance in the MacArthur Day parade in 
New York before bringing the vehicle to Chicago. 
<-> 
SOUTHERN NEWS NOTES 

A bonus of $8,000 in War Bonds and Stamps was 
recently distributed to its employees by the Ivan Allen- 
Marshall Company, of Atlanta, recently. Employees 
were called into the big office furniture department 
on the third floor for a “surprise” meeting. There 
Ivan Allen, Jr., a lieutenant in the United States Army, 
made a short talk on the importance of civilian war 
work, and the bonds and stamps were passed around 
by Ivan Allen, Sr., and Charles M. Marshall. 
Charles Fram, business manager of the Southern Sta- 
tioner and vice-president of the E. H. Abernethy Pub- 
lishing Company, has been commissioned a first lieu- 
tenant in the Army Air Corps and has reported to 
Miami, Fla., for duty. .. . Howard L. Risler, of Louis- 
ville, Ky., has joined the Atlanta branch of the Inter- 
national Business Machines Corporation as an expert 
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THE “DEFENDER” WOOD FILING CABINET 
IS A DEPENDABLE WAR-TIME PRODUCT 
THAT WILL GIVE SATISFACTORY SERVICE 





“Defender” wood files are available in 2, 3 
and 4 drawer letter and legal sizes . . . also 
with insert drawers for various filing com- 
binations. Furnished in quartered oak, or 
imitation walnut and mahogany finishes. 











Service 
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I-N-T-R-O-D-U-C-I-N-G the new ‘“‘Defender’’ wood file 

. a dependable war-time filing cabinet. This new 
all wood file saves metal and will give very satis- 
factory service for a long time. It is made of air 
seasoned properly kiln-dried hardwood . . . carefully 
selected to provide uniform quality. 


The drawer operates on a progressive type wood 
suspension with fibre rollers that permit drawers to 
glide easily and quietly. The followers, drawer pulls, 
label holders, guide rods and knobs are 
made of wood. 










“Defender’’ wood files permit our dealers 
to meet their customers’ requirements by 
providing merchandise that measures up 
to our long established 
policy of high quality and 
good service. In this 
emergency, the G_ W fran- 
chise is again proving 
its worth. 


* 
Globe-Wernicke is the 


world’s largest manufacturer 
of dependable wood filing 
and office equipment. 








Globe 2Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—-Specia! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel. Shelving 
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THE OFFICE EQUIPMENT INDUSTRY HAs 





AN IMPURTANT PLACE IN THE 
* 


x 
Many Americans have had to learn new 
occupations, some of them very hazard- 
ous ones, for the service of the nation in \ 
her extremity. Millions are ready to fol- 
low, both into the armed services and the war 
industries. Americans have what it takes 
ability, courage, loyalty . . . willingness to sacrifice 
and will to win. There is some lack of the imple- 
ments of warfare and that alone caused what re- 
verses have befallen us. That lack is steadily and 
surely being eliminated by an ever increasing flow 
from American fields, mines and factories. 


This is a supreme effort. Old established [FOPVICTORY | 





plants are continually increasing production. 
New plants come into being almost over | 
night. The office equipment dealers’ service | 
is vital to the success of these new plants. | 
The details of organization, the working out 


JASPER 





YASPER, 


PRUGHAM 


x *k O¥* 


of methods, the facilities of record keep- 
ing and administration are their specialty. 
And JASPER CHAIR CO. office chairs en- 





INO: ter fully into this service, to supply the 


enormous needs of government offices and the 
growing requirements of industry so tremendously 
stimulated in productive effort. Naturally ship- 
ments must be made in order of importance. Every 
order receives all possible attention, and we are 
particularly concerned with requests and instruc- 
tions from our many old friends in the field. Some 
numbers are not easily supplied because of the 
material situation. We are keeping close 
check on unfilled orders and making every 
effort to maintain and extend our service. 
We especially appreciate the fine spirit of 
patience and cooperation accorded us 
throughout the trade. 


IN DIANA 





REPRESENTATIVES: 
E. W. Thomas, (Southwest) 
Box 3493 Peninsula Station P. O. Box 1118, 
Daytona Beach, Florida St. Petersburg, Fla. 


James S. Fowls, (Southern) W. H. Brown 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) Seattle, Wash New York, N. Y 


Geo. A. Litchfield, Sales Mgr. 


(Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern 


405 Orpheum Bldg. 383 Madison Ave. 
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on electric writing machines. ... Robert Mayhew has 
returned from Pittsburgh, Pa., where he has been 
located for the past five years, to be with the Scripto 
Manufacturing Company, Atlanta. .. . The Louisiana 
State Senate, by a vote of 21 to 17, has “indefinitely 
postponed” action on a 2 per-cent sales tax measure 
which had previously been passed by the State House 
of Representatives. It will have the effect of killing 
the measure for the present session. . . A. Hines 
McWaters, of the printing department of the R. L. 
Bryan Company, Columbia, S.C., has been commis- 
sioned a first lieutenant in the Army Air Corps, 
reporting to Miami, Fla. He has been with the Bryan 
Company for the past fifteen years. .. . Only sixty- 
three typewriters, new and used, were sold in the 
State of Virginia during June, according to Dr. C. 
Hart Schaarf, state OPA rationing officer. . The 
Sarasota, Fla., city council has levied a $15.00 occupa- 
tional license fee on ‘all book, magazine and pamphlet 
agents, salesmen and distributors” engaged in house- 
to-house canvassing, thus giving that city’s hard- 
taxed bookstores a more even break in this sort of 
competition _JHR 
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FEATURING VICTOR INSIDE AND OUT.—A. Pomerantz & 
Company, Philadelphia, is another office supply firm which 
believes in featuring the products of one manufacturer in a 
window or inside display. Proof of this are the two pictures 
above showing (top) a store display and (lower) a window 
in which are featured merchandise of the Victor Safe & 
Equipment Company, North Tonawanda, N. Y. The inside 
display, located on the second floor, shows Victor visible 
record equipment as Victor Firemaster files and systems 

material. 

<>< 


P-M-V CLUB ANNOUNCES PROGRAM 


The Penn-Mar-Va Travelers Club has begun work- 
ing on plans for a sales educational program which 
is to be its main business for the next twelve months, 
according to a statement issued last month by Presi- 
dent Dave Price. 

The statement, in part, follows: 

“One activity thoroughly discussed (at a previous 
executive board meeting) was a proposed sales educa- 
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GRAND 
PRIZE 


A Name that stands 
for Proved Quality! 


F OR OVER 20 years the Pacific Carbon 





and Ribbon Mfg. Co. has been turning out 
“Grand Prize’’ Ribbons and Carbon Paper 
for the commercial world. Now in this 
all-out effort to whip the Axis, Pacific 
Carbon and Ribbon Mfg. Co. is devoting 
50% of its output to supplying the de- 
mands of the U. S. government, our armed 
forces as well as war industries. Every- 
where ‘Grand Prize’’ Carbon Paper and 
Typewriter Ribbons are proving tops in 
performance because they are tops for 


quality. 








PACIFIC CARBON and 
RIBBON MFG. CO. 


J. Francis O’Connor, Pres., 
Head Office and Factory: 


1451 Harrison Street, San Francisco 
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CANODE 


DUPLICATING INKS 


x 7 & 


The Same HIGH Quality 
in NEW CONTAINERS! 


After exhaustive tests, we 
have decided on new 
glass containers in spe- 
cial packaging to meet 
new government regula- 
tions on curtailment of 
tin. We are glad to be 
able to cooperate with 
the war effort in this re- 
gard. 


S 


Perm oe 
Y OVPLICATH 
» BLACK ae 





* 


It's the same extra high quality Stencil 
Duplicating Ink that has always been 
our pride - - - in a New proven con- 
tainer. Packaged in half pounds and 
full pounds, 12 bottles to the carton. 


* 

CANODE INKS work perfectly in 
EVERY make and model of Stencil 
Duplicating Machine. Over 45 years 
experience in the manufacture of 
duplicating inks enables us to offer 
you the finest inks obtainable any- 
where. 


* 


Ask for a sample—and test it—we 
know you will be entirely satisfied. 
Write today!! 


INK SPECIALTIES CO. INC. 


93| S. LAFLIN STREET . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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tional program and it was decided that the develop- 
ment of such a program is to be our main business 
and purpose of the year. We are confident that a 
hard-hitting and unusual sales educational program 
is not only timely, but that it is the most constructive 
help that we can give the dealers, under present 
conditions. 

a oe It is our plan to carry this activity to all 
important cities in the third regional district, in- 
cluding Richmond, Washington, Baltimore, Phila- 
delphia and Pittsburgh, etc. It means plenty of hard 
work to do this job well—and that’s the only way we'll 
do it. I am happy to tell you that Jack Kerns has 
accepted the chairmanship of the Educational Com- 
mittee. Jack is well-qualified and, with our complete 
support, we can count on having a top-notch program.” 

<2 P 


SAVE THAT PENCIL SHARPENER 


Your customers probably won’t appreciate the great 
convenience of a pencil sharpener until it is gone from 
its usual spot. Today’s great need is to conserve metal 

—nurse that old pencil sharpener along so that it helps 

the victory effort. Due to curtailments, it is quite 
probable, that in many cases, folks just won’t be able 
to go out and buy a new pencil sharpener whenever 
they feel like it. 

Here are some service ideas which your salesman 
can pass along to his customers, when checking on 
office equipment. 

1. When cutters eventually become dull—Don’t let 
him throw the entire machine away—sell a new Set of 
cutters. Show him if necessary how they are in- 
stalled. Let him postpone, for a while, the good old 
American custom of buying a bright shiny new one. 

2. Oil—A few drops of oil will save wear and tear. 

3. Dirt and Grit—Empty chip receptacle at regular 
intervals. This prevents cutters from clogging and 
prolongs life of cutters. 

4. Sharpeners should be fastened securely to hori- 
zontal or vertical surfaces to prevent points from 
breaking. 

5. Save Pencils—Pencils should be held straight into 
the center of the machine when sharpening. Offices 
who have the self feeder pencil sharpener are lucky 
as this does the job, mechanically perfect. 

The use of these service suggestions plus what new 
machines are available should help you keep Satisfied 
customers. 

pli a 
RAND McNALLY GIVES ADVERTISING SPACE TO 
STOP RUMOR MONGERS 

Rand McNally & Company, makers of globes, maps 
and atlases, is spending money and giving valuable 
advertising space toward the national effort to stop 
gossipers and rumor mongers whose activities regard 
the country’s war efforts. 

Instead of picturing and talking about its own prod- 
ucts the company is publishing a series of cartoons 
in various magazines which, while humorous in them- 
selves, bear grave warnings to the nation as a whole 
to avoid gossip. As an example, a recent cartoon of 
a talkative gentleman attempting to interest his next 
door neighbor in some choice rumor, bears this mes- 
sage: 

“Freedom of speech is a tremendous thing and a 
treacherous thing. It is a much-abused birthright 
of Americans. The man who whispers gossip over the 
back fence enjoys freedom of speech. Often he is 
unworthy of the privilege.” 

—>--—__ 
MIHALIK JOINS SISLER’S FIRM IN AKRON 

J. S. Mihalik, who has spent the past four years on 
the Island of Maui, Territory of Hawaii, servicing office 
machines, is now permanently connected with the 
Adding Machine Sales Company, 861 South Main 
street, Akron, Ohio. The company is owned and oper- 
ated by G. W. Sisler. 
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We Guarantee Immediate Delivery on 
Steel BLUE-PRINT CABINETS and Steel uTILiTy CABINETS 





With priority certificates of A-1-K or better 









4 





8 drawer cabinet designed for 
safe keeping drawings, maps, 


tracings, art work and blue- 


Constructed of heavy gauge 
steel, electrically welded. 
Twenty-seven roomy drawers, 


- ae PRONTO PRONTO 
= “= —CBLUE-PRINT UTILITY 
= 4 CABINETS CABINETS 
- > 

e i 





prints up to 24" x 35". Heavy designed for printed office 

gauge furniture steel. Elec- forms, cancelled checks, cat- 

No. 4028 trically welded throughout. giclee alogues, samples, tools and dies, 
27 DRAWERS letters. Olive green baked 


$57 
BASE 14!/," HIGH 
$7.75 EXTRA 


PRONTO FILE CORPORATION 


Drawers glide smoothly and 
easily. A hood in the rear and 
a lift compressor in the front 
of each drawer keep prints and 
drawings in perfect order. 


enamel finish. Plated card hold- 
ers and handles. Adjustable 
steel drawer partitions available 
at slight additional cost. 


$97 


349 BROADWAY, NEW YORK, N. Y. 























We Guarantee Immediate Delivery on 


Steel] CARD CABINETS AND S#ee] TRANSFER CASES 
With priority certificates of A-1-K or better 





COLE CARD CABINETS 


Single or two drawer units for all standard card sizes. Built 
of a fine grade steel. Equipped with rubber feet. Drawer 


stop prevents drawer from falling out. 
Pronto build-up feature for stacking. 


compressor. 


Improved spring 


Solid 


brass hardware. Olive green, grained walnut and mahogany 






LETTER SIZE 


$550 


COLE TRANSFER CASE 


Made of a high grade steel, 20 gauge front. Can be in- 
terlocked and stacked as high as the ceiling. Not to be 
confused with low priced, light gauge steel transfer cases 


finishes. 
| Ww that have flooded the market. Olive green, baked enamel 
—— wens 2 are wees finish, brass plated card holder and solid steel handle. 
$4 90 $335 Electrically welded throughout. Cabinets equipped with 
and up and up locks $1.50 additional. : 


COLE STEEL EQUIPMENT CORP. 


349 BROADWAY, NEW YORK, N. Y. 
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services of the 






The 
Typewriter Dealer are 


essential to victory. Typewriter 








Dealers can depend on Ship- 
man-Ward for their repair parts, tools 


and supplies. 


SHIPMAN-WARD MFG. CO. 


325 NORTH WELLS ST., CHICAGO, ILL. 
















































































“The Dealers’ Quality Supply House” 
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§ imple one hand operation. 
I +t has Automatic Expansion. 
Mi oney making features. 

P iced right. 


I, argest capacity—least amount of space taken 
up by construction. 


I. rresistible sales appeal. 

te ompression. 

E+ has Brushed Aluminum Bed prevents sheet slip- 
ping. 

T wo Lines—Single depth, Double depth. 


Y our sales opportunity. 


“MAY BE HAD WITHOUT PRIORITY” 


AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLVD. DEPT. A-104 CHICAGO, 
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PACIFIC NORTHWEST NEWS NOTES 


Smart new ground floor quarters have been taken 
by the Northwest Office Equipment Company at 721 
to 723 Second avenue, Seattle, Wash., where additional 
floor space for the display and sale of office equip- 
ment is provided for expanding new business of the 
Seattle firm. . . . Scoring 100 per cent in the Red 
Cross payroll drive in Seattle and King County, Wash.., 
were the Seattle office of Underwood Elliott Fisher 
Company, the Northwest Envelope Company, and the 
Seattle office of the National Cash Register Company, 
signing up entire personnels to support the campaign. 
.. . Lowman & Hanford Company, at its headquar- 
ters, 1515 Second avenue, staged a fine display of the 
air-brush work of Seattle artists, Merlin Enabnit and 
Miss Ardis Multner. The Seattle stationery house in 
lending support to the excellent art work through this 
medium exemplified the technique used in a step by 
step process. The firm, with a host of art specialties, 
has attracted wide spread interest in the performance 
of its air-brushes and other artists’ equipment, as 
well as in the work of some of the famous artists of 
Seattle, such as Mr. Enabnit, who is now a nationally 
known commercial artist... . Joining the large group 
of stationery and paper houses of Seattle which have 
placed in effect payroll-deduction war bond buying 
plans recently were Trick & Murray, office equipment 
and stationery house, the Puget Sound Stamp Works 
with twenty-five employees, and the carbon paper 
house of Miller-Bryant-Pierce, with a group of five,— 
all carrying forward the treasury’s bond buying program 
in the Puget Sound metropolis. ... Richard G. Mont- 
gomery, OPA director in Oregon, has been completing 
new branch establishments for the OPA in his state, 
where he has been loaned from executive duties with 
the J. K. Gill Company for the duration. After estab- 
lishing a new OPA branch office at La Grande, Ore., 





and another at Klamath Falls, he opened one in | 


Eugene, Ore., for the detailed functioning of this 
price-ceiling branch of the administration. .. . Taking 
a many-angled interest in the war production situ- 
ation, the Seattle office of the International Business 
Machines Corporation has staggered its work hours 
to relieve the transportation “bottleneck” in the city 
and allow for the easier flow of morning shift and 
graveyard shift war workers to the aircraft, shipyard 
and other war industries of Seattle. The corporation 
in the Puget Sound city was one of the first organ- 


izations to codperate with the stagger plan to alleviate | 


congestion on buses and street vehicles——CML 
—- 
BALDWIN 82 YEARS YOUNG 
D. C. Baldwin, “The Old Typewriter Man” of Fort 


Smith, Ark., celebrated his eighty-second birthday on | 


July 8 and was made happy by the receipt of pres- 
ents, cards and flowers from his friends. Mr. Baldwin, 
who maintains his business establishment at 1002 
North Fifth street, in the Arkansas city, is a veteran 
in the office machine industry and, in addition to 
possessing a keen business sense, also has the pro- 
pensity to view life with a philosophic eye as he goes 
on down the years, gaining much in wisdom and 
maintaining a priceless sense of humor which never 
changes. 
> © " \ 


OLD TOWN STARTS “DAWN” CLUB 


A clever piece of advertising on behalf of its line 
of Dawn Curlproof carbon papers has been inaug- 
urated by the Old Town Ribbon & Carbon Company, 
Inc., Brooklyn, N. Y., with the formation of the Dawn 
Club. 

The factory supplies distributors with lapel buttons 
on which the Dawn trade-mark design and the words 
“Dawn Club” appear. Distributor salesmen report that 
whenever a prospect makes inquiries concerning the 
button he is promptly given one and thereby made a 
member. 
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HANDY BOOK-BOX 


No. 8 $1.50 


Harmonious Red Desk Set 


A natural-tinished gumwood base (about 844” long) 
with pencil tray, inkwell, and eight book-boxes. 


























No. 42 — $1.25 


Colonial Whatnot Sewing Kit 
A maple-finished wood cabinet (6%4”" high) with 
cupboard and sewing kit essentials in book-boxes, 
Eagle Design Bookrack 


A maple-finished wood rack (about 5” long) hold- 


ing colorful book-boxes of handy Dennison items, 


Litthe Library Design 
Same size and finish as above with printed designs 


on the book-boxes giving a hand-tooled leather effect. 


No. 51 — 50¢ 
( 


No. 50 — 50¢ 


ih —— 
_ - 
y 

se 





The prices shown are retail. 


Send for FREE BOOKLET of “Display Ideas” 


seasonal window decorating plans and pictures. 


FRAMINGHAM 
MASSACHUSETTS 
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WITHIN RANGE 


Thirty caliber rifles and telescope sights are 
splendid equipment for mountain sheep 
hunting, but experience shows that rifles do 





not stop a mechanized army. 


America needs tanks, guns, planes, ships, 
cannon and men trained to operate them. 
To get this equipment and to get within 
range of victory our vast industries are 


strained to the utmost. 


As a 100°, contributor to this re-armament 
program the facilities of this organization 
are heavily taxed. We ask you to bear with 
us through the months to come. 
friendship and good will are greatly appre- 
ciated. We'll do our best to reciprocate. 


Your 


But this situation is temporary. The United 
Nations are going to WIN. Then we are 
going to make better steel filing equipment 
and give better dealer service than ever 


before. 


vperson- Hickey Co. 














Inc. ) 
GENEVA ’ 
ILLINOIS 
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DEALER MAINTAINS “TRY-IT-YOURSELF” 
DISPLAY OF VICTOR EQUIPMENT 

It is one thing to display merchandise in a window 
or sitting on an almost inaccessible shelf in a store, 
but it is quite another to make an arrangement where- 
by a customer can “try it yourself.” 

But that is just what the Standard Office Supply 
Company, 186 Pearl street, Hartford, Conn., owned 
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THE “TRY-IT-YOURSELF” DISPLAY OF VICTOR PRODUCTS 
IN THE STANDARD STORE. 


and operated by E. Alden Mackinnon, has done and 
is heaping a healthy harvest of orders therefrom. 

The company features products of the Victor Safe 
& Equipment Company, North Tonawanda, N. Y. In 
the display shown above are Victor visible record 
equipment, insulated files and Time Savers. And right 
at hand—on desk and table, with chairs available— 
the customer can handle and thoroughly inspect the 
products shown, while store employees stand by to 
offer whatever information is needed. As can be seen 
the display is backed by shelves loaded with Victor 
familiar orange and black boxes as a back drop. 

o——-e 3} i 
GREAT LAKES TRAVELERS NOTES 

When some one asked the meaning of a box of cigars 
on the table at the Great Lakes Travelers luncheon 
June 26 it was pointed out they had been furnished by 
Al Baugher of The Carter’s Ink Company. He and 
Mrs. Baugher had acquired a new son on the twenty- 
third. The young man was born at the Illinois Cen- 
tral hospital and tipped the beam at 8 pounds 10 
ounces. 

At this same meeting it was announced that Louis 
Frankenstein had suddenly passed away. He operated 
the Acme Paper Company, an active wholesale sta- 
tionery concern located in Detroit. 

At this same meeting it was announced that Bill 
Smith of Ace Fastener Corporation was in the Pantlind 
hotel clinic at Grand Rapids, where, it was thought, 
he might stay about ten days. Several of the members 
asked his address with the thought of writing him. 

John A. Garvey of Minnesota Mining & Manufactur- 
ing Company is a new member of the Great Lakes 
Travelers. He was voted in on June 26. 


, * * 


With priorities an ever developing subject, the Great 
Lakes Travelers discussed priorities and allocations 
at their regular Friday luncheon held at Hotel Sher- 
man, Chicago, July 3. They picked it up again the 
following week. Among the members are many who 
are not only thoroughly informed on priorities re- 
quirements and procedures affecting the stationery 
field but also have been of valuable assistance in 
clarifying such problems for their dealer customers. 
One point brought out was the necessity of dealers 
obtaining priorities on all restricted merchandise in 
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ur job now is to Help— 
WIN THIS WAR! 


“LEADERS IN THE STEEL CHAIR FIELD”’ 




















120 





OFFICE APPLIANCES 


FAULTLESg 


DEALERS ARE 


SERVINGrk 


% THE U. S. GOVERNMENT —ITS STATES—COUNTIES— 
CITIES AND VILLAGES—AS WELL AS THE ARMED FORCES 


AND DEFENSE PLANTS. 


LOOSE LEAF BINDERS AND FORMS ARE VITALLY ESSEN- 
TIAL ....IN THE KEEPING OF THEIR RECORDS. 


Though there will necessarily be a curtailment of steel in our 
industry, we will by making changes in the construction of 
our binders, still be able to continue to serve all our dealers. 


STATIONERS LOOSE LEAF CO. 


524 NORTH BROADWAY MILWAUKEE . 


. . NEW YORK 237 LAFAYETTE STREET 





NO PRIORITIES NEEDED 


PRONTO 


FIBREBOARD FILES 
SAVE STEEL 


PRONTO Files are made of 275 |b. test cor- 
rugated board reinforced with steel. Thou- 
sands of concerns have used them for many 
years—used them for all filing and storing 
purposes. When PRONTO Files are used 
all records are readily available. In Grained 
walnut as well as olive green finishes they 
match present office installations. And they 


can be interlocked into solid batteries. 


Sell PRONTO Fibre Board FILES. 
A Size for Every Record 


Freight Bills Sales Checks Claims 
Charge Slips 5 x 8 Cards Receipts 
Job Tickets 4 x 6 Cards Meter Stubs 


PRONTO FILE CORP. 


349 BROADWAY, NEW YORK, N. Y. 








CHECK SIZE 
No. 1941L 






STEEL SLIDING 
FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 















Carton Price 


LETTER SIZE 
No. 1210L 






Carton Price 
$2.50 






Prices in Denver and West of Rockies 20% Higher 


Manufactured under one or more of the following Patents 2061485—2110556—2139520—2181918—2225958 
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order to replenish goods sold from stock. It was re- 
ported that some stationers who were too lenient on 
such matters were embarrassed through inability to 


replace essential merchandise. 
<>< 


HARBIN CLOSES STORE WITH POEM 


A notice posted in rhyme on the closed doors of the 
Harbin Office Machine Company, Knoxville, Tenn., is 
getting many a chuckle from passersby these days. 
The notice reads: 

“On account of a certain paperhanger named Adolph, 
We were forced to close this store. 

Until he and his co-hangers are hung, 

Business here will be no more.” 

Charles T. Harbin, the proprietor, who has a fine 
turn of wry humor and operates the business with his 
brother, F. H. Harbin, explained why the poem was 
put on the door. 

“We had to suspend our sales business, but we’ve 
kept the firm name and have moved over to a filling 
station location at 1175 North Broadway. We will 
continue any office maintenance business that comes 
our way from here. 

“T’ve been in the office machine business since 1924 
and we came to Knoxville after hearing about all the 
activity in the Tennessee valley area. Then came the 
war and priorities and ‘the big freeze.’ 

“Now we can sell new typewriters only to the armed 
services. And new adding machines can be sold only 
on an A-9 rating or better—and the City of Knoxville 
hasn’t got one of those. We could sell used machines 
if we had some—but we can’t get any. So we've folded 
temporarily.” 

He said he’ll go back in business in a big way the 
day the war’s over.—LDF 

” 2 a + 
WATERS TAKES ADDED DUTIES 

Remington Rand, Inc., has announced that C. B. 
Waters, general sales manager of the typewriter divi- 
sion, is to assume the combined duties heretofore 
handled by himself and H. A. Schuler. 

Mr. Schuler, formerly vice-president in charge of 
sales and service of the typewriter division, has for 
some time been supervising operations of one of the 
important war projects for the manufacture of war 
materials which Remington Rand has undertaken. 

+ 
BECKER TO HEAD C. & IL. A. 

Neal Dow Becker, president of the Intertype Cor- 
poration and former head of the Hammond Typewriter 
Company, last month was elected president of the 
Commerce & Industry Association of New York, Inc. 
One of the largest organizations of businessmen in 
New York City, the association was founded fifty-five 
years ago as the Merchants’ Association of New York. 
Mr. Becker has been a director and one of the most 
active members of the organization for many years. 

—- © 


WILLIAM FOX JOINS GEORGE FOX COMPANY 


After an absence of eleven years from the office 
supply and equipment industry, William D. Fox has 
returned to the fold by rejoining the George E. Fox 
& Company, 412-420 Orleans street, Chicago. 

Before leaving the industry Mr. Fox was connected 
with the same organization as an outside salesman. 
This time, however, he will work inside. He recently 
moved from Toledo, Ohio, to establish residence in 


Chicago. 
<>? 

STEEL EQUIPMENT SHIPMENTS ON INCREASE 

Increases in shipments of steel office furniture, 
shelving and lockers in the first five months of 1942 
over a similar period last year, are reported by the 
U. S. Department of Commerce as follows: 

From January to May, 1942: Office furniture, $21,- 
318,389. Shelving, $5,295,432. Lockers, $4,368,167. 

From January to May, 1941: Office furniture, $18,- 
649,003. Shelving, $5,691,567. Lockers, $3,844,406. 


SENSATIONAL 
FASTENER 


ENABLES QUICK DELIVERIES 


lado No. 100 


MADE OF "STEEL-STRONG" FIBRE 


6 different 
applications 


10 unique advantages. 


how ingeniously the problem is solved of 
replacing metal fasteners with this better, 
more versatile and even less expensive 
fastener. Convince yourself, write for sam- 
ples, and you will agree it is the most signi- 
ficant fastener development in recent years. 


Can you imagine that sheets can be turned over and 

flatly opened as in a ring-binder? This is only one 

of the 10 unique advantages of fastener No. 102 
No. 100 — One inch capacity — List $1.00 per Hundred 
No. 102 — Two inch capacity — List $1.15 per Hundred 


23% inch center 


135 WEST 23rd STREET * NEW YORK 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 








Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 








THE C. L. DOWNEY CO. HANNIBAL, MO. 











Sherwin 
MOULDED PLASTIC 


Protectal Chest 


The Protectal Chest offers extensive sales possi- 
bilities. It presents an ideal receptacle for im- 
portant and valuable papers at home, includ- 
ing war savings bonds, income tax bonds, 
receipts and other papers whose value requires 
safe keeping. Well made of plastic, it is ideal 
for today’s market. 


Note these details: 


Outside measurements 16” Fireproof and sturdy. 
x 12” x 7%”. Thoroughly attractive in 
Two-inch walls. design. 


Yale non-pickable lock. 


Write for further information including price and 
dealer discount. 


SHERWIN PLASTIC 
PRODUCTS COMPANY 


169 MARSHALL STREET 
Suamwee ll tll kk ll ltl Ce, B.S. A, 
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The Part Paper and Pulp Play 
in Winning the War 


Extracts from an Address by Ed Dalstrom, 

Graham Paper Company, Memphis, Tenn., 

at the Joint Meeting of N. S. A. Districts 

No. 4 and 9, Held in Jackson, Miss., May 
18 and 19. 


URING the past few months I have been asked 

why paper is necessary and I must have had this 
question on my mind for the other night I had a 
dream—I dreamt that I came to my office and as I 
sat down at my desk, before my startled eyes the 
morning paper, folded neatly beside my mail, fell 
gradually apart and crumbled into dust. 

As I watched amazed, several magazines did like- 
wise. Horrified I seized my mail and began—frantically 
—to open it. 

Even as I worked, envelopes, letters, checks, a tele- 
gram slowly went to pieces in my hands. My desk 
was littered with dust. 

Memoranda of the day before, my calendar, my 
blotter, my telephone directory withered away. Even 
the pictures on the wall turned to empty frames, 
staring at me with vacant glassy eyes. 

In sudden panic I dialed “central” only to find that 
paper everywhere was vanishing! 

Government business, transportation, printing was 


paralyzed. 

A frantic people watched currency ... securities... 
legal documents .. . life insurance policies decay into 
nothing. 

Great industries saw blue prints ... orders... 
files ... payrolls ... records ... everything disappear. 
Libraries were gutted with this plague. Our law... 
our monetary system .. . education . . . treasures of 


literature were gone. 

And, with all this went—Civilization! 

You can imagine my relief when I found that this 
horrible picture was only a dream. But it made me 
realize the importance of that very common article— 
which most of us use so carelessly—and take for 
granted—Paper! 


Paper for the “Victory Program” 


Now that the United States is stepping up the 
“Victory Program,” paper is playing an even greater 
role. 

Many stationers have asked me, “Why does the war 
program need paper? They do not shoot paper wads?” 

Modern warfare is a matter of how many airplanes 
... tanks... warships ... not how many men. Men 
without machines cannot stand up against men with 
machines. Victory will come to us because we can 
out-produce the world. 

It takes thirty-six times as many men working in 
factories today to keep a soldier in the field as it did 
in the days of Napoleon. Today war is a total war 

. none of us can escape direct or indirect par- 
ticipation. Production lines will make tanks. Pro- 
duction lines will make planes. Production lines will 
make munitions. Production lines will make ships. 

Back of all these lines are the production lines that 
produce paper. Tanks are first planned on paper. 
Planes fly first on paper. Guns are designed on paper. 
Powder depends on pulp. Ships would never be 
launched without paper blue prints . . . 30,000 pounds 
of blue print paper to a ship. Pilots could not plot 
their courses without paper. 

Fifty million file folders were recently ordered by 
the army ... The inductees sign medical forms. 
Enormous quantities of bond, Mimeograph, typewriter 
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Wood in this emergency offers a most worthy substitute. 
Write for catalog illustrating our new line of wood uprights. 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STREETS, PHILADELPHIA, PENNA. 

















FOR YOU Mr. DEALE R: Steady advertising such as this helps You 


sell more Higgins products. It is one of our 1942 series running in: SCHOLASTIC 
INDUSTRIAL ARTS + SCHOOL ARTS + AMERICAN ARTIST «+ SCHOOL MANAGEMENT 
NATION’S SCHOOLS « SCHOOL EXECUTIVE . SCHOOL BUSINESS AFFAIRS « NATIONAL SECRETARY 
PENCIL POINTS « PRODUCT ENGINEERING . THE ARTIST and MECHANICAL ENGINEERING 
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i ealetteey of Johnson gp tbe Inc. 


AVAILABLE IN A COMPLETE 


HIGGINS Raneticen Brevins Niekes. —for speed and accuracy = ©! RANGE 


The razor-edged sharpness of line that is characteristic of drawings made with Higgins American f 
India Ink saves time and temper when both are precious. For more than 60 years draftsmen have 
used Higgins to insure accuracy and permanence for their creative efforts. Use of Higgins Waterproof 





‘ ai al ie" ' bin 
India Ink means: complete absence of “ghosts,” eye-saving visibility, proof against smudging and 

} b 5 Y> | bills » 
cleaning with carbon tetrachloride. 


HIGGINS, 
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PATENTED WOOD MECHANISM 
for Pedestal Typewriter Desks 





y0pearance w 





iN height f 1 
\\\) The Office Furniture Warehouse Co. Wm. H. Brown 
¥ I 573 Broadway, New York, N. Y. 6708 Glenwood Ave., Chicago, Ill. 


| ‘9 Jasper Desk lampany 


JAS PER INDIANA 















Attention, Mosler Dealers! 


Now, that steel and other materials which have entered into the 
construction of Mosler Products for more than 75 years must be 
used by us in the manufacture of items for the United States 
Government and its departments, any future shipments of Insu- 
lated Record Containers and other Mosler equipment sold by 
dealers must be predicated on our receiving orders with an 
A-1-J or higher preference rating. 


If you are able to obtain orders with priorities from customers 
whose activities are vital to the war effort, please send us Priority 
Certificates with your order. 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE., WASHINGTON. D. C FACTORIES: 


BOSTON CHICAGO PITTSBURGH Chandler Bidg., 
NEW YORK CITY 84 Sudbury St 214 W. Jackson Bivd 395 Union Trust Bidg 1427 Eye St., N. W HAMILTON, OHIO 


Cincinnati, Cleveland, Covington, Ky., Dallas, Kansas City, Los Angeles, Portland, Ore. 
and Other Principal Cities in the United States 


Colombia, S. A.—Havana—Mexico—Panama—Puerto Rico—Rio de Janeiro, Brazil—Santiago, Chile—Venezuela, S. A. 


BUILDERS OF THE FAMOUS JU. S. GOLD STORAGE VAULT DOORS AT FORT KNOX, KY. 
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and carbon paper are needed for this, and other in- 
formative records. Two million rolls of toilet paper 
have been ordered for many army camps. Paper fil- 
ters are a part of every gas mask. Soldiers study paper 
maps to locate assembly points. A single order of 
target paper approximated 550 carloads. Waterproof 
cases weighing sixteen pounds apiece are used for 
certain types of shells. 

Board and kraft protect nearly everything in the 
quartermaster’s department. Tons and tons of wrap- 
ping and papers are used in army camp laundries 

. in canteens and post exchanges... 

The camp newspaper keeps them informed. They 
drink from paper cups. They write home on paper 
letterheads enclosed in paper envelopes. 

Right here is a selling tip for stationers. Feature 
writing paper in your show windows. Large quantities 
of paper are used to write to soldiers, sailors, or 
marines. 

The War department ranks mail next to food as a 
morale builder. Push gift box stationery to civilians is 
a good theme song for stationers. 


The Outlook for Paper 


How does the future of the paper situation look? 
That is a tough question and depends entirely on gov- 
ernmental requirements and governmental restric- 
tions. 

In 1941 we made over 17,000,000 tons of paper and 
paper board. We must do better this year if our war 
equipment program is to reach the maximum goal. 

The government is taking tremendous quantities of 
paper. All kinds of paper. For all kinds of require- 
ments. The government printing offices alone have 
requested bids for 94,200,000 pounds of paper for the 
first six months of this year. All available statistics 
show that from thirty-five to fifty per cent of entire 
paper production will be used directly in the war pro- 
gram, Lend Lease Act, and industrials producing war 
equipment. It is expected to increase the further we 
get into the victory program. And a great deal of the 
balance will be used for purposes which are indirectly 
just as important as the military requirements. For 
example, many carloads of paper were used in the 
sugar rationing plan. 

Before the war, we imported more than 2,000,000 
tons of pulp each year. Pulp is the basis for most 
papers—and is also used extensively in the making of 
explosives. This year we will produce about 11,000,000 
tons of pulp. In three years we have made up this 
two million tons of imported pulp and even increased 
it. This is another striking example of American 
productive ability. 

Waste paper, which is again reduced to pulp is 
vitally important to the “Victory Program.” About 
one-third of the total paper tonnage is supplied by 
waste paper. Over six million tons were collected last 
year. We must have much more this year. 

It is very important that all of us codperate in the 
collection and recovery of this waste, although tem- 
porarily sufficient quantities are available. It is a 
patriotic duty. Cotton rags too, are essential to our 
national program. They provide the base stock for our 
finest grades of writing ... ledgers . . . document 
stock. 

Paper is to the army and navy like the bloodstream 
in our bodies, carrying life and energy to every mem- 
ber, making possible that codrdination and codpera- 
tion of individuals. 

All our industrial efforts and military activities de- 
pend upon an adequate supply of paper. 

— —-« —. 
EXPORTERS PROTEST FOREIGN PARCEL 
RESTRICTIONS 

The American Office Supply Exporters Association, 
New York, N. Y., has recently submitted a brief to 
the Post Office Department protesting P. O. order No. 

















| PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DarT. = 
11-13-15 Vandewater St., 
New York, N. Y. 



































“Business as usual’ is a thing of the past. The speed and 
scope of our national program has brought many changes. 
The increased use of GRAFFCO products in wartime pro- 
duction is but one example. GRAFFCO products can help 
—that is as it should be. Regular channels may suffer. 
Deliveries may be slow, shipments incomplete, yet 
GRAFFCO pledges every effort to keep inconvenience at 
a minimum. 


GEORGE B. GRAFF COMPANY 


64 Washburn Avenue, Cambridge, Mass. 
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STATIONERS - - - 


HAVE YOU SEEN 
PREFIXT SECOND SHEETS 


A Combination of Second Sheets and 
Carbon Paper attached together 
in Snap-out Form 





~ 


One quick snap-out separates letterhead and second sheet. Car 
bon paper’ remains in ‘Prefixt’’ form, ready for the next letter 


, 


PATENT NOS. 2166016 AND 22258681 


A new more modern way for making copies 
of business correspondence. 


ATTRACTIVE DEALER FRANCHISE 


Newport News Forms Co., Inc. 
NEWPORT NEWS, VA. 
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é STAPLER SERVICE 


Service 
Brings 
Them In 


Service on Staplers—repair- 
ing and reconditioning 
them, is helping many 
Hotchkiss ‘dealers to build 
good-will and overcome cus- 
tomer disappointment over 
shortages. 

Prompted by these deal- 
ers, users everywhere are 
looking up broken or discarded staplers and bringing them in 
to be put into serviceable condition. 

Usually parts for repairs are available and such parts can 
be shipped promptly. If you are not prepared to handle a 
particular repair job, write us and we will give you shipping 
instructions for the damaged machine. In most cases all that 
is needed is to clean and oil it. 

Advertise your store as Service headquarters for Stapling 
Machines. I+ will bring customers into your store, build 
good-will and insure you against loss of business when peace 
comes and merchandise is plentiful again. 


IMPORTANT 


Today many of your customers are working directly or indi- 
rectly on war production. Ask for classifications or ratings on 
orders they give you so as to protect yourself and get faster 
service for them. 


HOTCHKISS 


NORWALK, CONN., DEPT. O 


“Pioneers in all that’s best in Stapling” 
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17471 which limits foreign parcel post service to one 
package of specific dimensions. 

In explaining its case the association held that cer- 
tain exporters should not thus be restricted and gave 
the following five types of exporters whose foreign 
parcel mail should not be restricted: 

1. Exporters that have shipments of merchandise 
vital to the war program of the United Nations or the 
economic welfare of friendly nations which are too 
small or too light to ship via freight. 

2. Exporters that have, since the inception of For- 
eign Parcel Post Service, made use of the service to a 
point where it is now a vital part of their distribution 
plan. 

3. Exporters that have small shipments of complete 
and disassemblable units which are over the new weight 
and/or measurement limits for Foreign Parcel Post 
and too small in either weight or measurement to ship 
economically via Ocean Freight. 

4. Exporters that because of expiring import or 
export licenses, Letters of Credit or Foreign Exchange 
Control Permits are urgently in need of transporta- 
tion for packages which would under normal condi- 
tions move forward via Foreign Parcel Post. 

5. Exporters that are shipping to countries, espe- 
cially Latin American countries, where the shipping of 
several packages within the limits of the Order No. 
17471 would impose undue hardship and excessive ex- 
pense to the importer. 

———__o— > —__ 





W. B. STEWART, for several years connected with the Parker 
Pen Company, has recently joined the Louis Melind Company, 
Chicago, as advertising merchandising manager. Mr. Stewart 
has a capital knowledge of advertising gained during his 
period with Parker and through a four-year association with 
the Hilmer V. Swenson Company, well-known Chicago 

advertising firm. 

Peter Fish Studios Photo) 

HARRY FERER RETIRES 


Harry Ferer, for twenty-four years proprietor of All 
Makes Typewriter Exchange, Omaha, Neb., has retired 
and has sold his interest in the business to former 
associates. L. A. Kavich is the new president, C. E. 
Pierce vice-president. 

Mr. Ferer was widely known among typewriter men. 
As a young man he sold for Oliver Typewriter Com- 
pany. Later he had a sales connection with Under- 
wood. His own business in Omaha was built up to one 
of outstanding proportions. 

Mr. Kavich has been with Mr. Ferer since 1938 as 
assistant manager. Mr. Pierce has had eight years’ 
experience on bookkeeping, billing and adding ma- 
chines for Remington Rand. Cecil Payne, who re- 
turned to the company after a brief absence, is 
maanger of the Old Dutch Division. J. C. Phillips is 
service foreman. Mr. Kavich states that the company 
is maintaining its entire organization and that the 
volume today is as great as in any preceding year. 
The company maintains six service cars and three 
delivery trucks to take care of requirements in the 
city of Omaha and nearby defense areas. 
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JUST WHERE WE FIT IN 


The vital business of the Nation depends upon Carbon Paper and Typewriter 
Ribbons. Our tremendous facilities, including strategic branch services second 
to none, are occupied in helping dealers to keep, as nearly as possible, these 


vital supplies flowing through the channels of trade. Shoulder to shoulder, 
men... ‘tis a BIG job we all must do now... . 


BE SURE you obtain and extend Preference Rating information when available 


Mirtac « Votcer, Inc. 


PARK RIDGE ° NEW JERSEY 


These convenient branches to serve you faster and better 
CHICAGO . BOSTON ST. LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 
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NOW IS THE TIME WHEN SATISFIED 
customers count 


Satisfied customers are always your best assurance of a growing 
future business. Today they have become doubly important to 
you, for how well you have pleased them is a measure of the 
business you will do when America emerges from the present 


struggle. 


If you have sold those customers Gunlocke Chairs you have 
laid a foundation for a sound business friendship. Into every 
Gunlocke chair is built the reserve stamina and the quality to 
carry it successfully through the doubly long and hard life office 
equipment must endure today. Every Gunlocke chair you have 
sold... or that you will sell . .. is working for your future 


° No. 2269 
prosperity. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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These Too......Are Sinews of War! 
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Behind every steel mill; behind every 





shipyard: behind every war industry, 
there is Office Management. Here 
seated at desks such as INDIANA 
DESK CO. makes, are men who are 
casting the die for final victory. We 


are gratified to know that countless 





Indiana Desks are in active service 
: e . the production front. 
No. 1414: 66x36” — Smart on the production fron 
Design, Quality Materials, 
Painstaking Construction. 
Write for catalog. 


INDIANA DESK COMPANY 








JASPER INDIANA 








New Indiana 
Chair Co. 


executive office 
chairs upholstered 
in genuine leather 























—choice of 
birch 
walnut, 
birch 
mahogany 
and 
qucrtered 
light oak 
No. 1 STAPLE 
e — 
in Furniture Depts. 
No 
722 MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 
. not only to serve the war winners of today. but as well, 
the peace makers of tomorrow. 
Write for complete descriptive Catalog. 
Graceful, modern design with durable construction, this 





number sets off correctly the distinctive, businesslike 


Minin MUTSCHLER 3 {Oke CO. 
NEW INDIANA CHAIR CO., Jasper, Indiana NAPPANEE, INDIANA, U.S.A. 
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MEN WITH SHARP AXES 
(Continued from page 30) 


men of determination, men with a will to work, men 
with sharp axes. 


Resourcefulness 


Ordinarily the sharp axe of resourcefulness might 
not be considered so important. But today with the 
many complications that have arisen due to the war, 
resourcefulness is a characteristic we must have if we 
are to survive in our business. 

On the morning of December 20, 1940, the telephone 
of Clay P. Bedford rang. At the other end of the 
line was the president of the company with which 
he was associated. The president said, “Bedford, I 
have just signed a contract to build thirty ships for 
the British, and you’re going to build them.” 

Bedford had never built a ship. Neither had the 
company with which he was associated. They had 
specialized in highways, bridges and dams. But the 


contract had been signed and the ships must be built. | 


In January, 1941, the Todd-California Shipbuilding 
Corporatior had been formed. Men were already 
building a shipyard in a swamp on San Francisco bay. 
It should have taken six months to build this yard 


but three months later it was finished and the keel | 
of the first 10,000 ton freighter was laid. In 197 days | 
it was completed. Four months ago the twelfth British- | 


ordered ship was launched. By then Bedford had cut 
keel-to-delivery time to 125 days and before the 
thirty ships are finished he expects to cut the time 
to 105 days. 


The Todd-California Shipbuilding Corporation now | 
has many shipbuilding yards on the Pacific coast and | 


has a contract with the Maritime Commission to build 
785 ships. The first ones have already been delivered 
and Bedford has cut construction time from six to 
three and a half months and has promised to reduce 
it to sixty days. 

This company has revolutionized shipbuilding. In- 
stead of laying a keel-in-the-ways and then erecting 
the entire craft on it, they build the ship in many 
sections and when completed they are brought to- 
gether, put in place and welded into one great ship. 


The resourcefulness of Clay P. Bedford has revo- | 


lutionized the shipbuilding industry. 


Ingenuity 


Ingenuity is more or less of an intangible thing that 
is rather hard to define. Even though we cannot quite 
put our finger on it we know it is that quality or 
characteristic in a man that causes him to get a job 
done right and done on time. In these trying times 
an ingenious man is an invaluable asset to any busi- 
ness. Do you sit down and study a job thoroughly 
before you undertake it so that you will get it done 
quickly and done right? 

In the year 1891 on Chicago’s south side, Danny 
Arnstein was born. At the age of eighteen he was 
driving a taxi. Five years later he owned a dozen 
cabs. Today at fifty he runs a fleet of 7000 cabs in 
New York and owns 8000 trucks. 

Last Spring the Burma road, China’s one highway 
to the friendly outside world, became clogged at a 
hundred bottlenecks. Sorely needed food and muni- 
tions were piling up along the road and in warehouses. 
In panic, Chiang Kai-shek cabled for help. Harry 
Hopkins sent for Danny Arnstein. To the ex-cabby, 
the Burma road was just a name. But when asked 
to go to China to straighten out the knots in the 
Chinese lifeline, he said, “Okay, when do I start?” 

Selecting two experienced authorities on trucking 
and transport, the three took the first plane for 
China. A few days later they were in Chungking. 
They spent eighteen grueling days studying the tur- 
moil of the Burma road. Of the 2887 government 
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WHAT PRIORITIES REGULATION 
No. 10 MEANS 10 YOU! 


A Brief Statement on 
the Allocation Classification System. 


All purchase orders hereafter for Van 
Dyke fluorescent desk lamps must bear 
End Use Symbol and Classification 
Numbers as adopted by the War Pro- 
duction Board. This order became ef- 
fective June 30th, 1942. 


The purpose of this information is to 
identify the End Use for which Van 
Dyke fluorescent lamps are destined. 


Remember—End Use Symbol and 
Classification Numbers as provided in 
Priorities Regulation No. 10 must ap- 
pear on all your purchase orders. 


May we have your cooperation? 


VAN DYKE INDUSTRIES 


Chicago, Illinois 


21st and Rockwell Sts. 


Make AICO PRODUCTS 


YOUR SOURCE OF 


SALES and PROFITS 


Keep your sales and profits up by supply- 
ing your customers with fast-moving AlC 
Products. These profitable selling products 
are established items because they fill a 
definite every-day business need, have cus- 
tomer acceptance, are time-saving and 
work-saving. All AlCO Products of stock 
sizes and specifications are available for 
immediate delivery. 

Today's vital war industries are using in- 
creasing quantities of convenient AlCO 
Products. Supply this important market! 





BING 
aico-GRIP TAB 
LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 
SHOP TICKET HOLDERS 





Manufactured and Guaranteed by 


G. J. AIGNER CO. 
























503 S. JEFFERSON ST., CHICAGO, ILL. 








WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 

















Whore P. ower fo the U S / 


—every factory in war production 
—every office equipped with the best 
and most modern furniture 





Show the JACKSON 1300 grade—-point out the refine- 
ments and demonstrate its use conveniences. The 
center legs of this 6-leg desk are set 11 inches in 
from the edge, providing extra footroom for turning, 
and uniform distribution of support. 

The double drawer is fitted for correspondence file and 
placed at top of left hand pedestal for ready reference. Patent, 
non-sticking, silent, easy running suspension on all drawers. 
Two back designs offer choice of single flush panel or a triple 
panel, center inset at knee space. 

Panel veneers are laid vertically. Drawer fronts are flush 
and all exposed leg corners rounded to large radius. Finish is 
velvet lacquer, dull rubbed top: light office oak, brown walnut 
and medium mahogany on walnut wood. Prices and delivery 
details on request. 


BUY U. S. WAR BONDS AND STAMPS 


Jasper Uffice Furniture bo. 


JASPER, INDIANA 














HELP YOUR CUSTOMERS TO 


Step On Its Neck 


WITH 


efoto). 4 


STEEL FILE SIGNALS 


With the growing demand for detailed reports, 
clerical departments can become production 
“bottle necks" over night. Only relief, ready 
access to facts .... easy when records are 
equipped with Cook's Steel File Signals. 





a4 4 34 
THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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trucks they found 1407 of them out of commission. 
Those that were in commission were sent out on a 
726 mile run, on the deadliest road in the world, with- 
out a jack or tire iron. The road at its widest place 
was only sixteen feet and in many places narrowed 
down to nine feet. Unpaved and without rock or 
guardrail, it is the most dangerous road in the world 
with sheer drops of 1000 to 7000 feet. Since it was 
opened, 1300 trucks have careened off to destruction 
or serious damage. No service or repair stations were 
maintained along this treacherous mountain road. 
Many trucks were standing idle beside the road, need- 
ing only minor repairs. The custom houses at the 
borders closed at 6:00 P. M., often leaving a string of 
trucks for a mile and a half waiting until they opened 
the next morning. 

Arnstein made his report to Chiang Kai-shek and 
got authority to make all changes he thought neces- 
sary. In a few short weeks they had the traffic on 
the Burma road so well organized that the driving 
time was cut in half and freight deliveries were in- 
creased from 6,000 tons a month to 15,000 tons. 

Today the Burma road to China has been closed. 
But due to the ingenuity of an ex-cab driver from 
Chicago it was possible to deliver many thousands of 
tons of food and war materials to the Chinese govern- 
ment that would not have otherwise ever reached our 
friendly brother across the sea who is today fighting 
for his very existence. 


Courage 


Another characteristic that is very important in the 
conduct of our business is that of courage. De we get 
discouraged very easily? Are we ready to give up 
due to the many complications facing us today? 

Deep in the heart of the Alps on the frontier be- 
tween Italy and Switzerland rising to a height of 
14,782 feet is the majestic Matterhorn mountain. In 
the summer of 1860 Edward Whymper made his first 
visit to the Alps. He was an artist and illustrator 
who had come from England for a few weeks of 
sketching. The great peaks cast their spell upon him, 
and brought the fever to climb and conquer. He soon 
made many notable ascents, but once he gazed on the 
fabulous Matterhorn all else became of secondary in- 
terest. 

Seven times in the next five years Whymper at- 
tacked the Matterhorn, and seven times he was beaten 
back. But Whymper was not to be discouraged. On 
the morning of July 13, 1865, he set out with six 
companions to conquer this great mountain. The first 
day they climbed to a height of over 11,000 feet and 
camped for the night. Early the next morning they 
set out to climb the last 3,000 feet. Shortly after noon 
they gained the summit. They planted a pole in the 
snow and tied a shirt to it as a flag of victory. The 
seven excited conquerers looked out upon a vast pan- 
orama of summits, snowfields and valleys. The gigan- 
tic shining dome of Mont Blanc loomed up; even 
Monte Viso, 100 miles away, was clear and gleaming in 
the crystal light. That hour of triumph when they 
stood, the first of all men, on the summit of Mount 
Matterhorn, was the most glorious of their lives. With 
courage and perseverance they had conquered. 

Is our courage and conquering spirit as strong and 
unyielding as that of Edward Whymper? Is this axe 
of ours sharp and keen and ready to cut? 


Confidence 


In this day of strife and confusion do you have 
confidence? Are you afraid of the bombs that might 
some day be dropped on the great cities of this mighty 
nation? Are you jittery and nervous and uneasy? Can 
you take it? 

I want to tell you the story of a man who has been 
through a hundred times more than you and I will 
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ever go through. Yet through it all he has remained 
calm and poised and confident. 

Rev. Michael Coleman of England writes, “I had a 
church. The bombs burst. The church was gone.” 
The church building today is in rubble and ruins, but 
it lives in the air raid shelters, in the bomb rocked 
streets of London and in the hearts of the people. 
The name of that church is All Hallows. 

It was built by the Druids before Caesar crossed 
into Britain. Alfred the Great knew All Hallows in the 
ninth century. William the Conqueror built the main 
pillars in 1087. It was located on the north side of 
the Thames river just to the west of the forbidding 
Tower of London. The parishioners before the war 


were 17,000 city workers in the tea houses, the wine | 


and sugar trade and workmen in the port of London. 
They were soldiers, sailors, charwomen, stenographers, 
bookkeepers and fishmongers. 

Today the building is gone but Rev. Michael Cole- 
man is still carrying on in the streets, in the air raid 
shelters and wherever a group is gathered together. 
Through the confidence and unconquerable spirit of 
Michael Coleman All Hallows still carries on. 


Service 


These foundation stones of honesty, courage, confi- 
dence, resourcefulness, industry, determination and 
ingenuity are very vital and necessary in every suc- 
cessful business. They are not, however, all that is 
required to make and keep your business a success. 
The greatest and most vital foundation stone in the 
success of any business is that of service. 


By service I do not mean just the delivering of the 


merchandise after it has been purchased. I also mean 
that determined interest which you should take in 
all the requirements, desires and problems of your 
many customers. 

What will be remembered of our day? What will 
survive? Will it be the memory of our great navies, 
our great forts, our great tanks, our great factories, 


our great buildings, our large cities teaming with mil- | 


lions of humanity, our great store of gold at Fort 
Knox, our great fleets of air planes darting through 
the air at hundreds of miles per hour, dealing death 


and destruction to our enemies? No, the things that | 


will be remembered and the men who will be remem- 
bered will be those things and those men who have 
rendered some great and outstanding service to his 
country and his fellow man. 

Will Louis Pasteur be remembered as a professor of 
chemistry at the University of Strasbourg? No, but 
he will be remembered for the service he rendered 
mankind by giving a vaccine for the prevention of 
rabies. 

Will Madame Curie be remembered as a professor 
of physics at the University of Sorbonne? No, but 
she will be remembered for the great service she ren- 
dered the world by revealing to it the great healing 
power of radium. 

Will David Livingstone be remembered as a day 
laborer in an English cotton mill? No, but he will be 
remembered for the great service he rendered to man- 
kind by giving his life as a missionary in the dark 
continent of Africa. 

Will Patrick Henry be remembered as an unsuccess- 
ful farmer? No, but he will be remembered for the 
great service he rendered his country by stirring them 
to action by his brilliant speech on March 25th, 1775, 
in which he uttered that ever to be remembered state- 
ment, “Give me liberty or give me death.” 

Will Douglas MacArthur be remembered for leading 
his class at West Point? No, but he will be forever 
remembered by his fellow countrymen for the great 
service he rendered his country on Bataan peninsula 
and at Fort Corregidor. 

If you are to make a success of your business, if 
you are to make a success as a salesman, if you are 
to make a success as a manufacturer, you are going to 
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Start Next Year Right! 


NOW IS THE TIME TO ORDER 


STARK DESK CALENDARS 
FOR 1943 


An 
Outstanding 
Line with 
Real Selling 
Features 
and 
Best of All 


A Real Profit Producer 


Printed in two colors, RED and BLUE on 

quality bond paper with maximum writing 

surface. 

Write at once 
for catalog. 


STARK 


CALENDARS, Inc. 
525 S. Dearborn St. 
Chicago, Ill. 
New York Office 
321 Broadway 
Phone COrtland 7-9779 









No. 508 









HIGH FACTOR 
“Built-in” 
SALES VALUE 
Flexibility —Strength— 
Eye Value—Ehrlich 


"Styled for Sales’ 
Upholstery. 














Write for fully 
iNustrated 
tatalog 





EHRLICH Upholstery WORKS 
520 West 43rd St., New York,N.Y. 
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‘“National’’ Cases 


Insure 
Profitable 
Back-to- 


School 


Business 





This is the “last 
call’ for dealers to be sure 
of their — for the back- 
to-school business this fall. 
“National” brief cases, envelopes and ring binders mean profit for you 
and assured satisfaction for your customers. 
A wide selection of the finest leathers, skilled 
workmanship and years of knowing-how make 
“National” the outstanding line in this field. 
Priced for popular appeal in line with war- 
time economy. 


National Brief Case Mfg. Co. 


512 S. Peoria St., Chicago, Ill. 
10 E. 34th Street, New York 
1709 W. 8th Street, Los Angeles, Calif. 
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OFFICE APPLIANCES 


do it through service. Service to your fellow workers 
and service to your valued customers who are the very 
life blood of your business. 

How can we be of the greatest service to our treas- 
ured customers? The business firms that place their 
names on our books and the men who spend their 
ready cash over our counter are entitled to the honest, 
cheerful and efficient service which we can give them. 

Is selling merchandise at a price below its value 
rendering a true service? Is a misrepresentation of 
the items we are selling rendering the right kind of 
service? Is taking the short cuts and pulling shady 
deals rendering the service to which your customers 
are entitled? I do not think so. In fact I am quite 
sure that the business man who will go down in 
history and be long remembered is the one who deals 
honestly with his fellow man and renders the great- 
est service. 

On the twenty-sixth day of June last year Mrs. Lowe 
and I with three of our children left for Pensacola, 
Fla., to visit our oldest boy who was a cadet at the 
naval air school. On Saturday night the twenty- 
eighth of June we all had the privilege of dining 
together at the officers club at the air base. With us 
at the dinner were two of son’s roommates. One was 
Josh Tobin from New York City and the other was 
George Doll from Detroit, Mich. 

A few weeks later each of these boys received his 
“Wings” and at the same time was handed a little 
slip of paper that had just been received from Wash- 
ington assigning them to active duty. Willis, Jr., was 
instructed to report back to Pensacola as an in- 
structor. Josh Tobin was assigned to patrol duty with 
the Atlantic fleet. George Doll was sent to San Diego 
to join the Pacific fleet, and was later sent to Pearl 
harbor for patrol duty. 

On the morning of December 7, 1941, George Doll 
flew his plane from the waters of Pearl Harbor and 
went out on the dawn patrol. A few minutes later a 
great armada of Japanese bombers came roaring in 
from the sea. From that day until this no word has 
been received from George Doll or any of the other 
members of that dawn patrol. They gave their lives 
in the service of their country. They were willing to 
make the supreme sacrifice that you and I might con- 
tinue to live in peace, prosperity and freedom. 

In this day of war and strife and chaos and con- 
fusion you and I are called upon to render a greater 
service than ever before. It is our duty as manufac- 
turers, merchants and salesmen to render to our gov- 
ernment and our valued customers an efficient, honest 
and constructive service. 


Sharpen Your Axes 


You and I should come to a sudden stop, sit down 
and in quiet meditation and deep thought see if any 
of our axes have become dull. Has your axe of in- 
tegrity, your axe of honesty, your axe of resourceful- 
ness, your axe of determination, your axe of ingenuity, 
your axe of courage or your axe of service become 
dull? When are you going to stop and resharpen your 
many axes so that you can again carry on your busi- 
ness in an honest, resourceful, determined manner 
such as you started out to do when your business was 
first founded many years ago? 

Have you lost your courage? Have you lost confi- 
dence? Are you working with a dull axe? Has your 
sense of values changed during the last few years? 
With all of the present day turmoil, war, taxes, pri- 
orities, preference ratings, critical materials, slow 
shipments and discontinued merchandise, are you 
about to lose your grip on things? Now is the time 
for us to go back to the grindstone and sharpen our 
axes of determination, courage, confidence, honesty, 
ingenuity, resourcefulness and service and face this 
new day with an axe that is sharp and keen and 
ready to cut. 
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Newly Designed 


GLASS 
DESK PADS 


Constructed of non-critical materials, 
so you need no priorities to order or 


sell these Glass Desk Pads. 





Made in Green, 


Brown or Maroon 


Made of LYNO Board with a 3%" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Convenient 
lifting arrangement that allows glass to be raised and papers 
changed. Back covered with felt. 


Overall size 1934” x 243%” (Glass size 18” x 24”) 
Available with Ve” or 44” glass 
at $3.50 and $5.00 list. 


Delivery outside the U. S. involves a charge for export packing. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO, ILL. 

















o*) 
wn 


OUTPUT BOOSTER 


Morale and output of help 
everywhere are boosted by 
Nev-R-Kurl Carbon Paper. Try 
it and see. 


NEV-FCKURL 
CARBON PAPER 


e@ WILL NOT CURL, tree, wrinkle or 
smudge. 


@ LASTS LONGER, more copies per 
sheet. 

@ UNIVERSAL, same sheet works on 
all typewriters, billing, bookkeep- 
ing machines. 














Cloar Print 
WOOD STAMP PADS 


4 sizes. Won't warp or sag. Sharp, 
non-fading impressions. Ink dries in- 
stantly on paper but not in pad. 





LA-PHILLIPS 
President 
















STYLE AND 
COMFORT 
COMBINED! 
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No. 230 
Wing Back 
Chair 


Custom built leather chairs and davenports for 
executive office-club-lounge. Centrally located 
factory and salesroom in the heart of Chicago. 
Niemann quality is unsurpassed. Let us show 
you why. Write for brochure. 








“ Hiemann 
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THERE 1S A DEMAND 


for precision and durability values. No other trimming 
board is equipped with so many exclusive patented fea- 
tures that offer such worth while sales opportunities. 
Remember, Priority Numbers have value. War activities 
do slow up civilian production, so bear with us if ship- 
ments are a bit slow. 

PROFITABLE? Yes indeed, so be sure you are selling this 
finest of trimming boards. 


THE PRECISE 


Made in seven sizes and ina 
wide price range. 





Patent No 
2,185 985 


Complete details concerning prices and outstanding patented 
features sent on request. Write to-day. 


AMERICAN PHOTO LABORATORIES INC. 


28 N. Loomis St., Chicago, Ill. 
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Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 lb. x ¥ os. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-ot-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, etc. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2\st St. Chicago, Ill. 
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AMERICAN SPEED SET 


NUMBERING MACHINES 


American SPEED SET Model 43, Employee’s 
Record and Time Card Marking Machine for 
numbering tags, tickets, etc. 


Write for special SPEED SET 
folder describing all models. 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y. 
BRANCH — 105 WEST MADISON STREET, CHICAGO, ILL 


ee 
= 





for- WAR 
INDUSTRY RECORDS 
CAN STILL BE SOLD! 


Our government requires that com- 
plete tax records and business 
records be kept. Safeguarding 
these records in time of war against 
fire and theft is the function of 
Schwab Safes. 


Office outfitters can still sell Schwab 
Safes to War Industries and Govern- 
ment Bureaus with ability to furnish 
priority ratings of better than A2. 
Dealers are urged to make careful 
scrutiny of their communities: locate 
these companies and federal agen- 
cies who are eligible to buy—then 
offer Schwab Safes to these people 
for adequate protection of their 
business records, valuable blue- 
prints and important documents 


Schwab Safes are available in a 
wide range of capacities and fire- 
proofed for all emergencies. Con- 
sult us if you have War Industries 
in your city in need of modern 
fire and theft protection. 





See ee ee Ter 


THE SCHWAB SAFE COMPANY 
LAFAYETTE, INDIANA 
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GOVERNMENT TO PROVIDE PROMOTIONAL 
MATERIAL FOR BOND DRIVE 
Following a broad program to put the power of an 
organized promotional campaign behind the Payroll 
Savings Plan, the United States Treasury Department 
has made available to nearly every business firm in 





A PLAN FOR 
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; , OF AMERICA’S PAYROLL | 
INTO U.S. WAR BONDS 
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ABLE BY THE GOVERNMENT ON BEHALF OF WAR SAV- 
INGS BOND SALES. 


the country a complete set of promotional material. 

All this material is designed to help business firms 
achieve more quickly the goal of at least 10 per cent 
of payroll invested in War Savings Bonds. 

Nearly 100,000 of the nation’s business firms have 
already installed, and are operating under, this plan 
which permits systematic purchases of War Bonds 
by employees through voluntary allotments from each 
worker’s pay envelope. In most cases the management 
of the company absorbs the entire cost of adminis- 
tration and bookkeeping—and the plan is so simple 
in its operation that this expense is normally quite 
modest. 

Experience has proved that the Payroll Savings 
Plan is most effective when stimulated by a well 
planned, fast-moving program to explain the opera- 


tions and benefits of the plan and see that it is prop- | 


erly sold to each employee. 


Accordingly, the war savings staff, with the volun- | 
tary assistance of some of the nation’s ablest adver- | 


tising and merchandising men, has prepared and 
made available complete sets of material that will 


assist every company in putting on a sustained and | 


successful drive. 


The first item in this group of material is a book | 


titled “A Plan for Diverting at Least Ten Per Cent 


of America’s Payroll into U. S. War Bonds.” This | 


book outlines the basis for the overall campaign ana 
explains the general types of material available. 

For the benefit of businesses who may not have 
installed the plan there is another booklet called 
“How to Install and Successfully Operate a Payroll 
War Savings Plan for the Regular Purchase of U. S. 
War Savings Bonds.” This booklet explains in simple 
clear-cut terms how simple and easy it is for any 
business organization to make the benefits of Payroll 
Savings available to its workers. 

Basic book for the employee is the one “Give 3... 
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A DREAM THAT'S REAL...AND REALLY GOOD! 
A DREAM THAT'S REAL...AND REALLY GOOD! 
A DREAM THAT'S REAL...AND REALLY GOOD! 
A DREAM REALLY GOOD! 
A DREAM REALLY GOOD! 
A DREAM REALLY GOOD! 


A DREAM REALLY GOOD! 





A DREAM REALLY GOOD! 





A DREAM THAT'S REAL...AND REALLY GOOD! 


/ 


A DREAM THAT'S REAL...AND REALLY GOOD! 
A DREAM THAT'S REAL...AND REALLY GOOD! 


A DREAM THAT'S REAL...AND REALLY GOOD! 


The DREAM ribbon features unsurpassed quality at attractive 
prices, offering unlimited profit possibilities. DREAM carbon 
papers round out the complete profit-picture. Write for full’ 
information and free samples. 

U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street 
Philadelphia, Pa. 
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GUIDES 
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Complete Stocks 
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INTRODUCING the NEW 
= All Wood 


























Here it is—new smart, compact ALL WOOD ward- 
robe fixture line by Peterson which really pro- 
vides ample room for all of the outer garments 
of six people and their overshoes and umbrellas 
too! That keeps clothes in press, open to air and 
light. Replaces awkward and invariably over- 
loaded costumers and erowded lockers, holds twice 
as much in less than half the space. The Peterson 
8-6 office valet (2'/2 feet wide) accommodates 6; 
3-U wall racks (3 persons per running foot) come 
any length; fit 
in anywhere. 
Reclaim locker 
room floor space 
for productive 
use. Finished in 
office green or 
walnut brown en- 
amel. 
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Dealers write for 
full informatien 
about these fast 
selling units—be 
first to introduce 
them. 






OGEL-PETERSON CO., 
“The Checkroom People” 
1823 N. Wolcott Ave.., Chicago, U. S. A 


"GYAVAVAVAYAYAYA’AYAYAYAYAYAYA’AYAYAAY AYA) AYAYAYAYAYA) (AYAVAYAYAYAVAYAYAYAYAY AS 


BRIGHT 


LEATHER 
OFFICE FURNITURE 


72 


No. 700 Reclining 
Chair for Execu- 
tive Offices 


BRIGHT offers wealth of charm 
and distinction of appearance in 
executive office seating that gives the user recurring satis- 
faction and delight every time he returns to headquarters. 
It surrounds him in a positive expression of creative and 
vigorous harmony in the reception of his visitors. 


BRIGHT designs offer wide variety of choice for the many 
opposing temperaments that are to be found among men 
in positions of leadership. Throughout the line is an 
outstanding quality that carries on long after all other 
details of the purchase are forgotten. 


BRIGHT CHAIR CO, INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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Get 4!” In addition to explaining how money saved 
by workers is of vital importance in winning the war, 
it drives home the sound practical benefits each 
worker will gain by having a reserve fund saved up 
for the post-war years. It also answers questions that 
may be in the worker’s mind as to the value of War 
Bonds as an investment. 

Three small envelope stuffers, to be distributed via 
the pay envelope, are also included. They are designed 
to keep the subject fresh in every person’s mind; to 
pre-sell workers so that the “Campaign chairmen” 
will be able to turn in the highest possible percentage 
of signed authorizations for payroll allotments from 
the workers they approach. 

To give each worker tangible evidence of his par- 
ticipation in this “All America” program, lapel buttons 
are furnished reading, “I am buying at least 10%.” 
Window stickers with similar copy are provided for 
the worker’s home. 

When the entire business has signed up for a 
minimum 10% payroll, it is authorized to acquire and 
display the official Treasury Department Target Flag. 

This material is distributed through the offices of 
the war savings staff’s state administrators. Any com- 
pany desiring to get a plan rolling at once is invited 
to call their local State Administrator’s office and 
request quantities as needed. 

Planned promotional programs have proved their 
value over and over again, in all types and sizes of 
business organizations. The Treasury Department is 
harnessing this proved productive method to bring to 
a speedy conclusion successful Payroll Savings drives 
in every business throughout the land. Industry, 
workers and the nation will be benefited as a result. 

—-¢ 


NORTHWEST TRAVELERS NOTES 


By H. J. Stephens, Correspondent 


Keith Thompson, of the Minot Stationery Company, 
Minot, N. D., who is quite a horseman and horse lover, 
has acquired a fine, blooded stud, ‘“Calamira Gray,” 
to add to his growing stable. ... Paul Ridley, Rid- 
ley’s Office Equipment Company, Moorhead, Minn., 
is confined to the Veterans hospital at Fargo, N. D. 
His condition is much improved but he may be a 
patient for a long time and for that reason welcomes 
calls and letters. . . . Attending the May Day fete 
at Carlton college, Northfield, Minn., were Mr. and 
Mrs. J. H. McKeever, McKeever Press, Aberdeen, S. D., 
and Mr. and Mrs. Sterley F. Jerue, McClain & Hedman 
Company, St. Paul, Minn. Both families have daugh- 
ters attending Carlton. ... John Wachter, of Hoskins- 
Meyer, Bismarch, N. D., is back on the job after a 
week in a hospital and two weeks at home recuper- 
ating from an illness. . . . Travelers and dealers 
of the Northwest feel the loss of two well-known 
members of the industry whose passing is reported 
elsewhere in this issue. They are Harry Sylvester, of 
Sylvester & Nielsen, Appleton, Wis., and William F. 
“Bill” Weber, Ace Fastener Corporation, Chicago... . 
John W. Cole, a representative in this territory for 
The Carter’s Ink Company, is now a lieutenant in the 
U. S. Army, stationed at Miami, Fla... . His terri- 
tory is being covered by Jack Guntrum, who is making 
his home and headquarters in Minneapolis. ...E. W. 
“Eddie” Burton, formerly with Koch Brothers, Des 
Moines, Iowa, is now with the Howard Green Construc- 
tion Company, working on the project at the Lincoln 
air base, Lincoln, Nebraska. ... Arthur J. Walker, 
Farnham Office & School Supply Company, Minne- 
apolis, past governor of the NSA seventh regional dis- 
trict and present president of the Minneapolis Rotary 
Club, attended the meeting of Rotary International at 
Toronto, Canada on June 23-26. ... He is chairman of 
the Civilian Defense Council of Minnetonka township, 
Hennepin county, Minn., and is a member of the 
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Mr. Dealer! 


There is a Cal.. “CARBON GRIPPER” 
in each box of SUPER-KOTE and KEEN-RITE 
Carbon Paper. 


A FLEXIBLE BACKING SHEET 


% Holds assembled papers while 


being inserted at .. B 


use rats > 


—s Us UF SS 


% Insures clean strong copies | 

*% Numbered margin shows lines 
remaining on sheet being typed | = 

% Assures perfect alignment 

legible Sone 


*% Produces many more 


earbon copies 





% Saves excess wear on both 


typewriter ribbon and platen eT 
Your customers will ask for a 
Codo carbon papers when | To H 
they learn that a “CARBON oe ee 
GRIPPER” is included Write for Details of 
FREE with each box of this and other Codo 
Super-Kote or Keen-Rite. Dealer Helps. 


Let the Codo “CARBON GRIPPER” 
SELL CARBON PAPER FOR YOU 


Additional Grippers at 25c¢ each if desired. 


(Qi x= CORP. 
a. 


270 Lafayette St., 
New York 
Coraopolis, Pa. 











509 South Franklin St., 
Chicago 
Factory: 
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When Esterbrook Pens 
Go Marching Off to War 


Uncle Sam and many of the Country's vital war 
industries have ordered hundreds of thousands of 
Esterbrook Pens. At the same time, our ability to 
meet this expanding demand for our products has 
been limited by restrictions on rubber, metal and 
other strategic materials. 


Naturally, under circumstances such as these, our 
good friends and customers have found their non- 
rated orders for our products delayed while orders 
essential to our war effort are being filled. 

We appreciate the good grace with which you 
have accepted these delays. Your helpful under- 
standing has encouraged us and we take this oppor- 
tunity to tell you that we will make every effort 
to fill your orders as quickly as government and war 
industry priority demands and our raw material sup- 
plies will permit. 


THE ESTERBROOK PEN COMPANY 
Camden, N. J. 
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A NEW QUALITY PRODUCT 
The Smet 



















Be sure to look in- 


this systematic 


and protective fil- 
mq method; insures oy” 
utmost safety for 


stencils, at low cost 


2 SIZES 


for 50 and 
100 STENCILS 


FILE STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tione record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
stock; 
pages numbered; 
spiral binding en 
ables book to lie 
flat at all times 


Send today for 
descriptive folder. 


y em gra sh vi 
ygrey 


TECHNY, ILLINOIS 





Selected for Service 


* ST. JOHNS office tables are made of northern hard 
woods that have been selected for service. 


* Because of their sturdy construction, quality finish 
and simplicity of design, the ST. JOHNS wood office 
tables have been accepted by the army, navy and 
private industries for their wartime needs. 


* Write today for the new ST. JOHNS catalog showing 
this and the other distinctive wood tables in the ST. 
JOHNS Line that have been and will continue to be 
selected for all kinds of service. 


BUY WAR BONDS 


No. 24 Table Description: 


% Selected Northern Oak in 
Office Golden or School Brown 
Finish. Top is 7” thick, Legs 
214” square. 





Sizes: 
27 x 48 inches 
27 x 60 inches 
30 x 72 inches 


% Also available in Northern 
Michigan Hard Maple as No. 
25 table finished Walnut, Ma- 
hogany or School Brown. 


St. Johns Table Company 


New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago 
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For every tank produced to- 
day there are “tank-loads” of 
letters written about it. Letter 
production is part of War 
Production and necessitates 
speed and accuracy in han- 
dling. The ERROR-NO Copy- 
holder on the job insures 
rapid-fire output of today’s 
vital letters, reports, speci- 
fications and records. Sell 
ERROR-NO and Buy War 
Bonds! 


Write for today’s delivery details. 





THE DAWN 
Manufacturing Corp. 


40 MT. HOPE AVENUE 
ROCHESTER, N. Y. 


ERROR-NO 


Built in Seven Sizes 












Sarg sis." 


SUPERDEX csc 
LABELS 
Every file clerk knows roll labels are 
. neat and quick to handle in the file 
8 PASTEL room — especially WARSHAW'S 
COLORS SUPERDEX roll labels. Made from 


pond quality stock on full automatic ma- 


GOLDENROD : 
CHERRY chinery they are perfectly scored, 
SALMON perforated and gummed. Indeed, 
GREEN they are a pleasure to work with. 
MANILLA 

BLUE Put a carton on your counter to re- 


WHITE mind your customers and you will 
sell plenty more. 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN, NEW YORK 


GUIDES INDEX CARDS FOLDERS 


PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
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Made to Order for 
Today’s Business 


V4 SAVE STEEL FOR VICTORY 
OLUNTEER 
America’s huge 
steel production is 
essential to the suc- 
cessful prosecution 
of our war effort. In 
keeping with the 
times we have in- 
troduced the VOLUNTEER 
—a thoroughly efficient 
cabinet constructed of se- 
lected southern hardwood. 
The special features include 
beauty in design, rigid 
construction, panelled sides, 
modern hardware and 
standard olive green finish. 

Drawer operation is on all-wood suspension 
slides, impregnated with paraffin for smooth 
operation. Drawers remain horizontal when 
fully extended. Slide strength and operation 
passed severe laboratory tests without indica- 
tion of binding or wear. 

Write for Circular 

An illustrated circular describes this new file in detail. 
It will be sent to you immediately upon application. 


Investigate this VOLUNTEER. It offers you real oppor- 
tunities. 


THE BENTSON MFG. CO. AURORA, ILL. 





























“KEILIAR®’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadiat Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 
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United States Chamber of Commerce. . .. Oscar 
Nordeen, for many years with the A. & E. Supply 
Company, Duluth, Minn., has been called to active 
service with the Army and is now at Fort Snelling, 
Minn. Employees of the Thomas & Grayston 
Company, Minneapolis, have received word from 
Albert Goldman, former buyer but now in the armed 
services, that he has completed preliminary training 
and is in excellent health. ... Robert S. Jerue, son of 
Sterley F. Jerue, McClain & Hedman Company, St. 
Paul, is a second lieutenant stationed at Fort Snelling. 

. . The annual golf tournment of the Northwest 
Travelers Club and the Twin City dealers will be held 
Friday, August 28 at the Southview Country Club 
near South St. Paul. The committee is composed of 
Larry Ackert, chairman; Herb Morgan, Stanley Griebel 


and Ray Hammond. 
oe « 


REMINGTON RAND BOOSTS NOISE ABATEMENT 


From the July issue of the Remington Broadcaster, 
official organ of Remington Rand, Inc., comes the 
following plea for noise abatement as a factor much 
in demand in America in these times: 

“A good barometer as to the state of mind of the 
people of the United States is strikingly told in 


hundreds of clippings received noting the observance | 


of National Noise Abatement Week, May 31 to June 6 
of this year, according to F. Edgar McGee, executive 
secretary of the National Noise Abatement Council 
of which the typewriter division of Remington Rand 
is a sustaining member. 

“Reports from every corner of the United States 
show a definite serious note in this year’s observance. 
Noise abatement has secured a strong foothold in 
our national life and as part of the ‘Help America 


Keep Calm’ theme it is encouraging to realize that | 


America is awake to the value of Quiet, 
during the present emergency. 
“The importance Quiet plays in our country today 


especially | 


was recently acknowledged by James M. Landis, di- | 
rector of the Office of National Defense in Washing- | 


ton, D. C., who said: ‘Such a program is highly 
desirable at any time but is particularly important 
these days of tension brought about by the demands of 
war. 
7 —<- 
“TYPEWRITERS AWEIGH!” 

A recent issue of the Woonsocket (R.I.) Call and 
Evening Representative notes that Secretary of the 
Navy Knox has ordered vessels of the United States 


Navy to lighten their battery of typewriters and given | 


orders to Admiral King, commander-in-chief of the 


fleet to cut by fifty percent the number of sea-going | 


writing machines and duplicating machines “through- 
out the operating force.” 

This order, it is explained, 
by which Secretary Knox demands that 
and time-wasting” forms be reduced and simplified. 

Each battleship, it is said, must reduce its present 
allotment of fifty-nine typewriters, each carrier re- 
duces from fifty-five, each cruiser from thirty and 
each destroyer from seven. 

Which leads the newspaper in question to wonder 
if each patrol plane, now equipped with one machine, 


is henceforth to get by with half a typewriter. 
. oe 6 


A. RE-ELECTS OFFICERS 

The Employee’s Loan Association of the Murphy 
Chair Company, Owensboro, Ky., has recently held an 
election of officers with the following men named to 
govern the organization for the coming year: D. A. 
Bennett, Jim Winkler and Bill Ward. This makes the 
fourth consecutive term for the three men. At the 
same time it was announced that the capital stock 
of the association would be increased from $2500 to 
$4000 and the additional stock offered for sale to 
company employees, who may be seeking a safe and 
profitable investment for their savings. 


dovetails with another 


MURPHY E. L. 


“time-honored | 
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You profit when you recommend purchase of a 


“ROBERTS” 


NUMBERING MACHINE 


because: 
1. Prices are lower. 
2. Discounts are 


3. The range of 
actions is widest. 


greater. 


figure styles and automatic 


4. Their quality is backed by unconditional guar- 
antees against defective workmanship or ma- 
terial. 


5. You can accept trade-ins, 
Imprinted literature describing various models 


is available for your sales promotion campaign. 


Have YOU any further questions? ... . 
Please write 


Roberts Numbering Machine Co. 


694-710 Jamaica Ave. BROOKLYN, N. Y. 























CELLULOSE 
STENCILS 2 
BY Jantjvo 







@ For those who wish the best in 
CELLULOSE Stencils . . . This new 
addition to our line of Duplicator 
Supplies is the result of years of 
experimental work by our Tech- 
nical Department. 


A product of typical TEMPO 
quality 


MILO HARDING CO. 


436 W. Pico Blvd. - Los Angeles, Calif. 
617 Fourth Ave.- Pittsburgh, Penna. 
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Important 
News! 


Freezing 
date for 
swivel 
chairs 
equipped 
with steel 
mecha- 
nism 


Aug. 3d. 


Our ALL WOOD swivel chairs 
now being developed and the 
data will be mailed to our deal- 
ers shortly. 





Jasper Seating Company ASP, 
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Sell the Quality Line 


HONOR ROLLS 


Distinctive design, quality construction 
and complete name service have earned 
marked preference for our plaques 
among manufacturers, churches, hos- 
pitals, etc. Stock sizes from 12 to 
200 name capacity. Two designs. 
Sold through leading stationers such as 
Horder's, Chicago and Goldsmith Bros., 
New York. VAME op coMPANY 
Write for illustrated folder, prices and 
successful sales aid plan. 


B-2. Walnut. 17" x 22!/,"'. $16.25 
GENERAL EXHIBITS & DISPLAYS, INC. 1117 NW. Franklin st., CHICAGO, ILL 
| a a a a a a a a a a a a a a a a a 2 ae ae 











WE WILL BUY FOR CASH 


Any Quantity of Perfect 
RUBBER BANDS ¢« SHEARS e STAPLES 
CLIPS e PINS e ADJUSTABLE PUNCHES 
and other Stationery Items 
VACUUM PITCHER SETS e TENNIS BALLS 
(Walnut or Mahogany—Quart Size)—Any Quantity 
ADVISE BRANDS, QUANTITIES, PRICES, Etc. 
Write or Telephone Mr. J. P. Glaser 


GOLDSMITH BROTHERS 
77 Nassau St., New York City 




















OFFICE APPLIANCES 


OFFICE MACHINE OPERATORS, SUPERVISORS 
ARE NEEDED FOR FEDERAL WAR SERVICE 

The United States Civil Service Commission is seek- 
ing office machine operators and tabulating equip- 
ment operator supervisors for positions in Federal 
war agencies. Tabulating, calculating, and mimeo- 
graph machine operators are sought. 

Supervisors of tabulating equipment operators, as 
newly announced by the Commission, will be appointed 
throughout the country to positions paying $2,000 and 
$1,800 a year. Tabulating machine operators with 
sufficient experience may be appointed to $1,620 a 
year jobs, as vacancies occur. 

Applicants for tabulating supervisory positions must 
have had at least 1 year of paid experience as super- 
visor of a group of 5 or more tabulating equipment 
operators, including operators of alphabetic tabulating 
and horizontal sorting machines. Such experience 
must have included responsibility for the accuracy 
of the wiring or the setting of control pins of all 
equipment. Tabulating workers are not required to 
take a test. 

For senior tabulating machine operator positions, 
persons must have had at least 6 months of experience 
in the operation of an electric alphabetic tabulating 
machine, including 3 months of actual wiring or set- 
ting of control pins for a variety of tabulations. Tabu- 
lating machine operators are also needed for lower 
grade positions in Washington, D. C., paying $1,440 a 
year, requiring at least 4 months of paid experience 
or an acceptable training course; and for $1,260 posi- 
tions, requiring at least 2 months of paid experience, 
or an acceptable training course. 

Additional calculating machine operators, to receive 
$1,440 a year, are being sought to meet anticipated 
needs. Persons who have been rated eligible by the 
Commission as calculating machine operators need 
not apply again. The new announcement for these 
positions requires a practical test to be performed 
directly on a calculating machine, consisting of ex- 
ercises in addition, subtraction, multiplication, and 
division. The rating will be based on both speed and 
accuracy. Any type of calculating machine may be 
used for the test. 

Mimeograph operators are needed for positions pay- 
ing $1.260 a year in Federal agencies in the nation’s 
capital. Three months of experience in the operation 
of an automatic-feed electric stencil rotary duplicator 
or an acceptable training course may qualify ap- 
plicants. No written test is required. 

Applicants for all office machine operator and super- 
visory positions must be over 18 years. There is no 
maximum age limit. Applications must be filed with 
the Civil Service Commission, Washington, D. C. No 
closing date has been set, but qualified persons are 
urged to apply at once. Announcements and forms 
for applying may be obtained at first- and second- 
class post offices. 

+ 


TRICK DESK NO WORRY TO DEALERS 


San Antonio business equipment dealers have found 
little cause for worry in the announcement that a 
second lieutenant at the San Antonio Air Depot had 
developed a desk made out of plywood at a cost of 
from one-quarter to one-third of the regular price 
of a good wooden desk. 

These desks are now being constructed by two or 
three wood manufacturing plants in San Antonio, 
and these are being purchased and used in army 
offices. Business equipment dealers, however, question 
their durability, and point out to the fact that they 
will easily warp out of shape in any dampness. It is 
reported that, in a small shipment sent into north- 
west Texas, three desks came out of the trip so 
damaged as to be unfit for use, and another was 
warped. Similar reports have been made on other 


i deliveries —BCR 
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BINDERS 
and FORMS 


FOR THE WAR INDUSTRY! 


Newly developed items of particular appeal to 
war factories provide the dealer with a vast 
potential market. Here are a few of the timely 
records for which there is a definite, immediate 
demand: 


BOND DEDUCTION RECORDS—For con- 
cerns who have adopted the Treasury Plan of 
Pay Roll Deduction for purchase of War 





sary under the government regulations for War 
Contractors. These forms meet the require- 
ments of Federal authorities. 


STOCK AND INVENTORY CONTROL— 
Now more than ever must a close check be 
A wide 


kept on stock movement. range of 


forms for price control, etc. 

SEND FOR COMPLETE CATALOG 
Acquaint yourself with the above and other 
fast selling items available in the CESCO line. 
Exclusive agencies to established dealers. 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 


Bonds. 
VISITOR AND TRUCK REGISTERS—Neces- 


HI-SPEED 
HANSON posta scate 3 
@ Faster than a beam type scale—no time 
lost jiggling weights. Here is a Postal 
Scale that gives foreign and domestic 


postage at a glance without figuring. 
Hair line accuracy. Built to last a lifetime. 













Your customers wil) like this 
modern, business like scale 


Ask your jobber for Bulletin No. 5 
Hanson Scale Co., 525 N. Ada St., Chicago 


TVA Tye) BH aa 


BATHROOM & KITCHEN * NURSERY «DIET « POSTAL 


500 SAFES 


reconditioned and refinished, new safe guarantee, olive 
green finish, 3 tumbler combination lock. Fire-proof con- 
struction, the best commercial grade. 























All sizes and types for record, money protection. 


NO PRIORITY CERTIFICATES REQUIRED. 
IMMEDIATE DELIVERIES. 


Catalog, price list and dealer's discount upon request 





139 Grand St., New York, N. Y. 


—— 











































Because I am taking advantage 
of this July Transfer Period, and with 


Browne-Morse 7iding Si 


I am dcoing right well. Don't lose out. 
It's a wonderful opportunity. 


Suggest you write for New Supply Price Book. 


Browne-Morse Company 


Muskegon Michigan 








POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 sizes “XC 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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NON-RUBBER 


Typewriter 
Keys 
° 


The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 











Speed Key Mfg. Co. 22e.,sctumeus "rece 








ROLLING STORE LADDERS 


“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 


Por x5 
T nets and Shelving, in Of- 


tat fices, Vaults and Store- 
PtSi Ss rooms. 
\ Made of Oak and Birch, 


in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


New Literature Now 
Ready 


WRITE FOR IT, WITH 
PRICES AND DISCOUNT 








Manufactured by 


D. COTTERMAN '* “Sucsco’ "| 
BANK PASSBOOKS 


and Pocket Check Covers 











New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 








AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 











OFFICE APPLIANCES 


MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES . . . Colored 


Inks available. Samples and 





prices upon request. 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. Chicago 














100: 
TAGs © 


f, Pelli Sea 


DAYTON STENCIL 
WORKS CO. "chic" 


Holp Uncle Sam! 


CONSERVE MATERIALS! 


Buy the preferred Daco line. Daco products are made to last longer, 





reducing costs and saving materials. 
@ Filing Systems @ Filing Folders 


@ Printed and Ruled Stock Forms @ Guides and Indexes 
@ Special and N.C.R. Forms @ Bank and Insurance Forms 


oN 
DACO 


Write today for illustrated 
catalog and Prices. 


THE DACO CARD 8. INDEX CO. 






9 FEDERAL COURT + BOSTON,MASS. 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


FREIGHT 


INTEREST, DISCOUNT, LUMBER, COAL, 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
‘or details nowl 


PAYROLL, 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Systems, Inc. chicsse, ill. 











Vanufacturers of 


OFFICE CHAIR IRONS 
METAL STAMPINGS AND 
Bahy Carriage Hardware 











CULLIER-hEYWORTH CO. 


GARDNER, MASSACHUSETTS 




















YN Loose-leaf envelopes, punched; card-cases, any 
A\ size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 


us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 
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POSTURE CHAIRS 


Smart- Comforta ble- Modern 
Manufactured by 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 


. & 
Cie sone Prt i’ 


Jat? oe 

















®s 


Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 











RIDES ON RECORDS 


We are proud to say that National records are help- 
ing in every important government job. Proud, too, 
to report that we have helped so many of our deal- 
ers get into the defense picture. 


NATIONAL BLANK BOOK COMPANY 











Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 








Holyoke Mass. 
The Automatic 


SPEED-M Inking Pad 


that offers a size and model for every need...with these 


° |. Silent 12. Can be re-inked 
12 FEATURES: 2. Sweat Proof indefinitely; no 
3. Dust Proof scraping before 

4. Lint Proof re-inking 

5. Sag Proof 

6. Long Lived The Automatic Inking 
7. Clear, Sharp Surface Releases Ink 
Impressions Only on Pressure of 


Stamp. Surface is self 


8. Cleans Stamp Sealing Against Evap- 


while inking 


. oration. Send for cat- 

9. Full, Rich Inking aiog No. 141 showing 

10. Easy on Rubber many types of stamp 
Stamps pads. 


it. Large Natural 
Reservoir elim- 
inates frequent re- 
Inking. 


Rivet-O Mfg. 
Company 


95 Jason St. 
ORANGE, MASS 
9 Louis Melind Co., 
Western Rep., 362 W. Chicago Ave., Chicago, ti! 
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EASY 10 SELL 


Clarotype is making worthwhile profits 
for more than 4500 dealers. It gives 
the stenographer service and value. It 
works instantly and thoroughly . . . ends 
Spattering and messiness. Clarotype 
repeats. It builds your type cleaner 
sales and profits to a new high. Order 
today from your jobber or direct from 


The Clarotype Company, Inc. 
16-J Hudson Street, New York 












—_—— ~~ 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





’ 


INDUSTRIAL STOOLS 


For Plants on Defense Work 





Good quality stools with 
heavy metal legs and hard- 
wood seats, walnut or nat- 
ural finish. 

Seven sizes, from 18 to 30 
inches high. 

Big demand among defense 
program manufacturers. 


Order a dozen for a starter. 


METALSTAND CO. 


1615-1625 Melon St. 
PHILADELPHIA, PENNA. 

















DARNELL PRODUCTS 
PQ 





Darnell Products are built to give a 
lifetime of trouble-free service. 


Write ron NEW 
DARNELL MANUAL 


2 5 5 LT TT. 
DARNELL CORP. LTD., 60 WALKER ST.,NEW YORK,N.Y. 


= LONG ee a 36 N. 4 CHICAGO, ILL. 
VITAL To VICTORY 


Speeding “OFFICE PRODUCTION” in War Industries 

















Accent 





_— 


VIZ-TAB | 


PLASTIC TAB FOLDER 





NON-INFLAMMABLE ome: ta H 
Plastic Index Tabs— ‘TAB that CAN'T HIDE’ | 
SPEED VICTORY! — j 


Free Samples for demonstrating to WAR Industries. 


Manufact 
Vv E l T Co. 1945 ©. tivby St. Detroit, Mich. 








OFFICE APPLIANCES 








r= 


'-----=-=- SEND US THIS COUPON ==--==== 


AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 


contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationery merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 





To F. W. BRIDGES LTD.., 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Building, Trafalgar Square, London, W. C. 2. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


A EES Sie EE I se ee, er ae 


Address 


Date 

















Pl Ene 84 knoe 
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MI-FILE 


NON-PRIORITY wood construction. 
. 3 TWO. DRAWER—top opens completely. 
@ ‘'Two-way'' compressor and guide rod. 


@ Letter and Legal size—olive green 
finish. 


@ Desk height—30!/, inches. 
@ Shipment, week or ten days. 


No. MF500G letter size $27.00 list 
No. MF600G legal size 29.00 list 


f.0.b. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


Skokie, Ill 











Hall-Mark 


of 
CONTINUING 
PROFITS 


TYPEWRITER RIBBONS 
CARBON PAPER 
CARBON ROLLS 

GELATINE SUPPLIES 


Write for catalogue, 
plan, 


ALLIEN 





CARBON & RIBBON MFG. ‘CORP 
16S DUANE STREET 
NEW YORK. N. Y. 


sales 








World’ s Most Amazing 
STAPLE REMOVER 


The New PRESTO Staple Re- 


a 
of the 
Four 





mover quickly—easily 
moves all wire staples frem 
checks, letters, reports 
other papers. No torn papers. 


and 


No broken fingernails. The 

Presto is made of colorful PRESTO 
plastic and hardened steel— 

priced low assuring wide Profit 


use in office, school and home. 
Write for full facts. 


METAL SPECIALTIES MFG. CO. 
3200-08 Carroll Ave. Chicago, III. 


Makers 


25¢ 





You can do a bigger, better business 
with OXFORD FILING SUPPLIES 


SALES HELPS Oxford offers a well-planned sales pro- 
motion program of circulars, package 
inserts, samples, displays, electros, and 


sales manuals. 


NO DIRECT Oxford dealers are never up against 

SELLING direct selling competition from the 
manufacturer. We sell only through 
our dealers. 

COMPLETE Oxford dealers handle a complete. 

LINE guaranteed line that sells quickly and 


easily at a profitable mark up. 


OXFORD FILING SUPPLY CO. 


340 Morgan Avenue, Brooklyn, N. Y. 
125 South 8th Street, St. Louis, Mo. 


Write us 
today for 
catalog 


CRAVVIER 


The Complete Line of 
Posture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 

















hERR 
CHANGEPOINT 


SF 52 Walnut Base Desk 
Set. Other Styles of bases 
available in one, two, and 
three pen sets. 


Catalog sheets, prices, and 
discounts on request. 





MADE IN U.S.A. 


KERR PEN COMPANY 


TULSA + ORLAHOMA> USA 


For Defense First! 


The Yellow Box Line and the materials of which it 
is made are enlisted in our country’s service. 


W. A. 











Rating Certificates 


Dealers! Extend all Preference 
to Oakville. 





OAKVILLE 


COMPANY 


Division of Scovill Manufacturing Company 
WATERBURY, CONNECTICUT 





NEW YORK HICAGO AN FRANCISCO 
In Canada Brown BROS . LTD TORONTO 2 


SERVICE 
CUSPIDOR MATS 











Made of wear-resisting Plastic Fibre Board . . . immune to 
atmospheric changes. The diameter of the mat is 16 inches. 
Write for details. 


SERVICE INDUSTRIES, Inc., 2025 S. Calumet Ave., Chicago 
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“The Complete Line’ 
IS MORE IMPORTANT THAN EVER 




















With a growing number of products on your “can’t sell” list, carbon paper, 
inked ribbons move right up front as immediate sales and profit makers. 
There’s a specific ribbon, carbon paper or carbon roll for every application 
right in the one line—the Storms’ line. 

You sell more to each customer when you prescribe the right Storms’ 
products for the job at hand. Get to know “The Complete Line”. 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Carbons-Storms Pen and Pencil Carbons 
in all weights and finishes. CARBON ROLLS: Tailor’s 
Marking, Photo Offset, Billing Rolls for Elliott Fisher Ma- 
chines, Billing Rolls for Burroughs Posting Machines, Regis- 
ter Rolls, Tally Rolls, Teletype Carbonized Rolls, Rolls for 
Elliott-Addressing Machines, Special Rolls. INKED RIB- 
BONS: Stormtex, Cameo, American Reliance, Ribbons for 
Addressograph Multigraph, Speedaumat, etc. 











| H. M. STORMS CO. 


561 GRAND AVENUE, BROOKLYN, N. Y. 
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A HEYER QUALITY STENCIL 
for 
TOP QUALITY PERFORMANCE 


America’s finest stencil, developed from a formula of 
outstanding success: the product of 39 years of prac- 
tical experience. 

Lettergraph Cellulose Dry Stencils are not affected 
by moisture: work equally well in warm or cold eli- 
mates and their right degree of softness assures perfect 
typing and stylus work. 

Top printed for convenience. they save time, speed 
up work and produce such satisfactory results that 


their preference is universal. 


Important! 


lt is necessary for us as manufacturers to place Alloca- 
tion Classification Symbols on all our purchase orders 
for raw materials according to Priorities Regulation 
Number 10. 

Your cooperation in classifying your purchases ac- 
cording to the priority code will not only assist us. but 


help keep your own channels of supply open. 


{ copy of Priorities Regulation No. 10 can be 
secured from your local WH AR PRODUC TION 
BOARD or write us for further details. 


Me Cope: Revere te Sepeteet Fert tte 


Bred of Pepe, — a fee feey (Yer! titer 


HEVER QUALITY LE ERGB APH DRY STENCIL 











TO EXECUTIVES: 


NOW YOU CAN HELP 





The Treasury’s decision 
to increase the limitations 
on the F and G Bonds 
resulted from numerous 

requests by purchasers who asked the 
Opportunity to put more money into 
the war program. 

This is not a new Bond 
and not a new series of War Bonds. 
Thousands of individuals, corpora- 
tions, labor unions, and other organi- 
zations have this year already pur- 
chased $50,000 of Series F and G 
Bonds, the old limit. Under the new 
regulations, however, these Bond 
holders will be permitted to make 
additional purchases of $50,000 in 
the remaining months of the year. 
The new limitation on holdings of 
$100,000 in any one calendar year in 
either Series F or G, or in both series 
combined, is on the cost price, not on 
the maturity value, 


issue 


Save With... 


Series F and G Bonds are intended 
primarily for larger investors and may 
be registered in the names of fiduci- 
aries, corporations, labor unions and 
other groups, as well as in the names 
of individuals. 

The Series F Bond is a 12-year 
appreciation Bond, issued on a dis- 
count basis at 74 percent of maturity 
value. If held to maturity, 12 years 
from the date of issue, the Bond draws 
interest equivalent to 2.53 percent a 
year; computed on the purchase price, 
compounded semiannually. 

The Series G Bond is a 12-year cur- 
rent income Bond issued at par, and 
draws interest of 2.5 percent a year, 
paid semiannually by Treasury check. 

Don’t delay—your “fighting dollars” 
are needed now. Your bank or post 


office has full details. 


War Savings Bonds 

















